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PEOPLE USE MORE SASH CORD MADE BY SAMSON THAN ANY OTHER IN THE WORLD 


An oh-so-easy squeeze cuts tough grass quickly and cleanly. 
Big, wide-opening blades are hollow-ground and tempered. Sur- 
prisingly comfortable, with high-clearance handles to avoid 


scraped knuckles, red plastic grip-sheath to prevent blisters. 


cc ai ob 





You can’t do this with any other shear. Upper blade “‘floats’’ — 
there’s no pivot bolt. This means a true, efficient slicing action 
(U.S. patent pending). Blades are in positive contact at cutting point. 
Full cutting pressure is carried clear to tips of blades. Cleaning and 


Sharpening are easy, since both blades can be exposed outward. 


New for 1958: foolproof gravity lock. Simply close shear and 


turn upside down —it locks instantly. To unlock, just squeeze. 











True Temper No. 22 Grass Shear, $2.95 suggested retail 


Your customers 
cant resist ‘em! 


Last year’s sales prove it. Reason is that these unique 
shears, for the first time, make grass trimming al- 
most effortless. 

You can prove it, too. Just let a customer test a 
pair in his own hands. And watch the gleam come 
into his eye when he feels the crisp slicing action, 
the gentle grip action, the light weight, the new 
automatic gravity blade lock. 

What’s more, ‘True ‘Temper advertising will help 
presell these shears to your customers. We’re running 
a powerful series of ads on them this Spring in Life, 
Post, Better Homes & Gardens, American Home, 
Sunset, Flower Grower, and Popular Gardening. 

The No. 22 shear is packed six to a colorful 
counter display carton. But when you call your 
True Temper wholesaler, better order two car- 


tons, because the sales of this one will surprise you! 


RUE lLEMPER. 


1623 EUCLID AVENUE « CLEVELAND 15, OHIO 


You can /ook to for leadership 
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Start sitting on your profits 


Seems the fellow with an urge to make his 
business grow has to work a little harder 
nowadays than he’s done for some time. 
Now, more than ever, he has to keep the 
shine from the seat of his pants and a 
weather-eye on his own business picture. 


Sut things really aren’t as rough as 
some people say. When you put pressure 
on the pessimists, you often find they’re 
just repeating what they’ve read or heard 
about general business conditions from 
Economists. You know what Economists 
are—‘“the men who'll know tomorrow why 
the things they said yesterday didn’t hap- 
pen today.” Well, we’re no economists. 
Why not see today if you’re not sitting on 
some good potential profits? 


In lawn mowers, these profits are just 
around the corner if you’re a LAWN-BOY 
dealer. We've introduced a new big seller 
—our LAWN-BOY LOAFER. This is a hot 
item, and consumers really like it. Not 
just because it cuts grass so level and so 
easily, but for its extra utility features 
as well. 


The LOAFER is our regular 21-inch 
LAWN-BOY mower combined with a self- 
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powered sulky. We designed the rider unit 
a special way: It fits any LAWN-BOY model, 
and can also be made to attach to any other 
rotary mowers you may have sold before. 
An easy “ten-second disconnect” lets you 
hook up and unhook the LOAFER when- 
ever you please, easily. 

When it’s disconnected from a mower, 
the LOAFER has regular front wheels 
that make this a completely independent 
riding and hauling rig. It can pull a lawn 
roller, a fertilizer, a seeder cart, or any 
other general garden equipment. It does a 
great job of pulling a three-gang unit of 
reel mowers which we now offer. If you 
have a customer who'd like to pull his boat 
trailer from alongside the garage into the 
driveway, sell him a LOAFER. 

Now—are you beginning to see how the 
new LAWN-BOY LOAFER opens up sales 
in lawn and garden equipment, and even 
in express wagons to pull kids around the 
yard in? This machine has so many practi- 
cal applications that you can find some of 
your own as you sit and ride. After you've 
discovered a new use for the LOAFER, let 
me know how youw started “sitting on 
your profits.” 


a 
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Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnson ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


MAKING MONEY IN POWER MOWERS 
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The files are gone, bought by rotary mower owners. 
In their place are $3.92 of profit. With this last file 
gone, there’ll be a fresh display coming up. And that 
one will be empty, too, in no time. 


This dealer ordered well—because he remembered 
how this file sold last year. He wishes he had a lot 
more items with this kind of turnover. 


Cotto §=NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
U.S.A. (In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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ROTARY MOWER FILE 


How about you? Ordered your Nicholson or Black 
Diamond Rotary Mower files yet? If you have, get a 
display out on the counter. Put another one some- 
where in your garden tool section. Place another near 
your rotary mowers, too. 


Haven’t ordered yet? You won’t get rich that way! 
Get your Hardware Wholesaler on the phone. 
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Don't miss special articles marked this way: 


The Plumbing and Water Systems Guide 


This Guide helps you turn a sleeper department into a real profit maker. Use this Guide 
as your key to greater profits in your plumbing department. It will show you how to 
stock your department with the right type of merchandise ..............-..+-00: 


Editorial 


Too many bushel baskets ........... 
A real sleeper .. 
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Set up an American Chain Section 
AND WATCH YOUR CHAIN SALES GROW! 


Here’s a simple, practical way to increase your 
chain sales and profits: 


(1) Specialize on American chain - American is the 
best-known chain line—Aacco is the brand name every- 
body knows. Your customers will readily accept chain 
items bearing the acco identification. They know that 
ACCO branded products are made by a large, established 
firm with an unsurpassed reputation for integrity, 
quality and value. 


(2) Set up an American Chain Section in your store 
Keep a full stock of attractively-packaged American 
Chain items displayed on shelves. These brightly- 
colored packages are instantly identified—they make 
it easy for customers to select what they want. Also, 
place an acco Chain Salesmaker in a prominent loca- 
tion where customers can see and feel the chain. Show 
ACCO-PAILS of Proof Coil and BBB chain, each pail 
plainly labeled and identified. And display an acco 
Dog-Chain Assortment, too. . 


American Chain Section will mark your store as “‘chain 
headquarters” in your community. 


(3) Deal with our American Chain Distributor 

He was appointed on the basis of integrity, a reputation 
for responsibility—and the ability to give you at all 
times the very finest and fastest chain service. 

Tying up with the leading chain manufacturer and 
the leading chain distributor will go a long way toward 
building and maintaining your name as your commu- 
nity’s leading chain dealer! 

For additional information, write us at York, Pa., 
for interesting booklet, “‘Finger Tip Facts About Chain.”’ 
It’s loaded with selling points, yet it’s brief! 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





.. A neat, well-stocked " 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 


Indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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Editorial 


by W. A. Phair 


Too many bushel baskets . . . 


“What we need is better salesmanship.” 


That’s a statement we hear quite frequently when hardwaremen get 
together. It’s an accurate statement. We do need more and better 
salesmanship, and we need it badly. 


But, when we talk about this salesmanship, exactly what do we 
mean? What are we selling, and to whom? 


Most of the time we’re talking about over-the-counter salesmanship; 
the kind that helps sell specific store merchandise to a customer. This 


is a real important type of selling. But there is also another type of 
salesmanship that’s badly needed. 


This second type of salesmanship is the kind that sells the idea of 
the value of a hardware store and why a consumer should shop in 
such a store. 


I think most of us have fallen down on this type of salesmanship. 
We have let people like the discount houses sell the “idea” that all 
goods are cheaper in any store that calls itself a discount house. 


You and T[T know this isn’t true. But lots of consumers believe it, 
because they have been sold this idea. Well, why can’t the nation’s 
independent hardware stores do a better job of selling an idea that 
sells customers on the value of shopping in hardware stores? 


I think it can be done, and it is something that must be done at the 
local level. How can this be done? The ideal way to do it would be 
to use a portion of the space you use in your local newspaper for store 
advertising. Why not set aside, say 10 or 15 percent of your ad 
budget for this “idea selling’ type of advertisement? 


Instead of trying to sell a specific piece of merchandise you would 
use the space to describe the advantages of shopping in your store. 
In other words, you would be selling the idea of the advantages of 
your store, just as the discount houses sell the idea of the advantages 
of shopping in their places. 


What would you talk about in these ads? Well, that depends on 
the specific competition you face, and your location. But certainly 
we all know many advantages that you offer. Service, convenience, 
values and variety are examples of things you could talk about. 


Perhaps you could also talk about what is a fair price these days? 
Perhaps you could point out that when a consumer shops in a dis- 


count house he is in a price jungle and he really never knows if he is 
getting a bargain. 











Editorial 


continued 


If you think this subject over I am sure you'll find many things you can 
discuss. The important consideration is that you will be selling an impor- 
tant idea. When you try to sell this idea you must be certain you are sell- 


ing something of importance to the consumer, and the place to sell this 
is at the local level. 


A few stores are doing this type of advertising. We've described 
examples in Hardware Age. But more stores should be doing it. I think 


we've hidden our light under a bushel basket long enough. It’s time we 
told the world about it. 


A real sleeper . . . 


How can a dealer stay in business these days with all the price cutting 
that’s going on? That’s a question a lot of dealers are asking. If I, or any- 


one else for that matter, could give you a guaranteed answer to it, we could 
make a fortune. 


While no one can give you a guaranteed answer, I do think there are 
some things that can be done which will help bolster profits and make up 
for some of the volume lost to discounters. 


Some of these steps are so close to a dealer that he doesn’t always see 


them. Often times a person, such as ourselves, standing a little bit farther 
away will notice these situations. 


With this in mind, we’ve been spending a lot of time checking with 
dealers and wholesalers for “sleepers.” By that we mean a department 


which can be a source of profit if it’s really pushed, but which is usually 
neglected. 


We’ve discussed this with a great many folks and we think we’ve spotted 
several examples of real sleepers, specially under today’s conditions. One 
of these sleepers is the plumbing supplies department. 


Now, very nearly every store has a plumbing section. But in most cases 
it’s just barely paying its own way. Yet, we know from personal observa- 
tion that such a department can be made into a real profit maker with very 


little effort, especially when you combine it with such items as water 
systems. 


Plumbing supplies usually carry a good margin. There are very few 
pricing problems and they can generate a good volume of a very desirable 
traffic. There is no doubt but that many dealers could pick up a good volume 


of additional sales if they would pay a little more attention to plumbing 
supplies and water systems. 


Like every business opportunity, you have to do the job right to make 
it pay off. If you’re not careful, you can trap yourself into a top heavy 
slow moving inventory problem. But this can be avoided. 


Would you like to have some more facts on how to make plumbing sup- 
plies bring in more volume and profit? Then turn to page 71 and study the 


Merchandising Guide for Plumbing Supplies that starts on that page. 
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with DOUBLE-TAPER FORGING and . hidden-value features 


Gutta, Exclusive shock band ... takes shock of heavy 
~~ Work without handle breakage 


GE) + Forward forged steps at no extra cost 


(STEEL- LITE} Burntcote handle of selected ash extends 
complete length of socket 


(STEEL LITE) Perfect down center balance... it feels light, 
~ it's Steel-Lite 


(STEEL - LITE} The only light-weight shovel with all the 
features you've asked for 


0. AMES CO. win 


See your Ames distributor for complete details. 






BLADE UNCONDITIONALLY GUARANTEED 
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BY WASHINGTON 


Tax cut is a certainty unless 
business turns up this month 


Your taxes will be cut unless the economic decline 
shows definite signs of halting this month. 

Administration and congressional leaders have been 
holding back tax cutting measures until there was 
clear evidence that business and employment would 
not improve without them. 

A tax cut is considered a last resort. It would push 
the government deeply into the red, and add to in- 
flationary pressures later. 

If a cut is approved, it will be a big one, pumping 
$7 or $8 billion into the economy. More than half 
would go to individuals, probably in a cut as high as 
15 percent. Small business relief: a cut of about two 
percentage points in the corporation rate, and excise 
tax reductions would make up the balance. 


outlook 


Watch economic reports, particularly unemployment 
figures, closely for the next 30 days for a clue to 
whether you can expect a tax cut. This is the time 
to speak up if you favor tax reduction. When writing 
congressmen, describe conditions in your area and in 
your store. 


Plumbing supplies for farms 
look good despite recession 


Farm families should be good customers for plumb- 
ing supplies and water systems, despite the current 
recession. 

They’ll have better than 10 percent more money 
to spend this year than they did two years ago, and 
a little more than last year. 

Here’s why: individual farm families are receiv- 
ing larger cash incomes, even though total farm in- 
come is slipping. Reason? The number of persons 
on farms is decreasing. 

U. S. Agriculture Department officials say the per- 
person income of farmers last year was a record $993, 
up from $902 in 1956. 

Another factor improving the cash position of farm- 
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ers is the trend toward outside work. Income of farm 
families from non-farm work rose to $6.3 billion in 
1957. 


outlook 

In promoting farm business, remember fewer persons 
are farming larger acreages. Point out in your pro- 
motion how modern plumbing and water systems can 
help make jobs easier and increase yields. Remind 
customers of the help government offers in financing 
these improvements. 


New Fair Trade legislation 
will be aired this spring 


You should keep an eye on upcoming hearings in 
Congress on the need for new Fair Trade legislation. 

Sen. Hubert Humphrey (D., Minn.) plans to call 
merchants, manufacturers, and government officials 
before his Senate Small Business Subcommittee after 
Easter. 

The hearings will cover discount house operations 
and their effect on the nation’s economy as well as 
the need for new Fair Trade legislation caused by 
its recent breakdown, particularly in small appliances. 

Sen. Humphrey says new federal Fair Trade legisla- 
tion, or an anti-loss-leader law, may be the answer 
to the current price problem. A new Fair Trade bill, 
to permit manufacturers to control resale prices as 
they now do trademarks, has been introduced in the 
House, but no hearings have been set. 

For reaction of hardware industry to Fair Trade 
see page 92, this issue. 


outlook 


Watch for an announcement of the dates for the Sen- 
ate Fair Trade hearings. If you can come to Washing- 
ton, ask for time to testify. If not, be sure and write 
to the committee when the hearings are underway. 
Be specific in your recommendations, and tell what 
Fair Trade means to your business. 


(Continued on page 114) 
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New FURNITURE PULLS 
..e PULL in Quick Profits 
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colorful 


COUNTER 
DISPLAY 
BOARD 


FREE! with 
Introductory Stock 











Lustrous mounted samples 
catch attention. Will ring up 
sales on — Pulls 
without taking your clerks 
away from other customers. 
The “do-it-yourself” man 
needs several Pulls to make 
one of the desks, chests or 
cabinets shown. 

Every Pull an exclusive 
style by a famous designer. 
Permanent bright brass 
luster—will not tarnish. 


INDIVIDUALLY PACKAGED 


For your convenience in checking inven- 
tory, stocking and selling Faultless Pulls, 
each piece is packed in a colorful, individ- 
ual carton. Each carton top illustrates the 
TT Pull it contains, is identified with style 

108 \c BST -\ —— number, and the Pull inside is wrapped in 
pts —+A Yr ; : tissue work sheet shown at left. With iden- 
tifying illustration and style number clearly 
visible, there is no need to open the pack- 
age and disturb contents. Package is ideal 
for use on shelves or in open self-serve 
counters. (K189, K195, K199 and K200 
are packed 2 pieces per carton.) 
ee Fe eee eee 


Designs FREE with each Pull START 67% PROFITS COMING YOUR WAY TODAY 


FAULTLESS FURNITURE HARDWARE Division of HA-4 
Faultless Caster Corporation, Evansville 7, Indiana 


eyewrt¥ 


| 
| 
‘ Each Faultless Pull is wrapped in a work sheet 
for 24 easy-to-make furniture designs. Each design ’ 

has 2 appeal, fills a need in any home, is easily 

| 

| 

| 


scaled and constructed from materials available, Without obligation please send full particulars about 


the free Display Board with introductory stock of 
Furniture Pulls on which I can make a profit of 67% 
On my cost. 


at any lumber yard. Planned to create greater de- 
mand and multiple sale of Faultless Pulls for you. 


My Jobber is 





Firm Name 








City State 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


upswing seen | ; 
Business may be on the upswing soon. Most experts think the 

for business... bottom of the business cycle is already behind. Here’s why: Ma- 
chine tool orders have been climbing after reaching an 8-year low; 
steel production has been stable in recent weeks; more federal works 
projects have been announced; purchasing agents report an in- 
crease in new orders; new plant expansions hold up better than 
expected. HA Recommendation: Be optimistic. Recession thinking 
brings recession. Remember, the nation has already weathered two 
recessions (1948-49 and 1953-54) since World War II. There’s 
no reason to believe this one will be any different. 





Sears girds 
More competition from Sears, Roebuck & Co. is in the offing. Sears 

to sell more ... announces plans to cut prices on as many items as possible and 
offer more liberal credit terms in an effort to boost sagging sales. 
It now offers deferred pay plans: Buy now, start paying three 
months from now. Sears says 46 percent of its sales are on credit. 
HA Recommendation: Follow Sears’ example. Review your buying 
with your wholesalers in an effort to offer better value. Review your 
credit program too. Remember, service charges on credit sales 
can, in many instances, more than cover the cost of any price re- 
ductions. 





a market that 
You are missing a good sales bet—especially in these days when 

you can sell see sales are soft—if you are not actively promoting and selling plumb- 
ing supplies and water systems. These lines account for more than 
10¢ of every dollar spent in hardware stores. And it doesn’t take 
much effort to boost this figure higher. HA Recommendation: Study 
pp 71-86 of this issue. You’ll find valuable information there to 
help you increase your share of this vast and growing market. 





selling will Expect stiffer sales resistance from customers in the weeks ahead. 
get stiffer... That’s because many feel uncertain about their jobs and earnings. - 
Also they’ve been forced to divert more of their dollars toward food 
as recent bad weather forced prices upward. Result: Customers 
hedge on other purchases. HA Recommendation: The oft-repeated 
advice about aggressive promotion and selling was never more ap- 
propriate. Emphasize credit and layaway, especially on big-ticket 
items. Whatever you do, don’t sit back and wait for business to 
pick up. Do all you can to make it pick up. 





... turn to p. 148 for more news on how’s the hardware business 
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Power Lawn Mowers « Electric Portable Power Tools + Gasoline Engines « Electric Generating Plants 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Refrigerator crispers 


Homemakers will want this 
Lustro - Ware refrigerator crisper 
which can also be used as a picnic 
container. Cover molded to fit down 
over roll rim top to make perfect 
seal. Molded-in handles for easy 
lifting and carrying. It measures 
11 x 13% x 5-in. and has two-gallon 
capacity. Can be stacked or nested. 


a 


List $2.69. Columbus Plastic Prod- 
ucts, Ine. 


For more data circle No. 1 on postcard, p. 123 


Copper-trim canister set 


Housewives who like color in the 
kitchen will want the Decoware 
Prestige housewares line. Copper- 
trimmed, white canister set will 
harmonize with modern or tradi- 
tional style kitchen. Standard-size 
canisters have white bodies, copper- 
colored bottoms and lids. Includes 
matched cake cover and tray, dust 
pan, open-top breadbox, 12 and 


14 


28-qt waste baskets. Continental 


Can Co. 
For more data circle No. 2 on postcard, p. 123 


Closet door utility rack 


Homemakers who want to use a 
closet door for extra storage space 
will want the No. 210 closet door 
utility rack which is vinyl-cushion 
coated. Includes top, center and 
bottom racks with screws, wash- 
ers and six screw hooks all cad- 


mium plated. Screw hooks are pro- 
vided for broom and mop handles. 


Artwire Creations, Inc. 
For more data circle No. 3 on postcard, p. 123 


New spray enamel colors 

The Krylon spray enamel line 
has two new colors, antique ivory 
and pastel yellow. These two col- 
ors are available only in the 16-o0z 


wee 


ANTIQUE ~t 


PASTEL ~! 


YELLOW 


te 07 . 
SPRAY ENAMEL 


Le 
<i) 


Re 1303 


SPRAY ENAMEL - 
ae ae 


— P 
size aerosol container at $1. 
Krylon, Ine. 


For more data circle No. 4 on postcard, p. 


Lawn pick-up cart 

Home gardeners will want the 
Lansing Pik-Up Lawn Kart which 
is rugged enough for use as a 
wheelbarrow. It loads and unloads 
by tipping forward. Seamless one- 
plece stamped tray is mounted on 
heavy axle with heavy-duty rated 
tires. All bolts are cadmium plated. 
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Want more information on these 
products? Then use free post- 


card on page 123. 





THAT CAN HELP 


YOU BUILD BETTER 


STORE PROFITS 








Capacity is 3 cu ft. 
$13.80. Lansing Co. 


For more data circle No. 5 on postcard, p. 123 


List price is 


Deluxe model doll stroller 

Girls from five to 10 years old 
will want this doll stroller with ad- 
justable back and foot rest, remov- 
able, fringed canopy and 7 x 10-in. 
chrome shopping basket. Body and 
canopy covered with white vinyl, 
accented by pink floral pattern and 
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quilted interior. Holds up to 24-in. 
doll. Retails for about $9.95. South 
Bend Toy Mfg. Co. 


For more data circle No. 6 on postcard, p. 123 


Five-piece painting kit 
Do-it-yourself painters will want 
this kit which includes slip-on type 
painter roller, heavy-duty tray, an- 
gular l-in. brush, paint dauber, 
poly gloves. This $4.95 retail value 








kit is offered to retail at $2.99. A. G. 
Jacobus’ Sons. 


For more data circle No. 7 on postcard, p. 123 


Portable cellar drainer 

A special display features the 
new Sta-Right lightweight portable 
cellar drainer. Display highlights 
portability of the pump which fits 
into card by life-like hand “grip- 
ping” easy-to-carry handle. Display 
card is 14%x18 in. size in three 


a te) - 






® PORTABLE PUMPS ANYWHERE 
@ SURPRISINGLY LOW COST 

| we UNSTARLS EASILY 

\ * AgTOMATIC 


colors. The drainer features special 
base with non-clogging large-diam- 
eter water inlet ports and trash- 
type impeller handling solids up to 
7/16-in. diameter. Discharge rates 
up to 3800 gal per hour. Sta-Rite 
Products, Inc. 


For more data circle No. 8 on postcard, p. 123 


Electric charcoal lighter 
Fireplace 


owners and outdoor 





(Continued on page 120) 











NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 123. 


HELP YOU SELL MORE 

















Sample hardware mount 


This smartly styled miniature 
gate counter display for Russwin 






























doorware is shown with Tempo 
knob and Bella escutcheon. It is 
available with any combination 
dealers want. Display is in red, 
black and white to dramatize new 
doorware. G-8 mount costs dealer 
$6. Russell & Erwin Div., American 


Hardware Corp. 
For more data circle No. 9 on postcard, p. 123 



























































New packaging for locksets 


A new packaging design now dis- 
tinguishes this line of builders’ 





















hardware. The new box was pro- 
duced as a practical, as well as 
attractive, container. Instructions 
for installation with a handy tear- 
off template are on part of the 
fold-in sides. National Hardware 
Corp. 


For more data circle No. 10 on postcard, p. 123 


Aluminum nails in cans 


Nichols Never - Stain aluminum 
nails are now packaged in rectan- 
gular cans which will replace previ- 
ous type packaging when those in- 
ventories are exhausted. New dis- 
play cans open by pulling a nylon 
drawstring. Cans show red, white, 
and blue design used on other 


“ei 


- 





Nichols products. Cans show draw- 
ing of actual nail size, its name 
and coverage ability. Nichols Wire 


& Aluminum Co. 
For more data circle No. 11 on postcard, p. 123 


Sandpaper counter display 


Professional painters and do-it- 
yourselfers will be attracted by 
this sandpaper selector visible from 
any angle. Selector features space 
for pre-printed product identifica- 











tion cards and spring-time buying 
slogan. Four Armour-Clad sandpa- 
per selector assortments are offered. 
Unit may be used on counter or 
hung on wall. Coated Abrasives 
Div., Armour & Co. 


For more data circle No. 12 on postcard, p. 123 


Two glue display racks 


Dealers are offered choice of two 
display racks free with supplies of 
Elmer glue products. Displays are 
blue and orange. Floor model, left, 
49 in. high, the counter unit 24 in. 
high. Each includes colorful plastic 
glue chart attached by chain. Floor 












(Continued on page 134) 
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PATTERN! 
PRICE! 

PACKAGING! 
PROMOTION! 


NEW 

PINE CONE 
16 pc. sets 
from $18.95 


BRIGHT STAR 






16 pc. sets rile 

from $10.95 ~~ 
FALLING * N 
LEAVES % | 
24 pc. sets i. oN 
from $9.95 — =," 

es | ~. \ 

‘& 
| ~~ 
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YOU NAME IT... 
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BALANCE 


16 pc. sets now from $19.95 


(regularly $24.95) 




















% 
% 
4 
4 
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IVANHOE 
24 pc. sets 
from $6.50 













SEA SPRITE 
24 pc. sets 
from $5.95 


CRISS 

CROSS 
(Malabar Tin) 
24 pc. sets 
from $2.95 


WALLACE STAINLESS HAS IT! 


High Fashion Patterns! 

Wallace’s high design standards give 
you the newest, smartest... the 
biggest assortment of best-selling 
patterns in the industry. And rigid 
quality control means order and re- 
order quality never varies—there’s 
perfect uniformity in every piece! 


7 Big Price Lines! 

From top-quality Custom to budget- 
priced Malabar Tin, Wallace has 
best-selling patterns in every price 
range for every customer's purse. 


Stand-out Packaging! 
Everything from attractively 
designed bulk gift boxes to custom 
designed Monogram chests . . . just 
right for every type of display fix- 
ture from bulk bins to the smartest 
showcases! 


Hard-hitting Promotions! 
You get a complete assortment of 
packaged sets! There are 10 differ- 
ent sizes within each price line: any- 
where from 4 to 76-piece sets. 

You get super price flexibility within 


each line so you can tailor the price 
of every set to the price that’s right 
for your market. And you can vary 
the price with the type of knife you 
select for price promotions that 
really click! 


Rigid Quality-Control! 


Perfect uniformity for every piece 
that leaves the factory! Order and 
re-order quality never varies be- 
cause every shipment of Wallace 
flatware is scientifically quality- 
controlled. 


WUV/ALLACE 
STAINLESS 


... A Division of Wallace Silversmiths. At Wallingford, Connecticut ... since 1835. 
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NEW DESIGNS NEW COLORS — NEW SALES APPEAL 





VEW LEIGH RISTOORAT 





MAIL BOXES & DOOR KNOCKERS 


Most extensive line ever developed, Aristocrat Mail Boxes - 





are all new! New in their distinctive design and superb 






craftsmanship. New in such smartly modern color com- 






binations as colonial black with brass, black and oyster 






white, terra cotta and coral. And there’s a model for every 






purse, every purpose — from the attractive two-tone green 






economy unit to the two super-deluxe all-brass models for 






the home owner who wants only the best. 










Display them with the strikingly-styled new Aristocrat 


Door Knockers and watch those profitable impulse sales 






mount up! Your Leigh jobber is stocked to put you in 






business right now. See him, or write to: 


LEIGH BUILDING PRODUCTS 
Division of Air Control Products, Inc. 
2258 Lee Street Coopersville, Michigan 









BEAUTIFUL FREE DISPLAY 









Aristocrat Mail Boxes and Door 






Knockers sell on sight. And this eye- 


catching four-color display makes it 






easy for your customers to see them 






— and buy them. Complete, yet 






compact. Stands on floor — or legs 






come off for wall display. It's free 






with a starting stock order. Your 
jobber has the details. Ask him. 














FREE full color literature showing complete Leigh Aristocrat line. 







Ask your jobber or write us. 








BUILDING PRODUCTS 






Awnings & Canopies Outdoor Accessories 
Closet Accessories Aristocrat Mail Boxes 
Full-Vu Bi-fold Doors Ventilators 






Folding & Sliding Door Hardware 










ideas for Spring 1958 








SHOWERS BRIDES en] 
ANNIVERSARIES MOTHER'S DAY 





CORNING GLASS WORKS, Consumer Products Division, Corning, N. Y. 








FULL PAGE...FULL COLOR GOOD HOUSEKEEPING 


PYREX NATIONAL AD IN JUNE certer nomes « caroens 


Reaching your customers about May 15 











LADIES‘ HOME JOURNAL 


Hiow to merchandise : | 


PYREX HONEYMOON HOUSE SELLING THEME 


With Retail Display Ideas : 


| 
- 
& * . 
1 20) ved > 
WhJey 


tie-in with national ad. 











Create “house” outline with fold- 
ed strip of paper, as in ad. Tape 
outline around shelf area; against 
window glass to frame displays 
of advertised items. 


Dhowalize 


shower-bride gift appeal 








with special displays grouping 
advertised items. Add sign using 
NEW PYREX HONEYMOON- 
HOUSE GIFTS ad heading. 


[temize 


advertised items on sign copy: 


Honeymoon House Begins With 
A Gift of Pyrex Ware 

e Cradled Casserole 

e Dip and Chip Set 















new PYRE X Honeymoon- 








? > 
§ sill b 


Modern PYREX ware is beautiful 
on the table, practical in the kitchen 












New PYREX Space Saver Casserole. Perfect bridal gift. Beautiful 
bake-and-serve casserole. Cork handles. Brass-plated cradle. Clear 
Pyrex cover is extra serving dish or table-protecting tile. 2 qt. $5.95 


New PYREX Decorator Casserole. Another wonderful Pyrex gift New PYREX Carafes. Ideal wedding or shower gifts. Make instant 
idea. Modern oval, bake-and-serve casserole in charcoal on yellow. coffee, tea or hot chocolate easily—serve all beverages, hot or cold, 
Brass-plated cradle. Clear Pyrex cover. 1% qt. $3.95 beautifully. Available with or without warmers. $2.95 to $9.95 





New PYREX Cinderella Bowls. Mix, store, bake or serve in the same New PYREX Chip-and-Dip Set. Ideal gift for any hostess. Brass- 
beautiful bowl that’s a joy to work with because it has pouring plated holder keeps small dip bowl in place above larger bow! 
spout and handle. Set of 4 bowls, in pink, turquoise, or yellow. $4.95 that holds potato chips or crackers. White on turquoise. $3.95 


i] There’s only one PYREXe: ware, a product of Corning Glass Works, Corning, New York 





PYREX WARE Displayers 


PYREX 
POWERHOUSE 
DISPLAY 


PYREX 
ISLAND 
DISPLAY 












pe de “lee 
Groups related items in consumer use categories, Designed for easy plotting of 


increases multiple unit sales. Presents quick visual use categories that exploit sales. 
inventory of “‘never out” staples. *N.R.H.A. Approved 


related consumer 


PYREX 
STEP-UP 
COUNTER 
DISPLAY 


PYREX 
PROFIT 
BUILDER 
DISPLAY 





Simplifies selling with consumer use category 


groupings, makes one item sell another — automat- 
ically! 


Offers maximum product exposure in space. Open 
bins speed take-withs. 














TO ORDER PYREX DISPLAYERS: . 


See your Pyrex Distributor, or write 
to Consumer Products Division Ad- 
| vertising Department, Corning, 
New York. 


PYREX 
SPECIAL 


Consolidates 


PROFIT 
BUILDER 
DISPLAY 








ware, for 
maximum 
exposure in 
minimum 
space. 
Impulse 
seller at 
traffic 
points. 





SEND FOR YOUR PYREX 
SIMPLIFIED SELLING WORKBOOK 


Fill out this coupon now — mail it today! 





NAME__ 


STREET 

CITY. 

BY 

MAIL TO: Advertising and Sales Promotion, Consumer Products 


Division, Corning Glass Works, Corning, New York. 
CC-33 


Litho in U.S.A, 








Sin: AWA sets a new standard of value! 


2 


cadmium $3.49 cadmium $2.49 


\, 


dj 2. , 
a ‘ with magnet—607 series without magnet— 507 series 
\ % 


N 





\ XN enamel $3.98 enamel $2.98 





first in sales «+ first in value SwinG-A-Way 


Here's the first low-priced can opener with distinctive high-styling. Everything’s new 
in this 1958 SWING-A-WAY but its proven super-smooth, double-geared performance and 
old low price. This is going to be the most-looked-for, most-profitable can opener of the 
year. Better act now! 


SWING-A-WAY MANUFACTURING COMPANY «+ 4100 BECK AVENUE - ST. LOUIS 16, MISSOURI 
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PLUS THESE ADDITIONAL 


COLORFUL NEW CHIPPENDALE LINE 


Smartly styled brushes for fine finishing of furniture, cabinets, trim. 
Genuine bristle and ox hair at popular prices—82c to $2.93. Boxed 
display assortment includes 48 brushes—1” to 3”. 


Retail Value. ........$74.67 
Dealer Cost.........$44.80 
Your profit.......$29.87 


u 
new omadle ROLLER LINE 


Radically improved “birdcage” construction gives smoother action, 
greater strength, longer life. End caps are all white unadulterated nylon. 
Will not become brittle; will not crack or break. 7”echassis, Standard 
and Deluxe models. Mohair, Dynel and lamb’s wool covers. Also 3” 
roller for hard-to-get-at places—a quality line at competitive prices. 
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VELVATIZED-/z 


RUBBERSET PROFITMAKERS 


AND THE ENTIRE LINE OF 
REGULAR RUBBERSET BRUSHES 
Complete range of styles, sizes and prices—by the 


world’s leading maker of fine paint brushes. High 
quality—complete customer satisfaction—and full 


profit for you! 


NEW RUBBERSET 
fom BRUSH CLEANER 
CLEANER 


RESTORER Exceptional cleaning action. 

. Brings stiffest bristles back to life 
fast. Won’t mat—leaves no sticky 
residue. Advertised in Good 
Housekeeping and carries its Seal. 
Pints and quarts. 
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With Rubberset quality, national advertising in Life and Good House- 
keeping, the Good Housekeeping Guaranty Seal behind each brush— 
plus Rubberset’s dramatic displays, packaging and other sales helps 
—you get everything it takes to build brush business and profits right 
through the year. Check with your wholesaler or write Rubbé€rset 
direct now. 


udberset CO, 


900 Passaic Ave., East Newark, N.J. 


25 





26 


Dazzling 
Promotion 


Loaded with 
LOCAL IMPACT 


Plus 








No Rubbing 


a ele) a 


LINOLEUM - VINYL PLASTIC 
ASPHALT AND RUSBER THE | 
TERRAZZO-MARBLE-WOOD 


See 
Double Rich in Wax... SAVES REWAXING! 


V\ORTEMRPSEE 


Best-Rated TV Adventure Films 


Whirlybirds, Mickey Spillane, Dr. Christian, Silent Service, 
Frontier Doctor, African Patrol, Casey Jones, Federal Men 
... sell Aerowax weekly in selected markets! 


LOVE OF LIFE 
Powerful daytime 
drama in 176 CBS- 
TV markets...reaches 
nearly 4 million TV 
homes each week! 


LIFE MAGAZINE 


Six big full-page, full-color insertions 
... eye-catching high-fashion ads that 
will hit home with LIFE’s millions of 
readers! Don’t miss out on this big 
Aerowax boom! Call your Boyle-Mid- 
way representative, or write Boyle- 
Midway, 22 E. 40th St., N. Y. C. 16. 


Cash in on AEROWAX...the pre-sold brand 


SECRET STORM DOUG EDWARDS 


Housewives’ favorite America’s favorite 
in 177 CBS-TV cities newscaster... reaches 
... sells Aerowax every over 8 million homes 
week in over 4 million per broadcast in 160 
TV homes! CBS-TV markets! 


POWERFUL NEWSPAPER SERIES 


Up to a thousand lines a week in over 80 leading 
dailies ... now through peak spring sales season! 
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PLETE 


COMainanon 


IRONING PACKAGE 


INCLUDES: 


Rid-Jid Knee Room@ Ironing Table with 
new stop-or-go wheels. Offers maximum 
knee room, | 2 instant height adjustments, 
sparkling chrome and yellow finish. 


Rid-Jid Airflow Pad and Cover Set at 
Y2 price. New three-layer, one-piece 
unit with Silicone cover and Glass-Fiber 
Poly-Foam pad. 












MODEL 7C 





ae 


Coupon for 2 Rid-Jid Silicone Replace- 
ment Covers at ' price. 
COMPLETE 


54G6°7° 
PACKAGE 


FULL PROFITS FOR ALL CLASSES OF TRADE 








FOR 








* 















NEW STOP-OR-GO ) % 
WHEELS Ji 


\ 


@Nationally advertised in 
Ladies’ Home Journal, Better 
Homes and Gardens, Good 
Housekeeping, Bride's. Stock 
up on Rid-Jid Complete Combi- 
nation lroning Package. Free 








~ 


WHEELS GO... 
when you lift ta- 
pered end of ironing 
table in sit-down 
position. 


WHEELS STOP... 
when ironing table 
is in stand-up 
position. 


WHEELS GO... 
when you rollironing 
table to or from 
storage. 


WHEELS STOP... 
when you set ironing 
table in storage 
position. 


Promotion Material Available. 


THE J. R. CLARK FAMILY OF FAMOUS Al@Jid QUALITY PRODUCTS 




















rr a 
wooo ap | 
Same STerappens =; ib 
| 4 “Y y \" 

ME s <_ : ra jer | 

| i \ 5 Wood and \ 
Roll-Or-Tote Y | 

_ Aluminum 

Loundry Carts U ~~ Clothes Racks lroning Tables 


THE J.R. CLARK COMPANY 
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SPRING PARK, MINN, ¢ 


READING, PA, 
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MIRRO-MATIC 
Electric Fry Pan 


Completely immersible! Sturdy 
stamped aluminum 


. 
*. 








ful recipe book.......... fits both Fry 
Pan and Cover without Dutch Oven.. 
Heat Control and Cord..... . S1445 


GIFT markets 
are MIRRO markets 


BIRTHDAYS! WEDDINGS! 
SHOWERS! SPECIAL GIFT DAYS! 





Complete with Cover, Heat MIRRO-MATIC HEAT 
Control and Cord, and color- $1995 CONTROL AND CORD = 
.$5.50 | puteh oven ; 


MIRRO 
Hot and Cold 
Server 


Holds 2 quarts of hot 
or cold food or liquid, 
2 trays of ice cubes. In- 
sulated to maintain 
temperature for hours. 


$9.95 Retail 
(West, 10.95) 










Pan and 









Heat 
S1445 


Pe ee eee ee eee ee 
‘ a 


MIRRO 
Gold Band 
Percolators 

Companion to the full 

line of MIRRO Gold 

Band Waterless Cook- 

ware. 

8-cup, $5.45 Retail 
(West, 5.95) 


6-cup, $4.95 Retail 
(West, 5.45) 











...and they are YOUR markets as a MIRRO dealer, too! 

Get ready for them, now, with full stocks, smart displays, and 
local advertising tied in with MIRRO’S national magazine ___ 
promotion of these specially selected, top-ticket Ay» 
gift items! The money’s there, just waiting to be made. ' ; 
And MIRRO means more, in eye-appeal, 
buy-appeal, and welcome, proved acceptance. 







Good Housekeeping 


#0, wv 
45 aoveatsto ™ 
Federal Tax included on all electrical items. 













BUY FROM YOUR 


MIRRO JOBBER 
NOW : 
















MIRRO 
Bun Warmer 


Perforated inner bas- 
ket. Steam vent in 
cover. Stainless Steel 
bail handle. 9%x8%"’ 
$4.95 Reta! 
(West, 5.45) 


MIRRO Cocktail Set 


4 
Gold Suede-Tone Alumilite. In- | 
cludes 1-qt. drink mixer, %- ~~ poe 
1%-oz. double-end jigger, and r 2 


ice tongs. 


$4.95 Retail 
(West, 5.45) 
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will send 


customers to you! 


This beautiful, full-color page in the 
May issue of Berrer HoMEs & GAR- 
DENS is still another in Libbey’s adver- 
tising parade for 1958... building sales 
for you! 


When your customers see this lovely 
pattern they'll come to your store to 
get it. Be prepared to meet their re- 
quests . . . remember, many of them 
will want complete sets in all seven 
sizes. Call your Libbey distributor now 
to be sure you have ample stock. 


It’s advertised in 





May issue — circulation 


more than 4,500,000 


In seven popular sizes, Golden 
Foliage is beautifully gift-boxed 
in sets of 8 of a kind. Tumblers 
retail at about $4.00, stemware 


about $6.00 and $6.50. 


This special Golden Foliage Dis- 
play Unit is an effective sales aid. 
It is 3-dimensional and compact 
to take up very little space. Ask 
your Libbey representative how 
they may be obtained. 


Libbey’s Colle CPo@age. ad 


Mes 


a Gardens 


N 
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LIBBEY SAFEDGE GLASSWARE Owens-ILuINoIs 


AN (I) PRODUCT GENERAL OFFICES +» TOLEDO 1, OHIO 
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““FLIP-TITE’’ WEATHERPROOF RECEPTACLES — 


Separate, spring-hinged 
covers seal each outlet for 
greatest protection. Avail- 
able in nine different styles 
to answer every customer 
need: single and duplex uni- 
versal plates; single and 
duplex receptacles, both 2- 
and 3-wire; single pole and 
3-way switches. 


“POWR-KORD” HEAVY-DUTY EXTENSIONS — 


rubber and plastic . . . in black and bright 
red. Molded-on caps and connectors provide 
sealed weatherproofing. Packaged for attrac- 
tive counter display. Available in two and 
three conductor types — in a full range of 
wire sizes and lengths. 


Springtime begins the outdoor living season... when 
your customers will be looking for Royal “Flip-Tite” 
outdoor devices and “Powr-Kord” heavy-duty exten- 
sions. Display this popular combination and capital- 
ize on the big demand for weatherproof electrical 
cords and devices ... for connecting lawn mowers, 
hedge clippers, outdoor barbecues, porch lights, and 
the countless other electrical necessities of modern 
living. 

Stock up today, from your nearby Royal wholesaler 
... or write for Catalogs 3-55-3, 3-55-03, and 2-03-7 
and give us your wholesaler’s name. 


ROYAL ELECTRIC CORPORATION 


EEE PEELE EEE STSST ——S 
AN ASSOCIATE OF. + an associate of International Telephone and Telegraph Corporation 


Pa i PAWTUCKET RHODE ISLAND 


Manufacturers of WIRE © CABLE © CORD SETS © FUSES * WIRING DEVICES 
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LARVEX DEAL 


O¢ display 
Wake nyuvseshalerse 


(on each dozen of any size ordered, ) 


Offer Expires May 31, 1958 


















LARVEX Rs king Weights am co Per acini : jstomy 
"Super Larvex...ccccccccccccesocs 1 Doz. 23 Ibs. 1.69 20.28 13.52 
PU cccecscccteceusscovsaseeoues 1 Doz. 22 Ibs. 89 10.68 7.12 
Pint Consbination. ..ecccccsessocs 1 Doz. » 24 Ibs. 1.49 17.88 11.92 
Bete cccccccccsvcestaueeneeanees 1 Doz. 42 ibs. 1.49 17.88 11.92 
"Weal? Galle. ..cccccosestuuneneen 1 Each 7 Ibs. 2.69 32.28 21.52 
TEI. occcccaccamsctencncowees 1 Each 12 Ibs. 3.98 47.76 31.84 
*Sprayers (Push Type)...........-- 1 Doz. 17 Ibs. 1.69 20.28 13.52 


*indicates price increase 


discount: 33% e profit: 30344 at Fair Trade-Plus Display allowance 


Le 





PO 


Here’s all you do: 


1 Order Larvex from your wholesaler in 
e full dozen quantities of any size. 


2 Send your invoice directly to Larvex Division, 
e Chemway Corporation, Wayne. New Jersey. 





We send you check for 50c for each full dozen 


e of any size ordered. MOTHPROOFS 


WOOLEN FABRICS 











" EWS. v7. 
LARVEX DIVISION - CHEMWAY CORPORATION, Wayne, New Jersey Im proved 
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for Wheeling 




















unusual uses 





Ware these days--- 


ae ae 


7 §622#066.6864268 


Handy home and garden 
ideas with Wheeling Ware 


FREE=TAKE ONE! 


FREE WHEELING 
WARE PROMOTION FOLDERS MEAN... 


dozens of new uses for your customers 


They’ll love this new Wheeling Ware folder 
— it shows simple, yet unusual ways that 
Wheeling Ware can solve countless house 
and garden problems for them. Like how 
the Wheeling Dub-L-Tub makes an ideal 
fish pond. Or... But see for yourself. Ask 
your Wheeling representative or warehouse 
for a sample copy and ad mats. 


dozens of extra ware sales for you 


Give this free folder to your customers and 
you'll make extra ware sales before they 
ever leave the store . . . not to mention the 
sales that follow! CAUTION: Before you 
distribute folders, be sure you have an 
adequate stock of Wheeling Ware to fill all 
customer needs. Wheeling Corrugating 
Company, Wheeling, West Virginia. 
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To support you, 
Wheeling Ware is 
advertised con- 
sistently. See the 
Saturday Evening 
Post for April 26. 


WHEELING CORRUGATING COMPANY — IT’S WHEELING STEEL 


IMMEDIATE DELIVERY ON ALL STOCKED ITEMS FROM THESE WAREHOUSES: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 
Louisville, Madison, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis SALES OFFICES: Atlanta, Houston 
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THE NO. 246 GADGET CENTER HOLDS TWO OF 
EKCO’S FASTEST SELLING LOW PRICED KITCHEN TOOL 
LINES plus AN ASSORTMENT OF TOP SELLING GADGETS! 
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New EKCO GADGET CENTER 
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@ 2600 LineKitchenTools @ Gadgets! Gadgets! 


19 dozen pieces—19 dif- Gadgets! 28 dozen 
ferent tools—with natural, pieces—28 eye-catching, 
pink, and turquoise traffic-stopping, impulse- 
handles. purchase gadgets that 


every homemaker wants! 


@ 3200 Line Kitchen Tools 
13 dozen pieces—13 dif- @ A&J Egg Beaters A 


ferent tools—in sleek, dozen of these best-sellers 
modern black and stain- completes your assortment 
less steel. of basic items. 








$ n 
our a! ger. deal! 
call - now ae an ofit dea Use it as on Use it as a double 
sale sh yolumes f Island Display sided display! 
{ 
g -EKCO) ~ ee the greatest name in housewares 
® EKCO PRODUCTS COMPANY 


Available in Canada from Ekco Products Co., Ltd., Toronto, Canada 






1 SALE=2 PROFITS 


= WHEN YOU SELL A 

~~ ROTARY LAWN MOWER 
=~ «THIS SPRING AND 
SUMMER... 

BE SURE TO 
SELLA... 


Pankon 






































LAWN SWEEPER... . too! 


@ Mowers leave grass clipping clumps behind. 


@ Clippings smother live, green, healthy grass 
Prevent air and sun from coming through. 





@ Parker sweepers remove grass clippings 
and leaves, papers, twigs, too! 






PORE Rta 
~~ 






Springfield Homemaster . 
deluxe gasoline powered 












Electro-Sweep 
electric powered 


Pelican Utility Cart 
...+ IO] uses 


















A clean lawn is a healthy lawn! Your customer can clean his lawn 


in a tenth the time . . . as he strolls along. A Parker removes grass clippings 
and cleans drives and patios, too. Parker sweepers are useful spring, 
summer and autumn .. . and fold for easy storage when not in use. 






Write for complete information. 


PARKER SWEEPER COMPANY, BOX 720, SPRINGFIELD, OHIO 
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“It takes only one minute 


fo prove to customers 
why CYCLONE SCREENING is better!’’ 





XN 



























TRADE MARKS 


CYCLONE 
‘Red Jaq" 


INSECT WIRE 
SCREENING 








Yes, in just sixty seconds you can woven . .. how the wires are straight 

prove to the “toughest” customer and parallel . . . how the attractive 

why he should buy CYCLONE “Red protective coating enhances the ap- Make this simple one-minute 
Tag” Screening. Simply unroll sev- pearance of CYCLONE Screening demonstration and you'll sell more 
eral feet and he can actually see and and adds to its life . . . how its im- CYCLONE Screening. 

feel its superior quality. Show him proved multiple selvage assures a 

how the mesh is firmly and evenly snug, flat fit and a neater job. Available in aluminum, bronze, galvanized 


steel and Fiberglas . . . in standard 18 x 14 


es ene 4, a ’ , 32, 34, , 42 
CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION var nO Oe ae on ae 
48-inch widths. Fiberglas screening is also 


WAUKEGAN, ILLINOIS * SALES OFFICES COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK jecdianik te OK eck Silas lien, 
en f 
Welded Edge- Mor 


Prt USS CYCLON E-ped aq 
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(Gasoline gum and varnish build up inside the 
carburetor of every power mower. The result is hard 
starting, low power, poor performance. You can do 
your customers a real favor — and build business 
for yourself—by recommending GUMOUT for 
power mowers. 


GUMOUT is the world’s number one carburetor 
cleaner. It quickly removes the gum and varnish that 
choke off the air and gas supply. And it’s so simple to 
use. Just add GUMOUT to the fuel. It cleans as the 
mower operates. 


You can sell plenty of this fast moving, nationally 
advertised carburetor cleaner. Order from your 
jobber, or write direct to us. 








Now—a specially refined, clean-burn- 
ing oil for power mowers that actually 
retards plug fouling and carbon build- 
up. Write for dealer catalog. 


GUMOUT DIVISION 


Pennsylvania Refining Company 
2680 Lisbon Road, Cleveland 5, Ohio 


] EVERY 
POWER 
MOWER 





NEEDS 
GUMOUT 


' 
’ 
r,! , 
Ata 
On 
Lia 








ADVERTISED IN 
The Saturday Evening 
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WIN A PARIS VACATION 


WIN CASH PRIZES! 
INCREASE SALES! 


enter the 


CHLORDANE 
10, 000% 


“SHOW AND SELL” 
CONTEST! 


IT’S EASY TO ENTER 
HERE’S ALL YOU DO! 


Mail the coupon below for your entry blank, 
contest rules, and display kit. 


using 5 or more cases of Chlordane insec 
ticide, 


Maintain the promotion 2 consecutive weeks 
between April Ist and June 30th. 


Submit one or more photographs substan- 
4. tiating the store promotion to Velsicol 
Chemical Corporation, for judging. 


> Set up a “Show and Sell” store promotion, 


INCREASE SALES The 1957 “Show 
and Sell’ Contest proved that insecti- 
cides can be a high profit line if they are 
displayed properly. Your contest entry is 
sure to increase sales, and can easily be 
a prize-winner! 


WIN A TRIP TO PARIS... OR BIG 
CASH PRIZES! First national prize in 
the 1958 “Show and Sell” Contest is your 
choice of $1,500.00 or a seven-day, all- 
expenses-paid vacation for two in Paris, 
London, Hawaii, or the Caribbean. There 
are four other national prizes ranging up 
to $750.00 in cash, and thirty regional 
prizes up to $500.00 in cash! 


ENTER NOW! MAIL THIS COUPON TODAY OR ASK 
YOUR DISTRIBUTOR FOR DETAILS! 


CHLORDANE 
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YOUR ENTRY 


‘SS AUTOMATICALLY ENROLLS YOU IN THE 
SENSATIONAL 1958 CHLORDANE 
“SALES-BUILDER” PROGRAM! 


Salesmen’s Insect Control Refresher Course. 
Monthly information service. 


. Consumer “Sources of Supply” listing. 
. Free listing in local Chlordane ads. 
_ Advance copies of Chlordane Promotions. 


Velsicol Merchandising Award. 


. $10,000.00 “Show and Sell” Contest. 


VELSICOL 


ce 
Ve sicou CHEMICAL CORPORATION 


330 East Grand Avenue, Chicago 11, lilinois HA 48 
Please enter us in the Chlordane ‘Show and Sell”’ Contest, and 


rush full details. Also sign us up for the 1958 CHLORDANE 
SALES-BUILDER Program. 





Store 





Addre 





City Zone State 
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lawn and garden insecticide 
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E BROWN. 
and CHESTS 






















Bb iding the popularity wave of cutdoor living, 
sales of outing jugs and ice chests are skyrocketing 
... up 40% in the past three years. To get your 
share of this high profit business, feature Little 
Brown. No other line of jugs and chests offers 
better consumer value... bigger sales opportunities. 


Sera. 


LITTLE BROWN JUGS e Smart styling with modern, two- 
toned baked enamel finish e Rugged, two-piece deep-drawn 
steel construction @ Easy-to-clean, white vitreous porcelain 
interior @ All popular sizes . . . spout or faucet models. 


ALSO STAINLESS STEEL MARINE MODELS 






LITTLE BROWN CHESTS e Sculptured, two-toned styling @ 
Rust-proof, hot-dipped galvanized interior @ Slip-in ice 
tray, opener and ice pick e Outside drain, ““Can’t Lose” cap 
@ Extra-thick insulation e 4 sizes hold up to 85 lbs. of ice. 


NOW IN ALUMINUM, TOO! 


YOUR CUSTOMERS ARE PRE-SOLD BY COLORFUL ADS IN: 













Boats Saturday Evening Post 

Farm Journal Sports Afield 

Field & Stream Sports Afield Boating Annual 

Motor Boating Sports Illustrated 

Outdoor Life Sunset ASK YOUR JOBBER 
Rudder Yachting ABOUT SPECIAL 






DISPLAY RACKS 
Also, FREE newspaper 


mats, envelope stuffers 


and point-of-sale ma- 
H EM E A N D COM PA RY Y, MACOMB, ILLINOIS terial to put more “sell” 


in your own promotion. 
A DIVISION OF THE AMERICAN THERMOS PRODUCTS COMPANY ORDER FROM YOUR JOBBER 
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these letters spell ADALOX !! 

the champion of Sanding Papers 

for sanding boats, for construction, 
for homecrafters, for finishing furniture 





ADALOX gives faster, better fin- 
ishes and lasts longer on any mater- 
ial — wood, metal, plastic. This 
rugged abrasive is the production 
tool of professionals and all indus- 
tries. Use it on boats, construc- 
tion, homecraft and furniture... 
in fact on any sanding job. 


Comes in HANDY PACK sheets 
for hand or “shimmy” sanders, 
HANDY PACK Discs for portable 
grinders and drills, and in Belts for 
all popular belt sanders. 


Beautiful finishes and satisfied cus- 
tomers come easy with ADALOX. 


Tuk 165 Sh ~ Re ae 
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BEHR-MANNING CO. 


MAIN OFFIACE AND rtae BVT, tvaeTor, aeste YOR K 
A DIVISION OF NORTON COMPANY (NORTON) 


ABRASIVES 


BEHR-MANNING PRODUCTS: Coated Abrasives « Sharpening Stones « Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives « Grinding Wheels « Grinding Machines « Refractories 








Like your sales big? 


SELL THIS! _ 
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$100-%150 UNIT SALES 


are yours when the Do-lIt-Yourselfer 
screens his own porch, patio or breezeway! 


Big sales ... big market! Thousands are building screen porches. 
Additional thousands need porches for added living space and cool, outdoor 
summer comfort. 


Your chance for many sales. Big sales. Your chance to sell up to $150.00 
worth of screening, framing and related items at once! Ask your wholesaler 
how you can participate in the Chicopee-Reynolds patio promotion. 

Get your free point of purchase patio display and free porch-patio plans 

for your customers! 


CHICOPEE Finersias: Screening 


The do-it-yourself screening that’s best for porches and patios because 
it’s the easiest to work with, dent-proof and longer-lasting. 





CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York, N. Y. P ®*T.M.O.C.F. Corp. 
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You Get this FREE 


Promotion Kit 
\ eerennrer | 





ISAL-GLAZE 


Semi-Rigid... Solid Feeling... 
Permanently Clear...Lasts for 
many, many seasons 















There is nothing on the market that looks, feels 
or acts like SIsAL-GLAZE. Not a polyethylene nor 
vinyl plastic, SISAL-GLAZE is a new plastic made a 








new way. It is far superior to old fashioned plastic 
glazing and is much less expensive than glass. 


Here Is a New Important Money Maker for All 
Aggressive Dealers. SISAL-GLAZE opens the door 
to a new, highly profitable market. 


Your customers will find that S1saL-GLAzZE is the 
low cost, higher quality way to get GLASS-LIKE 
glazing for STORM WINDOWS... 

PORCH ENCLOSURES . . . BREEZEWAYS.. . 
COLD FRAMES . . . HOBBY GREENHOUSES. 


Stock SIsAL-GLAZE: Use the promotional material 
and tie-in with the national advertising. 


Ask your distributor. 














WIDTH IN LENGTHS OF 
25 ft. rolis ~ 
36” 100 ft. rolis 
300 ft. rolls 1 
» @ 
” 100 ft. rolls + 
42 300 ft. rolls 4 4 
\ 
LO mil — 12¢ per sa. ft. id 
Dealer Cost 5 mil— 6¢ per sa. ft. y 12 


Slightly higher West of the Rocky Mountains. 





*REG. APPLIED FOR 


AMERICAN SISALKRAFT CORPORATION 


Chicago 6 ° New York 17 ° San Francisco 5 
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In NOW 








You have numerous customers who now own portable circular saws, 
and who will buy OMARK Chain Saw Conversion Kits when you show 
them the multiple additional saw uses made possible with the kit. 

In addition, you have numerous customers who are prospective circu- 
lar saw owners. They will buy both the saw you carry, and the OMARK 
Kit, when you offer them in combination. 

Produced by the world’s leading manufacturer of saw chain and bars, 
top-quality OMARK Kit fits any circular saw, readily converts it to a 
sturdy, fast-cutting, multi-purpose chain saw. Any owner can install it, 
use it. And it greatly multiplies the jobs any circular saw will do. 

Get ready for the big, ready-made market which OMARK Chain Saw 


Conversion Kit creates. Enjoy a double shot at this market by adding the 
OMARK Kit to your line now. 





.. with self-selling, circular saw-selling OMARK 
CHAIN SAW CONVERSION KIT 


GET A DGUBLE SHOT AT 
A BIG READY-MADE MARKET 


Currently available through 


The Black & Decker Mfg. Co. 
and 


Portable Electric Tools, Inc. 


For full details write to your cir- 
cular saw manufacturer or cor- 
respond direct with Dept. HA-2. 


OMARK 


Industries, Inc. 
9701 S. E. McLoughlin Bivd. 
Portland 22, Oregon 
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Your best bet for bigger paint 
consumer demand for these 


-SUN-PROOF 


America’s Finest House Paint 
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the extra protection 


of Fume-Resistant Pigments 


and special VITOLIZED OIL. 


y More than one hundred MAESTRO COLORS® 


~ eo — 


: 
SYMBOL OF SERVICE FOR 

ANNIVERSARY G 
1883-1958 ammeter eee Se 


IN CANADA: CANADIAN 
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sales is the increasing 





popular Pittsburgh Paints 





Rubberized 





WALLHIDE 





RC ia 





PAINTS 


SEVENTY-FIVE YEARS 


GLASS COMPAN Y 


PITTSBURGH INDUSTRIES LIMITED 
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Easy-to-use wall paint 










@ Easy to apply. 
@ Dries in less than half 


an hour. 


@ Has no unpleasant odor. 
@ Wears wonderfully. 


© Can be washed repeatedly. 


Hundreds of MAESTRO COLORS® 


@ if you want to cash in on this opportu- 
nity for bigger paint volume and profits— 


Mail this coupon 


Pittsburgh Plate Glass Company, 
Paint Division, Dept. HA-48, Pittsburgh 22, Pa. 


Gentlemen: I am interested in obtaining further 
details about selling your popular Rubberized 
WALLHIDE and SUN-PROOF paints. 
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NEWS IN 1958... 


y~ “Mi~ a—p.< 


THE WORLD'S LARGEST MAKERS OF FINE SPINNING TACKLE 


new! 
AIREX SALT WATER 
MASTEREEL® 

$32.50 


The sporting reel for the real saltwater 
sportsman. All metal construction. Lifetime- 
guaranteed gears. Exclusive Quadrant Brake. 
Internally cam-activated roller. 3.88 to 1 
gear ratio for fast retrieve. Extra large spool. 
Manual pickup assembly $1.50 extra. 


9 FOOT TUBULAR GLASS SPINNING ROD, 
2-piece. Wonderful for stripers and all game 
surf fishing . . . for surf casting lures and plugs 
up to 2% oz. far beyond the breakers. 27.50 


FRESH WATER LURES 


A. NEW AIREX PRESKA TOFF. 3/16 oz. Natural rubber body. Scaled 
brass blade with red stripes. Treble hook. For all game fish. 


B. AIREX PRESKA® PERCHE. 1/5 oz. Natural rubber body. Brass blade. 


Treble hook. For game and pan fish. 


C. AIREX BABALU. Yellow and black head. Yellow body. Yellow and 
red bucktail. 1/4 oz. Swivelled head and body. For all game fish. 


new! 


AIREX LARCHMONT 
$29.95 


For all fresh water and light-to-medium 
saltwater needs. Finished in beautiful 
gold Epoxolite. Exclusive quadrant type 
drag brake. Change spools without dis- 
turbing brake setting. Lifetime gears. 100 
yards Airex Nylon line prewound on 
extra spool. 200-yard 6 lb. test capacity. 


TUBULAR GLASS 6’6” SPINNING ROD. 
Used for both heavy duty fresh and salt 
water spinning. Ideal for muskie, pike, 


snook, small tarpon and sailfish, sea trout, 
ladyfish. 21.50 





$.75 





$.65 


AIREX CORPORATION (Division of The Lionel! Corporation) 


411 FOURTH AVENUE * NEW YORK 16, N. Y. 
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Where the customer gets 


the best of it 
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When you sell the Double Eagle, you’re offering bicyclists the 
finest of tires on every count—smooth ride, long wear, resistance The Double Eagle 
- to blowouts and bruises. — built with extra strength, extra 


rubber to deliver performance no 


And you benefit, too, in the customer satisfaction and repeat busi- Ao 
other bike tire can match. 


ness such superb performance assures. Stock up on the Double 
, Eagle now, for summer sales and profits. 


Keep America fit 


Goodyear, Cycle Tire Dept., Akron 16, Ohio. on bicycles 


G00D,7 YEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


Double Eagle —-T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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ad 


w. HOWES, owner of the Gamble 
Store. 


by eliminating handwritten credit records. 





“Our Lational Gage -Posting System 
saves us 2,100 a year... 


pays for itself every 12 months y —Gamble Store, Chelsea, Mich. 


“After 18 months’ experience using a 
National Charge-Posting Machine,” 
writes W. Howes, owner of the 
Gamble Store, “we find that it has 
made important savings for us and 
has increased customer confidence as 
well! 

“Our National Charge-Posting 
Machine posts all transactions— 
charge or payments on account. As 
a result, our charge and contract 
accounts are always posted up to 
date. And our National Cash Register 
automatically computes customers 


change, too. Mechanical itemization 
of each transaction makes it possible 
for us to check out customers quickly 
and provides greater protection for 
customer, cashier and store. 

‘‘Less bookkeeping, current records 
and better cash balances are now 
possible with our National System 
that saves us more than $2,100 a year, 
pays for itself every 12 months!’’ 


hee 


Owner of the Gamble Store 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


18 


Your store, too, can benefit from the in- . 
creased efficiency made possible by a Na- 
tional System. Nationals pay for themselves 
quickly, then continue to return a regular 
yearly profit. For complete information, 
call your nearby National representative - 
today. You'll find him listed in the 

yellow pages of your phone book. oma” 

* TRADE MARK REG. U. 8. PAT. OFF. 





CASH REGISTERS « ADDING MACHINES 
ACCOUNTING MACHINES 
NCR PAPER (No Carson Required) 
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Sell the Big Quality line with 
the Big Pre-Sold name...Sell 


WINCHESTER 


TRADEMARK 





the Tot Epeiling name in, Sfedtes 


THREE EXCITING TOT-TAILORED MODELS 


*10 TRAINER 


Bright red straps. First 
beginner’s skate with quiet, 
non-scuff rubber wheels. 


Safe. 


*# 20 ADVANCED TRAINER 


Laced red straps. Chime 
tone bells. 


* 30 JUNIOR 


First detachable all pur- 
pose toe clamps made. 
Grows with child’s foot. 
Perfect for thin or thick 
soled shoes. 


+40 LEADER 


High Speed Junior skate. 


Double ball bearings, rub- | 


ber cushions, leather straps. 


50 STANDARD 


Double ball bearings, red 
dust caps, rubber cushions. 
Heavy leather straps with 
red vinyl ankle pads. 


* 60 DELUXE 


First sidewalk skate 
equipped with rubber 
wheels plus double ball 
bearings. Extra heavy 
leather straps, red vinyl 
ankle pads. 











For lightning-fast profits and quick turnover, 
sell the exciting skate line made by the makers 
of famous Winchester firearms. And these skates 
deserve to carry that name—they’re rugged, hand- 
some, and can really take it! Best of all, they 
carry a quality name that parents respect and 
children remember. 

Sell Winchester and count on your share of 
those sure and growing roller skate profits. 






Exciting is the word for Winchester 
— the complete 4-to-teen skate line! 
Exciting is the word 

.for the brilliant nickel-lume finish 

.. for new rubber wheels (on models 10 

& 60) 

.for longer wearing, heavy steel con- 

struction 

.for the sole-shaped, tight toe clamps 

.for the rugged, full grained leather 


straps 
. for smart foam-rubber lined red vinyl 
ankle pads 

% ...for the electronically welded, non- 


riveted foot and heel plates with strong, 
foot-saving horizontal girders 


.for the rugged, full-girder, skyscraper 
construction 


Winchester backs you with heavy impact adver- 
tising in the National Comic Groups, Parents’ 
Magazine and powerful point-of-sale material. Im- 
mediate delivery on all models from warehouses 
in E. Alton, Ill., New Haven, Conn. and San 
Francisco, Calif. Write today for details on our 
money saving dating plan. 


WINCHESTER-WESTERN DIVISION — OLIN MATHIESON CHEMICAL CORPORATION =—- NEW HAVEN 4 CONN 
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HOLLOW WALL ANCHORS 


5 sizes do every job 












No need to stock up to 9 sizes of ordinary anchors. Engineered by DIAMOND, original anchoring 
Wing-Ding Shorties, Regulars and King Size Wall bolt patentee, Wing-Dings serve a wide variety 
Anchors meet all your customers’ needs. With just of uses in the home, do-it-yourself work and in 


industry. They’re ideal to hang pictures, mirrors, 
these three Wing-Ding sizes you carry a faster- cabinets, utensil racks, shelves, wall lamps, bath- 


moving, smaller inventory. Profit per item and  y;oom fixtures. That’s because with a Wing-Ding 
per sale goes up. you're sure it’s secure. 
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rls ‘eee | SHORTY 
: STANDARD Only 1” long. 
Cat. No. 7923, Size 5SL Cat. No. 7922, Size 4SL_ | Cat. No. 7921, Size 4$$ 
Takes only 5/16” hole. Fits § Takes %4° hole, smallest Designed for narrow spaces. 
wall thicknesses of %4" to | size hole of any wall fas- Short enough for use on hol- 
4 Ov : n eS ee 1%". Tested to 500 Ibs. tener. Easy to install. low doors, furred wallboard. ; ‘ 
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To Help You Sell More WING-DINGS to More Customers... 


Write today for free Wing-Ding samples and the § Counter Displays show Wing-Ding selling 
name of your nearest distributor. Also for com- § features, show the customer how easy they 


plete data on the wide line of Diamond anchors, | 2F8,0 install. Place them near your cash 
fasteners and pole line hardware. blister-packed. 
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1D EXPANSION BOLT CO., INC. == 
500 North Avenue * Garwood, New Jersey 


Stocking Warehouses: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, 
San Francisco, Seattle, St. Louis, Washington, D. C. Also, Montreal, Toronto and Vancouver, Canada. 
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OPEN AND CLOSE MORE SCREEN DOOR SALES! 















to Increase Your Sales! 
This colorful Corbin demonstrator unit sells 
two related screen door items, yet takes less 
than ome square foot of counter space! The 
hinged panel invites selling action! Features 
new Corbin PUSH-PULL Screen Door Latch 
No. 2475. Also, No. 17 Musketeer Screen Door 
Closer — Corbin’s popular-price air control 
closer for wood and aluminum doors. Has ad- 
justable speed control, and hold open device. 
Easy to install. Sprayed bronze or silver luster 
finish. 


Yours without extra cost, with your complete order for: 
1 carton (20 units) Corbin PUSH-PULL Screen and Storm 
Door Latch No. 2475 

2 cartons (10 units each) Corbin No. 17 Musketeer Screen 
Door Closer 

or 

2 cartons (40 units) Corbin PUSH-PULL Screen and Storm 
Door Latch No. 2475 


with this new 





Here’s the easiest, smoothest screen door latch you can sell! 
This new Corbin PUSH-PULL Latch opens at the slightest 
touch . . . closes securely with spring-controlled latching 
action. Low price plus smart, distinctive styling make the 
Corbin PUSH-PULL a hit and a sale with every customer. 
Extremely simple to install — fits wood and aluminum doors 
¥%," to 1¥%" thick. Heavy inner construction assures years of 
service on combination doors. Sliding fingertip button locks 
door from inside. Packed 1 in a box with screws; 20 units 
in shipping carton. 

Available in the following finishes: 


AS Clear Brass DBS Metallic Bronze 
EAS Metallic Brass ALS Metallic Aluminum 





Fast ONE-HOLE Installation — No Mortising! 


1) Bore 1%" hole in wood or aluminum door 

2) Insert exterior handle with interior rosette attached 
3) Slip on exterior rosette and tighten screws 

4) Screw strike right on door jamb — that’s all! 











P. & F. CORBIN Division 


C N The American Hardware Corporation 
New Britain, Connecticut 


Good buildings deserve CORBIN Hardware 


PLACE YOUR ORDER NOW WITH YOUR CORBIN WHOLESALER 
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Cleveland—your best single so 
for threaded fasteners 


Complete stocks of hexagon se eS 
head cap screws, machine | 
bolts, and socket screws 
for immediate delivery 


Cleveland’s complete line of standard fasteners now in- 
cludes hexagon head cap screws, machine bolts, socket 
screw products. And because we have the widest range 
of Boltmaker sizes in the world, we can furnish many 
of these products cold forged. This assures uninterrupted 
grain flow in heads, threads and fillets, better finish, and 
higher tensile strength and fatigue durability. 










By combining your orders for package, keg, truck or Cleveland standard hexagon head cap screws up to 2% in. are 
eel titi d : k rae stocked for immediate delivery in bright, quenched and tem- 
carload quantities, you can reduce paperwork, freight pered steels—alloy steels on short notice. We specialize on extra- 


and handling charges, give customers better service. large diameters and long lengths. 











Cleveland socket head products include cap screws, set screws, Square head machine bolts up to 30 in., carriage bolts up to 20 
fiat heads, button heads, shoulder screws, dowel pins, and pres- in., lag bolts to 16 in., plow bolts to 34% in.—all standard sizes. 
sure plugs. In a wide range of sizes, including miniatures. Many Larger diameters and longer lengths made to order. Also 
are available in both heat treated alloy steel and stainless. furnished in high carbon and alloy steels. 
















Cleveland hexagon head cap screws and socket screw prod- 
ucts can be supplied with the Nylok* self-locking feature 
*T. M. Reg. U.S. Pat. Off., The Nylok Corporation 











e111 THE CLEVELAND CAP SCREW COMPANY 4444-33 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago e Philadelphia « New York e Los Angeles « San Francisco 
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on Pittsburgh Open-Vision Store Fronts, 
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Store Front 


increases business 25% 





Architect: Eckert and Carlson, Winona, Minnesota 


‘Tuts MODERN Pittsburgh Open-Vision Store Front 
in Bambenek’s Hardware and Market, Winona, Minne- 
sota, was installed specifically to provide this better 
view of the interior. It has been so effective that Mr. 
Bambenek attributes a 25% increase in business to the 
improved front. 

Window-shopping here is almost like shopping on 
the sales floor itself. People on the sidewalk don't have 
to look up, down, Over OFT around in order to see the 
merchandise on display; they can see it easily through 


the Pittsburgh Open-Vision Store Front. Once they do, 


FREE BOOK. For more information 


. COMPaNny : 
send in the coupon and we'll be glad Te | { 
to send you our new store front booklet. . : . “= 





=) 


Pittsburgh Open-Vision 


Pit Ft Seu kR® G'H 





Before 


After 


they are encouraged to come in and buy—an excellent 
example of what careful planning and the right ma- 
terials can do for a store located in an old building. 
Pittsburgh Store Front Products used in the installa- 
tion include Prrrco® Premier Store Front Metal, 
Pittsburgh Polished Plate Glass for the show windows, 
and two TUBELITE” Doors. 


For information on how other merchants have used 
. ~ n . a 
Pittsburgh Store Front Products to modernize their 
stores and improve business, send for our booklet, “Put 


Your Best Store Front Forward.” 








—_—_—_— i i ere eae eae ee 


Pittsburgh Plate Glass Company 
Room 8216, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pennsylvania 


Name 
Address 
ae State 


> OMPAN Y 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITEO 


re 
| 
| Please send me a FREE copy of your store front booklet. 
| 
| 






















“Molyfiex” Display 
Card Assortment 
No. 166 


Attractive 10” x 1342” 
three-color easel- 
backed card holds 10 
copper - finished blades 
—assorted 18- and 24- 
tooth. 








STAR ‘‘Flex-Pak”’ Blade 
Assortment 








Lets you carry a balanced in- 
ventory of 80 Unbreakable 
Special Flexibles and 20 
“Molyflex” STAR 
Blades. Doubles as 
a counter display — 
when your custom- 
ers can see ’em— 
they buy ’em! 


















STAR No. 10 
Hack Saw Frame 


Ready to go to work — complete 
with a STAR Unbreakable Special Flexible 
Blade in a colorful metal-reinforced cardboard box. 


POPULAR MECHANICS Window Promotion 
If you're participating in this exciting promotion, you'll be pleased 
to know that STAR is, too. You'll want to feature STAR and 
Clemson products in your window ...to get full benefit now! 
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ring up profits for you 


CLEMSON BROS., INC. Middletown, New York, U.S.A. @ «4:0 


MAKERS OF HAND AND POWER HACKSAW BLADES, FRAMES, METAL AND WOOD CUTTING BAND SAW BLADES AND CLEMSON LAWN MOWERS 








STAR Special Flexible Assortment No. 45 


A fast selling, all-purpose assortment mounted on an 
eye-catching 2-color display card. 


STAR No. 190 
Pack 


50—12” STAR Spe- 
cial Flexible Blades 
mounted two to 
an attractive peg 
board card for fast 
self-service sales. 








STAR No. 185 Pack 


10—12” STAR “Moly” 
High Speed Blades — 
mounted one to a colorful, 
informative card for bin 
or peg board display. 


STAR hacksaw blades and frames are packaged with your 
customers in mind — type, size and number of teeth clearly 
marked for quick identification. It makes selection easy. 


And your customers know STAR quality — standard in the 
industry for over 75 years—the finest grades of steel, a 
unique tempering process and a handsome rust-eliminating 
finish add up to the smoothest, fastest metal cutting blades 
on the market. 


Check the attractive STAR packages above — designed for 
fast moving, self-service counter, bin or peg board display. 
These sturdily packaged, colorful sellers boost first-time 
sales and make repeat sales easier. 


Order Now — when you stock STAR you know you're as- 
sured of prompt deliveries and a fair sales policy — from the 
company that sells only through recognized wholesalers. 
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‘One Million 
ousing Starts in '58" 


...and every one must start 





with a transit or level 
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Get your share of this big market with BERGER Instruments 


Home building is one of the brightest spots in the nation’s 
economy. That’s the unanimous forecast of economists, government 
officials and builders themselves. And wherever there’s a home to 
be built, there’s a Berger transit or level to be sold. 


Gr ee ee 


os 





—ieet MAIL COUPON FOR DETAILS eas 


A BERGER 
FOR EVERY 
BUILDER’S BUDGET 


To whom? To your regular customers—the people who buy their 
tools and building supplies from you—builders, contractors, 
farmers, maintenance men. All over the country, they’re buying 
Berger instruments by the thousands— because a Berger answers 
the builder’s needs as no other instrument can. 


In the past, these customers bought their Bergers elsewhere. 
Now, they can buy them directly from you. It’s the kind of 
business you'll welcome. You sell big-ticket items with generous 
profit margins. Yet, selling time, writing sales checks, wrapping and 
bookkeeping cost no more than for many ‘“‘penny”’ items. What’s 
more, you net the greatest dollar return per square foot of shelf and 





wi case 


C) Service Transit-Level 
ith tripod and 





, Service Dumpy Level 
: ’ ona (} Convertible Transit- a : 
display space. And you don’t have to worry about competition Level with tripod and +k and case 
case . 


from discount and premium houses. Berger is the great name in 

surveying instruments since 1871— advertised month after month in 

leading building, contractor, engineering and agricultural magazines. 
Berger levels and transits can help make the 1958 building boom 

a boom year for you, too. To prove it, start with a trial run of 

just a few instruments. Watch how quickly they sell—and how 

they help sell other builders’ and hardware items, too. 


Write today for information and dealer discounts. 


% ; 
a pil ee a Dumpy 
evel with tripod and [) Duplex Tilting Level 
case $174.50 with tripod and case 


PRICES RETAIL F.O. 8B. FACTORY 














o™ C. L. BERGER & SONS, INC., 55 WILLIAMS ST., BOSTON 19, MASS. 
THE BEST IN mi Name 
> Be RGe ee te 
C. L. BERGER & SONS, INC., 55 WILLIAMS ST., BOSTON 19, MASS. City Zone State 
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it rewinds itself 


NEW K:= WYTEFACE’90O stcel tape rule 












with simple squeeze 
or press control 


inch 
n red every — 


i 


nu 
* Foot ‘ every 16 


e Stud mark 








Squeeze top and bottom press down on flat surface 








——— 


it rewinds itself it rewinds itself 


The WYTEFACE 90 assortment gives 
you the highest steel tape profit on the market! 































SPECIAL INTRODUCTORY OFFER, MR. DEALER* 
“BAKER’S DOZEN” ASSORTMENT... WITH 40% DISCOUNT SPACE-SAVING 
List Price DISPLAY 
4 7400—8 ft. $1.79 each la a eS AM EES carton takes up 
4 Mee Se a oo —_ ap tainly: sisiehaicselb acini die-cecibansiatantiliois baked 7.96 Your 40% discount.....$ 9.07 only 4% inches by 
L 7400—10 ft. $1.99 emer. o.oo... cceeeeceeeesseeeceseseees PPO® 8 inches in space. 
Sea CEE ET Te een eee 45g Yourtreetaperuie..... 1.99 Individual cards 
$22.68 YOUR TOTAL PROFIT .. .$11.06 sell tape rules at 
Less 40% Discount 9.07 sight ... your cus- 
Shipping weight of the assortment 6 lbs. 11 oz. Your cost $13.61 BUY THROUGH YOUR JOBBER tomers can pull 
*Introductory offer good until April 30, 1958. roe lly and ex- 















KEUFFEL & ESSER co. Hoboken, N. J. 
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CENS(D «= Sued coke 3 
WOOD CHISELS 


Hand-Honed, Imported Swedish Blades 




























DON’T MISS A SINGLE SALE, CHECK YOUR STOCK. IF YOU'RE a 
LOW, CALL YOUR JOBBER TODAY! . 





Set 300-4 Set 300-11 Set 300-6 Gift Box 


a 


GENSCO TOOLS a division of GENERAL STEEL WAREHOUSE COMPANY, INC. 
1802 NORTH KOSTNER AVENUE - 
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Greater Variety... 
Greater Profits 





with 
GENSCO 
SWEDISH 
WwooD 
CHISELS 


Hard-hitting national ads will be telling millions (many 
your customers) about this top quality Gensco Swedish 
Wood Chisel line. Customers will learn about the great 
variety of sizes (¥%4” to 2”), the unbreakable Tenite 
handles, razor sharp cutting edge and how well bal- 
anced and easy they are to use. Each chisel handle 


plainly marked for size. Get extra profits now... 


sell and feature Gensco Swedish Wood Chisels. 





| Nationally advertised in... POPULAR MECHANICS —FAMILY HANDYMAN—HOME CRAFTSMAN 


Sk 









CHICAGO 39, ILLINOIS 
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No. 426 . 
— Only 6%" Long 





Display It... 

And They'll Buy It! 
Pliers packaged in this color- 
ful display carton. Shipped 6 
per carton. 





/ 
POCKET SIZE 













































® 





be 


Tool users all over the country—your customers among 
them—have been asking for a pocket-size Channellock 
plier and here it is... the new Channellock No. 426. 

Only 6!/,.” long, this versatile plier is a “‘junior size’ 
version of our fast-selling No. 420 Pump Plier, with the 
same terrific gripping power... the same patented, non- 
slip channels . . . the same reinforcing rib . . . the same 
five jaw-adjustments . . . the same full-polished finish at 
no extra cost. In short, all the popular Channellock 
features plus handy, fit-the-pocket convenience your cus- 
tomers want and will buy. 


And to help you sell these handy, new pliers faster, 
we've packaged them in a compact, colorful display carton 
you can set up front in a jiffy. Order your supply today. 


LENGTH 61%” « CAPACITY 7%” « WT. PER DOZ. 4 Lbs. 
LIST $2.30 


CHAMPION DEARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 





o> alte dan 
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ASIER HANDLING — Lightness and 
balance, easy adjustments, safety fea- 
tures give better control in the wood. 





MORE POWER — Cool running B&D- 
built motor is custom engineered for 
abundant power on tough sawing jobs. 





HERE’S WHY BLACK & DECKER SAWS 
ARE TOO TOUGH TO BEAT? 


IN PERFORMANCE... 
IN VALUE...IN SALES 


The features of a product sell the product! 
And the features of Black & Decker Saws 
are moving them off dealers’ shelves fast! 
Those same features enabled a B&D Saw to 
stand up to the famous 7-Day Torture Test 
... to run continuously for one full week . . . 
to take more punishment than most saws 
ever get in a lifetime of use! 

They’re tough to beat in sales, too! 
Quality features, new low prices make B&D 
Saws the most popular saws for home- 
owners and professional men alike! Ask 
your B&D wholesaler about Black & 
Decker Saws and the powerful Sawtime ’58 
merchandising promotion! 






































FOR SHNTIRE "SS 


BSK VOUR We 
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NEW B&D CHAIN SAW ATTACHMENT 


Cuts trees, timber, 
beams, heavy planking, 
stacked lumber. Cuts in 
any position, notching, 
etc. Heavyweight per- 
formance, maximum 
versatility .. . safe, fast. 
Fits B&D #73 and 
#83 Saws. Sell the at- 
tachment alone or in 
combination with the 
#73 Saw at a $5 
saving! 


BETTER VISIBILITY — Exclusive picture- 
window view, double guide lines insure 
line-of-cut accuracy. 


owson 4, Md. World's Largest Maker of Electric Tools 
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GOULDS PRIME-FLOW 
Deep Well System 


SEE THIS 


DYNAMIC 
DEMONSTRATION 
AT YOUR 

DISTRIBUTOR’S! 


GOULDS 














NO CALLS TO 
REPRIME 





| i} Ny ul! 
AW hi Wi? , 


WATS SA 






Co 


TROUBLE-SAVING 
FEATURE 
KEEPS PROFITS 
IN YOUR POCKET 


NO SEAL 
FAILURES 





AN 
CMM nt CHE A Vij Vi) i} 
my Gas 
j i) iff yi) 

















NO WATER-LOGGED 
TANKS 
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Most shallow well jet pumps are ‘termed’ self-priming. If self-priming is 
so important for shallow-well pumps, then how about deep well pumps? 
It's more important! Combination of Goulds patented double air separa- 
tion chamber with Goulds patented self-priming centrifugal pump makes 
this possible. This self-priming: 

1. Eliminates service calls to reprime 

2. Prevents seal from running dry 


3. Means air handling ability; no water-logged tanks 


This means you make a permanent profit. Your earnings are not eaten away 
by costly service calls. Sell Goulds Prime-Flow deep well pumps... for 
permanent profits . . . satisfied customers! 


GOULDS PUMPS INC., DEPT. HA-458, SENECA FALLS, N. Y. 


Sell the pumps 





deep well 
self- priming 


that help sell you.....@ Best jet yet! 


GOULDS 
Water Systems 
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FOOD MACHINERY AND CHEMICAL 
CORPORATION 


Peeriess Pump Division 








LOS ANGELES 31, CALIFORNIA and INDIANAPOLIS 8, 





Sou. 1c 
COMPLETE LINE 


Sell Peerless jets—deep and shallow well, single 
and multi-stage, and the new convertibles. 

Sell the Peerless Water King—the quietest of all 
shallow well water systems. 

Sell Peerless submersibles—the Dynaflo, with its 
positive displacement pumping action, and the 
Dynamatic, with its turbine pump type operation. 





Remember: 

Peerless is the quality line, built with all the in- 
dustrial know-how, reflected from its tremendous 
success in irrigation and industrial pumping fields. 
As for service, Peerless gives you “same day’ serv- 
ice, letting you draw as needed from complete 
stocks in nearby warehouses. 

For profit, demand for Peerless quality and Peerless 
service means action at the sales counter. This 
means you ll make money. 


FOOD MACHINERY AND CHEMICAL CORPORATION «+ PEERLESS PUMP DIVISION + 2005 Northwestern Ave., Indianapolis, Indiana 


Please send details on the complete line of Peerless Water Systems. 














STATE 








HA 
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CUMS ., SHOP 


~ ‘ FLEXIBLE 
ve) WATER SUPPLY 


| MERCHANDISER 


Plumb Shop Self-Serve 
Merchandiser racks all 
the polished chrome- 
plated water supplies 
—flexible copper tubes, 
valves and fittings— 
necessary for water 
supply hookups to 
kitchen sink, wash basin 
and toilet. 


INSTRUCTIONS 


Flexible water tubes are mounted 
on cards that tell what supplies 
to buy and how to install them. 
This saves long explanations and 
answers any on-the-job questions. 


plumbing sales! 


your 





MEETS ALL REQUIREMENTS 


Any combination can be made up from the complete assortment 
of fittings, valves, etc. to meet job and code requirements. 
Each item in the 12” x 18” tray is clearly marked with picture, 
size, part number and price. 


CUSTOMER 
SATISFACTION 


Modern plumbing, well 
merchandised, means 
an easier, profes- 
sional-looking installa- 
tion for your customer, 
encouraging future 
handyman activity and 


more soles for you. | 


MAIL 
THIS COUPON 
TODAY! 


























© 1958 PLUMB SHOP 
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Please send 


[] Free Explanatory Folder 
[j Merchandiser 100 (327 piece assortment) ... $96.22 
[] Merchandiser 200 (122 piece assortment) ... $42.17 


(Above prices include blue, metal merchandiser) 
Name (please print) 
Address 
City State 
Wholesaler 
(Do not send payment. Your Wholesaler will invoice you.) 


PLUMB @ SHOP 1341 TEMPLE + DETROIT 1, MICH. 
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increase Profits with 


Whenever you receive a call for gas, water, or 
structural piping for new or remodeling work, 
you can be sure of furnishing full customer 
satisfaction when you stock and sell Republic 
Continuous Weld Steel Pipe. Its easy work- 
ability, great mechanical strength, and excel- 
lent durability provide the ideal answer to a 
wide variety of applications. 

These qualities in Republic Steel Pipe are a 
direct result of completely integrated manu- 
facturing control. Throughout every step of 
production, from mining and blending of ores 
to finished pipe processing, Republic main- 
tains the highest standards to assure a quality 


product. You can count on uniform ductility, 
wall thickness, and diameter throughout every 
length, year-in and year-out. 

As a result, Republic Steel Pipe provides 
you and your customers easy cutting and bend- 
ing, fast threading, and rapid assembly into 
safe, sound systems which will deliver years 
of dependable, trouble-free service. 

These are the reasons it will pay you in 
customer satisfaction to specify Republic on 
your next order for steel pipe. Your nearest 
Republic Pipe Distributor can deliver the 
sizes you need fast, from a single length to 
a truckload. 








FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, 
irrigation uses. Supplied coiled from 2// through 3// diameter. 
In straight lengths in 4// and 6// diameter. Plus a complete line 
of fittings. 








ROOF DRAINAGE PRODUCTS—a complete line that’s competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO® Stainless Steel. 











FASTENERS — over 20,000 types and sizes of standard bolts and 
nuts are supplied in eye-catching, tough, non-smudging packages 
that make attractive self-selling displays. 





WIRE NAILS AND STAPLES—c complete line for every farm and home 
use. Also ideally suited to and accepted by the building trades. 
Made from steel wire specially produced for nail manufacture. 
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STEEL PIPE 










REPUBLIC 


STEEL 


Wolds Wideat Range 
Standard Steels and 
StL Producdd 
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REPUBLIC STEEL CORPORATION 
DEPT. HA-5478 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 























2 Steel Pipe OC) Flexible Plastic Pipe 
C) Fasteners 0 Roof Drainage Products 
C2) Nails and Staples 
Name Title 
Company 
Address 
City Zone State 
aa eet mee ee 
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DONT LOSE SALES BY NOT HAVING 
EXACTLY THE RIGHT WATER SYSTEM! 


or 
tt 
~ 


There’s a 
STER JETMASTER 
er Any Water Problem 


It’s easy to sell that customer when you ; 
can show him a water system that exactly 
meets his needs. Every well is different — 
every farm or home has different require- 
ments as to pressure, quality, and cost. 


That’s where the wide-range Dempster 
Jetmaster line is your answer —for a top- 
quality water system that can do the job at 
lowest cost, because it can be selected for 
the exact needs. 
















METER 
™ SYSTEM 





























DUAL-JETMASTER for that extra 
depth, pressure or capacity (or 
combination of all three) that a sin- 
gle stage pump can’t provide... 
yet without the cost of a multi-stage 
pump. In dual and parallel pipe 
systems, with top quality 34 HP 
motor. 











JETMASTER—the most efficient and 
rugged single-stage ejector type 
pump made. In shallow or deep 
well models. Ample pressure and 
desired flow per hour by selecting 
right horsepower motor. 





MULTI-STAGE JETMASTER — for 
maximum depth, pressure, flow. In 
two or three stage models, with 
choice of motor horsepower to 
meet any demand. 














MPSTER 


a 1 
a 


SUPPLY -- 
\\ 





CONVERT-O-JETMASTER 
where price and well depth 
are factors. Converts quick- 
ly from shallow to deep 
well operation without cost 
of a new pump. So com- 
pact it will fit under kitch- 
en sink. Thrifty Ys or pow- 
erful Y2 HP motors. 


All Jetmaster systems are backed by Dempster's 
WATER 79 Years of Water System Experience 
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The more you look... the better they look 


Dependable Distribution from these Warehouses: 
New York © Philadelphia © New Orleans 
Atlanta ¢ Pittsburgh © Cincinnati ©¢ Dallas 
Chicago © St. lovis © Detroit © Denver 
Minneapolis © San Francisco © Los Angeles 


The GRABLER 


GRABLER SQUARE “GEE 
PIPE FITTINGS 


ORDER FROM YOUR WHOLESALER 


Manufacturing Co. ¢ 6565 Broadway *« Cleveland 5, Ohio 














Depend on Mans elt 


for the best in ballcocks 








MANSFIELD O98 BALLCOCK 


With the 09 ballcock, you can sell a 
profitable combination of long service 
life and competitive price. 

Among its outstanding features are 
lifetime nylon valve seat, neoprene 
plunger seat, compound lever action 
and positive closure at all pressures. 
The 09 definitely reflects Mansfield’s 
traditional quality ... at a competi- 
tive price. 











Send for bulletin 126-455. 


MANSFIELD O3 BALLCOCK 


Rugged and efficient, the 03 ball- 
cock offers positive assurance of com- 
plete customer satisfaction. 

It embodies Mansfield’s patented 
compound lever action that requires 
no rivets or links, lifetime nylon valve 
seat, neoprene plunger seat, squirt 
preventing plunger and positive open- 
ing and closing at all pressures. 


For full details, request bulletin 127-455. 




















MANSFIELD OSC ANTI-SYPHON 
BALLCOCK 


Combining the finest in materials 
and design, the 05C is the perfect ball- 
cock for those who demand the best .. . 
meets all code requirements. 

Because water intake valve is placed 
above water level of tank, back-syphon- 
ing in the 05C is prevented. Noise from 
splashing water is also eliminated by 
water outlet at bottom. There is no 
whistle or whine to shut-off. 

Other features include pressure con- 
trol through simple head adjustment 
and outstanding operating efficiency at 
both high and low pressures. Pure cop- 
per and red brass construction through- 
out. Pretested at 150 lbs. water pressure. 


Write for bulletin 128-455. 





MANSFIELD 205 FLUSH VALVE 


24%.” Brass Douglas (heavy brass) 
pattern flush valve with lift wires, rub- 
ber gasket and brass lock nut, 10%” x 
1” overflow tube. AA-7128 





FIELD saniTAaRY. INc. 
Perrysville, Ohio 
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GOODRIE U.S. PATS. 2,510,395-6 AND PATS. PEND. 


AERATOR DEPT. 
DISPLAY 


LD * ERATOR DEPT. 






' 





New! Designed 


with the IT'S AN 
NRHA APPROVED 
Dealer DISPLAY! 


in Mind! 


Here is your sparkling new hand-screened 
AERATOR DEPT. display designed to stop cus- 
tomers and sell them—with no sales help needed! 
Each ‘“‘Bubble-Pak”’ card has its own Bubble- 
Stream Aerator encased in a plastic “‘bubble”’.. . 
illustrates the use . . . explains installation ... 
and sells the customer. This beautiful ““AKRATOR 
DEPT.” display is yours FREE with any 2- 
dozen assortment of Bubble-Stream aerators. 





Standard Equipment on America's 
Leading Makes of Faucets 4 
ASK YOUR SUPPLIER FOR BUBBLE-STREAM 

“AERATOR DEPT.’’ DISPLAY ASSORTMENT 724! 





ENGINEERING CO. 339 West 112th Pi. Chicago 28, Illinois 
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This ee 
Tenite tag ne a 
tells your Sod, 


customers are Ge 


of pipe Stee. 





they can 
trust 


Tough pipe made of Tenite Polyethylene 
heips bring water where it's needed 


ee ee 


sss==== Plastic pipe made of Tenite Polyethylene is a time-saver around the 
farm and home, helping your customers install long-lasting water lines quickly, 
and at low cost. 

Pipe made of Tenite Polyethylene, an Eastman plastic, is light in weight. It's 
flexible and can be curved around obstructions. It’s available in rolls for long, 


coupling-free runs, yet can be cut quickly with a knife. Rapid connections can 
be made with simple fittings. What's more, pipe made of this plastic resists 
weathering, corrosion, and electrolytic attack. It’s ideal for carrying water for 


drinking, irrigation, animal watering, lawn sprinkling systems—or wherever cold 
PO LYETHYLENE water must be brought from one location to another. 
: Tenite Polyethylene plastic is made by Eastman and supplied to extruders who 
an Bastman p lastic produce the actual pipe. This pipe carries the tag you see above, your customers’ 
guarantee that they're getting all the advantages of Tenite Polyethylene. 

Be sure you stock this pipe and display the tag that identifies it. For a list of 
extruders, as well as additional information about pipe made of Tenite Poly- 
ethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak 
Company, KINGSPORT, TENNESSEE. 
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YOU’LL MAKE MORE MONEY WITH 


SUPER-TURBINE PUMPS AND WATER SYSTEMS 





e Unusual BURKS features are best sales 
clinchers in the business. 


e Full line of Deep and Shallow Well Pumps 
and Water Systems insures maximum num- 
ber of sales. 


e BURKS Pumps, once installed, require 
less profit-taking service calls. 


e Fully advertised nationally and locally. 
Catalogs, mailing folders and point-of-sale 
material available. 


Write today for full information on the BURKS Line of Pumps and Water Systems. 


DECATUR PUMP COMPANY, 52 ELK ST., DECATUR 70, ILL. 


BURKS FAMOUS FOR FINE QUALITY SINCE 1914 
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Plumbing Supplies 


how to turn a sleeper into a real profit maker 


With competition getting so rough, can you afford 
to neglect a real profit opportunity? Here’s how you 
can dig out extra profits buried in your plumbing bins, 


as many other hardware dealers have already done 
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Here is a department that quietly moves along showing a good profit 


PO ee Oe Nee 


even with a minimum of display and promotion. With a little more 
effort you can get increased traffic and profit out of plumbing 


supplies and water systems this year by making it... 


A full stock, full time department 


Many hardware dealers are reappraising plumbing lines and water systems. 
There’s good reason for this. 
In times when competition is stiffening and the economy is on a bumpy road, 
much of the luster comes back to old tried-and-true hardware staple lines like 
plumbing. 
Much of the time, especially when business is in high gear, plumbing is a 
Cinderella department. It’s one of the necessary and dependable sections that 
always carries its share of the cost-load. Often it does so in spite of neglect. 
lack of display, lack of sales promotion, and little attention to fundamentals 
such as stock control. 
By being a steady profit maker in good times or bad, plumbing gets to be 
taken for granted. This is a critical mistake. Any department that does well 
when left unattended will produce abundantly when given the extra attention 
it deserves. 





Big sales from small items 


This Plumbing Supplies and Water Systems Guide is a reminder. A reminder 
that extra effort in these bed-rock staple hardware lines will rejuvenate traffic 
and profit in your store. 

The lack of interest in plumbing lines is because plumbing is not glamorous. 
It is difficult to display, somewhat cumbersome to handle, and counting for stock 
control is an effort. 

A plumbing line has a thousand small items. Many of them carry low unit 
prices. Plumbing merchandising seems like a lot of work. 

The fact is, plumbing items are seldom bought separately. Most customers 
shop for plumbing with a list in hand. The total sales price of a half dozen small 
items may be far above the average unit sale in your store. 

Then there are the big-ticket sales that start with small item sales. Items 
like water pump, farm irrigation and plumbing sales, and a host of water fed 
appliances carry large retail price tags. 

You can’t get the big sales unless you make an effort to get the small ones first. 
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There are many dealers who stock a little of this and that, a cross-section of 
plumbing items, in a few bins in the stock room. This is a serious mistake. 
Plumbing can’t be sold part-time or half way. You have to be in the business 
with a full-time, full-stock department. 
A customer who needs a handful of items for a plumbing job wants them all. 
He wants them now. He won’t settle for part of an order. He won’t waste his 
time in a store that dabbles in the plumbing business. 


Full stocks attract customers 


You can stock only a few alarm clocks or coffee makers and do fairly well in 
these lines. Not so with plumbing assortments. 

When you tie up a few hundred dollars in spotty stocks of copper, steel, plastic 
pipe and fittings, pumps, bright goods, and accessories you are wasting inventory 
dollars that could be working for you in some other, shorter line. 

Plumbing profits vary from a 25 percent margin on some pump lines to twice 
cost on many fittings and bright goods. Much depends on how price conscious 
you are because of local competition. 

The average profit range, dealers and wholesalers report, falls at about 35-40 
percent in average competitive areas. It shoots up to close to 50 percent in locali- 
ties where competition is thin. 

Profits are up to you, except where competition is nearby, for few customers 
question price differences of pennies, nickels, even dimes on faucets, tank balls, 
or bushings. 

About 1000 items give you 80 percent of your sales volume in a stock-con- 
trolled plumbing department. When stock levels are kept up, these 1000 items 
will turn over 3 times or more a year. 

Customer walk-outs increase, if staple items go out of stock through neglect. 
Repeat sales fall off. Old and new customers go elsewhere to buy. Soon plumbing 
becomes a hodge-podge of odds and ends, wasting inventory dollars. 


There are lots of tie-in sales 


Plumbing and water system lines currently account for more than 10 percent 
of all retail sales in all hardware stores. The average store does more than 
$10,000 a year in plumbing lines. 

Stores that merchandise plumbing find their business zooms in related lines 
like electrical goods, tools, and builders’ hardware. 

What’s more, there are many other virtues in merchandising the 1000 top 
items in a complete plumbing department: 


© Plumbing is slow to change in style or design. It doesn’t lose value when 
turnover hits a slump. You seldom have to sell last year’s model at clearance. 


® Plumbing is a recession-proof line. In bad times more do-it-yourselfers 
than ever do their own plumbing. Where do they buy? At stores like yours. 


© Plumbing is a natural tie-in sales line. Few jobs can be done with one or 
two items. 

Example—Take replacing a kitchen faucet: new faucet, length of copper 
pipe, bushings, solder, flux, slip-joint pliers, wire brush, and maybe a union, 
emery paper, and torch refill. Here is the simplest of home repair jobs that 
can amount to a sale of upwards to $10. 


® When more complicated plumbing jobs are tackled, especially on the farm, 
unit sales increase greatly. The customer is a natural prospect for a credit sale. 
Good times or bad, credit sales are a big factor in your business. 


© Plumbing lines bring small contractors to your store, as well as small busi- 
ness and industry for maintenance supplies. While this business often involves 
a discount to the purchaser, most dealers are eager to get it. Big turnover bal- 
ances smaller profit margins. 


® Pilferage, display damage, and general breakage are not factors in plumb- 
ing lines. Such losses are nil, and that’s money in the bank. 
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Profits 
in 


plumbing 


All right, so you want to get into plumbing 
lines, or expand your present department. 

What can you expect? 

Today 87.1 percent of hardware dealers sell 
plumbing lines and water systems. The overall 
average for this group of hardware dealers, 
both the small, medium, and big size stores, is: 

Sales volume, around $10,000 a year, or al- 
most 15 percent of total store sales. 

Profits, margins average out around 40 per- 
cent, although on fittings and impulse goods 
margins jump to 70 percent. On $10,000 in 
sales, gross profit runs around $4000. 
















































Here is a growing market that can account for 15 percent 


of profit, and three to four stock turns each year. 





Oy 


. 
. 
: 


* aM 
ae 


what to expect when you promote plumbing lines 


of your store’s total sales volume, with 40 percent margin 


Turnover, around 3 to 4 times a year. 

Annual plumbing and water systems sales in 
hardware stores run between $350-400 million. 
The hardware industry’s share of this market 
could grow another $100 million. Promotion by 
hardware dealers would pull in lots of sales now 
going to other retail channels that feature 
plumbing lines. 

A closer look at what it takes to sell in this 
market—more sales training, tighter stock con- 
trol, improved services—are starting points for 
greatly increased sales in plumbing and water 
systems. 


You sell more when you sel/ everything 
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One 12 ft gondola has 400 bins 
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What are the items responsible for plumbing 
sales and profit? 

What items deserve your time and attention 
as this market continues to boom? 

The best sellers in plumbing lines are listed 
in an accompanying box. This is a check list, 
for you to make sure you are stocking the right 
categories. 

Of the items on this list, two are making 
startling sales progress in hardware stores, 
particularly in suburban and rural areas. 

They are: plastic pipe and submersible water 
pumps. 

In 1954, about 3% percent of water systems 
sold were submersible types. Today the figure 
is climbing toward the 12 percent mark. 

Many dealers, wholesalers, and manufac- 
turers predict submersibles will hit the 20 per- 
cent mark in a couple of years. 

In 1954, plastic pipe sales were about $8% 
million a year in hardware stores. The current 
sales figure is estimated to be about $20 million 
a year. 

Wholesalers report to HARDWARE AGE that it 
is nothing for them to buy 10,000 ft of plastic 
pipe at one crack. They report that three ship- 
ments a week is not unusual following the 
spring thaw. 

The plumbing and water systems department 
has taken on added luster for hardware dealers 
in recent months and years for a number of 
reasons: 

e Cost of professional plumbing is prohibitive 
for many home owners. $4-5 an hour for plumb- 
ers is not unusual. Result? Many fixed-income 


workers, white-collar workers, and retired folks 
have bought overalls and made plumbing part 
of their do-it-yourself projects. 

e The current tight money market has forced 
many home owners and farmers to turn plumb- 
ers because they cannot borrow the money to 
pay professionals. 

e There is a strong and growing trend among 
manufacturers toward better packaging and in- 
use instructions for self service shopping. 

e There is appreciable dealer awareness of the 
profit and turnover potential in this sleeper line 
of hardware. 

Today, 87.1 percent of all hardware dealers 
sell plumbing and water systems. In this 
majority group, plumbing lines account for 14.4 
percent of gross annual sales (about $10,000 
average). 

An average store carries a stock investment 
of $3000-5000 at retail. 

This average store turns over plumbing in- 
ventory 3-4 times a year, at a margin of profit 
of about 40 percent in competitive areas, and 
more where services justify higher profit mar- 
gins. Margins range from 25-30 percent on 
pumps, 33-35 percent on pipe, and 40-70 percent 
on fittings, bright goods, and hundreds of im- 
pulse items. 

Many stores add to margins by buying truck 
and carload quantities of 20,000 and 40,000 Ib. 

Many dealers report to HARDWARE AGE that 
they price a majority of their items on a phi- 
losophy of psychological pricing. 

“After all,” said one very successful dealer 
with plumbing sales of more than $100,000 a 
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Profits in plumbing... 
(Continued) 


year, “when you tell a customer that a tank ball 
or fitting is 89¢, will he know that the competi- 
tive price is 75¢, 79¢, 85¢? Of course not.” 

Your particular market depends on many 
factors. 

There are building codes which prohibit 
sweated copper joints for certain jobs, or re- 
quire a special seal of approval for use of plas- 
tic pipe. There are places where only piston- 
type deep well pumps will work. There are 
places where garbage disposals are illegal. There 
are many places where well water is as hard as 
nails. 

Such local conditions must be fully known 
before you plan stock selection and sales pro- 
motion. 

Several other factors help you determine your 
market: 


(1) Average age of home. Homes more than 
15-20 years old mean steady sales in replace- 
ments of water-fed appliances, plumbing and 
water systems. Remember, the average life of a 
water pump is estimated at about 12 years. 


(2) Type of neighborhood. Suburban homes 
use more sprinkling systems than city homes. 


Farmers like plastic pipe’s convenience. An 
apartment neighborhood gives you big sales in 
maintenance items and kitchen and bath acces- 
sories. 


(3) Local competition. The question is not how 
much competition you have, but rather how 
much service it renders. More than one dealer 
interviewed by HARDWARE AGE said his prices 
were higher than other dealers nearby. In- 
variably these dealers justified higher margins 
with services such as regular demonstrations 
on how to sweat a copper joint, or help in dia- 
graming a plumbing system. 

Other services: credit, delivery, pipe cutting 
and threading, all contribute to a customer's 
preference for a certain hardware dealer, even 
if his prices are not the lowest in town. 


(4) Commercial customers, light manufactur- 
ing and office buildings, are regularly in need of 
plumbing accessories such as lavatory fixtures, 
replacement faucets and valves, and draining 
cleaning aids. These small plant maintenance 
men usually do their own buying for repairs. 
Wise dealers cultivate this steady source of 
traffic and sales. 


(5) Small contractors. These men are accus- 
tomed to a 10 percent discount because they buy 
fairly large quantities, and often. Many dealers 
are happy to give this discount in return for 
added volume. 
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How to rate your plumbing 


and water systems market 


Here's a way to quickly check your sales 
potential in plumbing lines. Score* 2 points 
for each yes answer, and | point for each 
no answer. 


>rPrPrrrPr PrP PrP DP rp 


* lf you score 15-18 points, your prospects for a 
successful plumbing department are excellent. A 
score of 13-15 is good. 10-12 points is very weak. 


___-_wrvrwweweweweee eee eee eS eS eS 4 ee te i i ne np tt bp bb bbb bbb 6606600082280 282020282 82020802820 0802808282872 08080877. 
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Yes No 
(1) Is the average home in your area 
more than |5 years old? a 7 
(2) Do homes use well water? C] C) 
(3) Is the local water hard? a C] 
(4) Is your store reasonably far from 
tough competition? Cc] CJ 
(5) Are you in an apartment neigh- 
borhood? ‘a a 
(6) Do you serve many small business 
men, contractors? S T] 
(7) Are you in a farm area? Cc Cc] 
(8) Have you a big do-it-yourself 
trade? a a 
(9) Have you a time-pay or revolving 
credit plan? CO Cc] 


(10) Do you presently enjoy good sales 
of sundries like solder, washers, 
pipe compounds, tank balls, etc.? [7] a 
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How to sell more plumbing items 


Here are ideas to use in carrying full stocks, organizing 


displays, showing customers how to set up jobs that will increase 


sales and profits in plumbing supplies and water systems. 


Four factors determine success in selling 
plumbing lines. 
Briefly, they are: 


(1) Buying and selling competitively. 


(2) Display for quick service, tie-in and impulse 
sales. 

(3) Product knowledge for easy demonstration. 
(4) Services. 

Let’s examine these factors in detail. 

First, buying and selling. 

If your store is faced with stiff competition 
in plumbing your retail prices must be in line 
with the stores nearby, providing those stores 
match your services. 

If you offer more services than your competi- 
tor, your retail prices can be higher and you’ll 
maintain steady sales. 

If you can’t top a competitor in service, you 
may be forced to consider using lower prices as 
a traffic lure. To get by on lower margins means 
making a big decision: 

Will you buy infrequently, so that you can 


place large orders and take advantage of truck- 
load and carload prices? 

Or will you pay top prices by buying piece- 
meal, and wind up with short margins of profit? 

Buying large lots, full cases, will often up 
your margins by 5 to 10 percent. Big shipments 
mean a big investment. If you buy more than 
you can sell in a given period of time, turnover 
and net profit will be pared too thin. Bargain 
buys are worthless until something is sold. 

Conversely, buying in small quantities means 
penalties in less-than-standard pack assort- 
ments. 

There’s one sure way to increase order 
amounts for possible extra discounts in plumb- 
ing lines, for plumbing is no different than tools 
or housewares. 

The way? Cut out the pets, the cats and dogs, 
the once-a-year turnover items. 

Wholesalers who know say that about 1000 
items account for 80 percent of plumbing and 
water systems sales. In this range of 1000 
items in a complete plumbing department is 
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How to sell more plumbing items 
(Continued ) 


where you should concentrate buying and sell- 
ing efforts. 

It’s simple arithmetic: when you weed out the 
many profitless, one-turn items you have hun- 
dreds or thousands of dollars freed to put into 
basic staple inventory. 

The better condition you keep staples in, the 
better reputation you gain as being the store 
that is never out of stock. That builds traffic. 

You’ll soon learn that for every occasional 
sale you lose on an item that nobody else stocks, 
you'll gain 5 or 10 turns on a staple item in 
steady demand. 

Second, display and stock arrangement. 

HARDWARE AGE surveys show that it takes 150- 
200 sq ft of floor space in an average 5000 sq ft 
store to display the nearly 1000 key items that 
make a real profit for you in plumbing. 

A downtown store can get by with maybe 100 
sq ft. A rural store may need 250 sq ft for wider 
selection of farm and home needs. 

If you use less space than this for display, too 
many items are in the stockroom. They’ll never 
sell unless they are seen on the sales floor. 

This seems like a lot of merchandise in a small 
space, and it is. Complete selection and orderly 
arrangement involves both well designed fixtures 
and everyday housecleaning. 

Plumbing displays have to be designed to hold 
hundreds of fittings, neatly and in deep enough 
quantity for day-to-day sales. 

Many stores currently selling plumbing fittings 
have them scattered around the store in whatever 








clinch many a sale .. 


bins are available, as orders are received. Draw- 
ers and cupboards abound in unrelated fittings 
and sundries. Under these conditions, and they 
are common, much space is wasted where it is 
needed most. Tie-in sales are discouraged, stock 
counting is difficult, and self service is nearly 
impossible. 

Put yourself in the customer’s shoes. He needs 
eight items for a home plumbing repair job. 
He’s in a hurry. The store is busy. So he begins 
to look for the eight items. 

On up-to-date displays, related sizes, items, 
and sundries are grouped to save customer time. 
But in a store with a hodge-podge of plumbing 
displays, a customer circles islands and wall 
fixtures time and time again, trying to find two 
nipples, one T, one laundry faucet, solder, flux, 
torch refill, a cap, and some emery paper, worth 
$6 or $7. 

Maybe this customer has the endurance to 
find all these things. Maybe he gets waited on 
by one of the old-time clerks who knows where 
everything is. 

Chances are this customer will leave and take 
his $6 with him. 

What’s the best plumbing stock arrangement? 

New fixtures, designed by specialists for 
plumbing, are best, of course. But old fixtures 
can be stripped down, and redesigned to hold 
plumbing. 

Two 4x6 ft gondolas will easily hold 300-500 
small plumbing items in the staple % and %4 
in. sizes of copper and steel. 

Very large and small sizes of pipe and fittings, 
waste lines, coils of plastic pipe, etc., need not 
be on display. You need the display space. Your 
ealls for them can quickly be filled from the 
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Demonstrations by 
your own salesmen 
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stock room. They are not everyday traffic items. 

In addition to a couple of gondolas, a nearby 
wall fixture will be needed for bright goods, 
medicine cabinets, toilet seats, and standard 
household replacement fittings. A wall section 
is suggested because these items need light for 
full display effect. 

Display of plumbing lines has come a long 
way in recent years. There’s a new trend toward 
self-serve packaging. 

All the parts needed for basic home repair 
jobs are mounted on cards that show step-by- 
step instructions that even beginners can fol- 
low. These parts and instructions are wrapped 
in plastic for bin stacking, or to be hung on 
perforated paneling. 

Washers, fittings, assorted bright goods all 
come in clear plastic bags, with hook holes-for 
ease in display. 

Sizing your stock-display bins to hold a spe- 
cific item is important if you want to make dis- 
play space pay off. A bin that is 4 x 10 in. x 6 in. 
deep will hold dozens of 4 in. steel nipples with- 
out wasting an inch of display space. Each bin 
should be adjustable and rearranged each time 
you change location of items. 

If you waste a few square inches in each of 
a hundred bins you soon lose many square feet 
of badly needed stock room. 

Ideal displays put tie-in items close together. 
Wire brushes, solder, flux, and torch refills be- 


Display and stock com- 
bined for self service 
selling. 











Services, like cutting and threading pipe, are a must. 
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How to sell more plumbing items 
(Continued ) 


long near copper pipe and fittings. Pipe 
wrenches, plumber’s dope, and pipe compounds 
belong with steel fittings. 

Third, product knowledge and demonstration. 

To demonstrate any item, your salesman has 
to know the item: what it is, what it does, and 
how it’s made. In plumbing lines there is a lot 
of technical know-how needed in addition to 
specific product knowledge. 

Your salesman will have to know how a prod- 
uct behaves as part of an overall plumbing 
arrangement. Your salesman wouldn’t sell %4 
in. pipe and faucets to hook onto a % in. copper 
line system. 

A salesman with a water softener prospect 
should know how to test water for hardness and 
impurities, or at least know how to interpret 
results of tests. 

A good salesman would not try to sell a $75 
jet pump for a 500 ft deep well, not a $500 sub- 
mersible unit for a 20 ft job. 

A good salesman will know such things as 
how to actually demonstrate sweating a copper 
joint, or replacing a tank ball and water closet 
mechanism. 

Dealers recently visited by HARDWARE AGE 
have small demonstration tables set up. When 
a customer says he’d like to put in some replace- 
ment copper lines, but is afraid he will botch 
the job through inexperience, he is shown how 
very simple it is to sweat a joint. 

Another customer is shown how to cut and 
thread steel pipe at home. 





Organized displays bring 
related lines together. 


Another customer is shown how to fix his 
water closet. 

And each of these customers will return to 
this type of store every time they have to buy 
or learn more about plumbing. Stores that build 
allegiance this way find customers keep coming 
back, even though a competitor has lower retail 
prices. 

Fourth, service. Service is a big factor in 
boosting plumbing sales. Only a few services 
are needed to sell more plumbing than your 
competition, but they are musts. 

Take pipe cutting and threading for example. 
Most dealers have learned that you can’t sell 
much steel pipe if you don’t cut and thread. 
Average costs range from 15¢ a cut and 15-30¢ 
a thread on %%-%% in. pipe, to 50¢ a thread on 
pipe brought into the store from the outside. 

There’s little profit in threading, but it pays 
for the machine and it brings steady traffic to 
your store. You may pay from $50 for a hand 
threader up to $500 for a power-driven machine, 
but the traffic is worth it. 

Other services such as sketching a rough 
layout of a toilet or tub installation, making 
lists of needed items for a job, and even visiting 
a prospective customer’s home to give advice, 
are not uncommon in successful stores. 

The most important aspect of service is that 
it makes permanent friends of your customers. 
These customers might otherwise shop nearby 
stores to find the lowest prices, and go on foul- 
ing up plumbing jobs because they were never 
shown how to do them right. 

As services and demonstrations become part 
of your reputation, you’ll find less and less de- 
mand for low prices. This is fact, proven time 
and time again. 
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How visual stock control 


gives you more profit 


Some form of stock control is vital to keep plumbing lines 


in stock. Here is a visual stock control that gives you many of the 


benefits of a complex system, but eliminates bookkeeping altogether. 


Many dealers who stock the complex items 
that make up a plumbing department are in 
need of a simple stock control plan. 

These dealers cannot afford the investment 
in time and money that goes into organizing a 
new inventory control system. These dealers 
also say they cannot maintain the great amount 
of paperwork and bookkeeping that is part of 
most control plans. 

Until recently, there was no stock control 
plan that escaped a certain amount of paper- 
work. Now such a plan has been devised, and 
is in daily use in hundreds of stores. 

Why is stock control so necessary? 

There are two ways to be successful in 
plumbing merchandising. 

The first way is to stock any item that any 
customer might ask for. This gets you a repu- 


tation for never being out of anything. It’s 
bound to bring you customers, without stock 
control. And its bound to bring you low turn- 
over. 

The second way is to concentrate buying 
dollars in only the basic staple stocks, control 
buying through stock control, and be willing 
to lose occasional sales on low turnover items. 

You probably know dealers who run stock 
control out of their hats. Their big stock in 
trade is having everything, old or new, in every 
size, “somewhere around the store.” 

The second type of dealer mentioned is the 
man who is really making a profit, while 
building a future for himself and his store. 

The day of maintaining vast inventories 
spotted with low-turnover items is over. There 
isn’t room in today’s profit margins for lines 
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Visual control gives you more profit 
(Continued ) 


that turn over less than two times a year. 

Yet this Guide points out that you have to 
be all the way in the plumbing business, or 
you're wasting time and money. 

What does “all the way” mean? 

How can you have everything you need, with- 
out fouling up your stock with slow turnover 
cats and dogs? 

The answer is two-fold: learn the difference 









principle of stock control. Any printer can dupli- 
cate this ticket for pennies per hundred. About 
$2-3 worth would buy enough to stock control a 
full plumbing department. 

Here’s how they work: 


(1) Each ticket should be standard clip- 
holder size (34 x 8 in.). These tickets are 
much more versatile with a peel-back backing 


Simplified stock control tickets can be 
put on the bins, giving you all the in- 
formation you need to write reorders, 
right on the spot. 
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between basic staple items and prestige goods 
you think you’re expected to keep in stock for 
once-a-year requests; and always keep staple 
stocks in line with a stock control system. 

Stock control is a great idea, you say, but 
there isn’t time for counting, listing, and as- 
sorted bookkeeping chores? 

Plumbing lines are different, you say? 

How would you feel about a visual stock con- 
trol plan? A plan that gives most of the bene- 
fits of control that involves bookkeeping but 
without any bookkeeping or paper work what- 
ever? 

HARDWARE AGE simplified stock control and 
pricing tickets may be the solution to your 
stock control problem in plumbing, or any 
other complex line. 

What are these tickets, how do they work? 

Stock control and marking tickets (see illus- 
tration) are based on the maximum-minimum 
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that exposes adhesive coating. With a sticky 
backing, tickets will stick to steel, wood, or 
glass bins in clip holders or on almost any type 
compartment. 


(2) You can get tickets with adhesive from 
most printers. They usually come in sheets of 
75 or 100, for pennies a sheet. 


(3) You put one ticket on each bin or con- 
tainer of plumbing supplies where different 
models, sizes, or prices are stocked. Use tickets 
on front and back stock bins. Use them only 
on staple lines, to cut down checking time. 


(4) You mark five bits of information on 
each ticket. This is the only labor required to 
set up visual stock control. You enter item, 
price, number, size, and maximum-minumum 
quantities on each ticket. 
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(5) What is meant by “maximum-minimum’”’ 

On right hand side of ticket in illustration 
you'll see two small blocks marked “max.-min.” 
The maximum figure you enter here is your 
gage of a comfortably high level of inventory, 
no reorder needed. 

The minimum figure is your low (danger) 
point, immediate reorder needed to stop outs. 


Simplified stock control and 
pricing tickets have long been 
in use by dealers served by 
Janney-Semple-Hill Co., Min- 
neapolis wholesaler. It was 
these tickets that gave Hard- 
ware Age the idea for the maxi- 
mum-minimum adaptation. 


(6) When the person in charge of reor- 
dering checks the plumbing department, 
buying what you need is simple. The only 
paper work is the order you would normally 
write to your wholesaler anyway. 

Here’s how it works: With order pad in 
hand, you check each bin. You look at the con- 
trol ticket on each bin, and visually check the 
contents. 

The ticket might have a max-min figure of 
24-12 for, say, % in. copper Ts. 

Let’s say there are 14 Ts in the bin. You 
need 10 pieces to be at maximum (24), and 
you're only 2 pieces above your low point (12). 
You would probably order 12 pieces, if dozens 
are standard pack; or 10 pieces if item is deci- 
mal packed. 

You so note the order pad and move on to 
the next bin. And that’s all there is to visual 
checking and stock control. 





In plumbing, a stock control system is a 
must! 

Stock control is fairly common in most 
stores for lines such as housewares and tools. 
But, too often, plumbing is seen as too in- 
volved. Plumbing takes pot luck on checking 
and ordering, yet holds its own as a traffic 
and profit maker. 
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HARDWARE AGE simplified stock control and 
pricing tickets are not meant to replace a more 
formal method of stock control. They do give 
you a means of quick, cheap, visual checking 
to see if stocks are too low or too full in basic 
lines. 

Face this fact: You cannot memorize inven- 
tory in a line as complex as plumbing. Lows 
and outs in your inventory mean walk outs. 

If you can’t memorize stock and you do not 
have a stock control, steady lows and outs will 
be common. Such lows and outs cripple your 
sales. A plumber or do-it-yourselfer who needs 
eight items for a job won’t settle for five, six, 
or seven. 

He wants them all. 

He wants them now. 

The only way to guarantee a minimum of 
lows and outs in vital plumbing lines is regu- 
lar stock control and regular reordering. 
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Profit through promotion 


How you can tie in your local promotion with manufacturers’ efforts 


at the national level, and start your all-year profit building 


program in May during the tenth annual National Water Systems Month. 





You can make May a big-volume, high-profit 
month for plumbing equipment and water sys- 
tems sales by tying in with the tenth National 
Water Systems Month promotion. 

Hardware dealers can use this annual nation- 
wide promotion to cash in on the steadily in- 
creasing demand for electric water systems. 
Hardware dealers can make their plumbing 
section one of the high-profit units in their 
stores. 

A good start in May means more and bigger 
sales during the rest of the year. 

Why will electric water systems promotion 
mean profits for you? 

Here are three good reasons: 

(1) Home builders continue to move beyond 





by John Hosford 
Executive Secretary 
National Assn. of 
Domestic & Farm 
Pump Manutacturers 


the water mains to find more attractive, less 
expensive property. These suburban homes 
need efficient water systems. 

(2) There is an upswing in farm and subur- 
ban home remodeling. When new owners buy 
older homes they often are forced to give first 
attention to the water system. As they remode! 
they want additional bathrooms, a modernized 
kitchen, and an automatic laundry. 

(3) All kinds of businesses are relocating on 
main highways beyond the water mains. They 
are moving into these areas to get low-rent loca- 
tions and better parking for their customers. 
These businesses include restaurants, gasoline 
stations, stores, motels, service companies and 
small manufacturing plants. These businesses 
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cannot operate without electric water systems 
and related equipment. 

When you sell a homeowner a water system 
you start him on rounding out a more modern, 
more comfortable home. Sinks, shower equip- 
ment, bathtubs, toilets, water heaters, pipe, 
tubing and home laundry equipment are big- 
ticket items for which you make a market. 

Be sure that you display water-connected 
appliances in your store near your water sys- 
tems. Selling the water system, of course, is 
only the beginning of a chain of sales of equip- 
ment to make life more pleasant and comfort- 
able for a family. 


Don't forget big tie-ins 

When you sell a family a water system, that 
family may also anticipate buying a dishwasher, 
an automatic washer and dryer, a food waste 
disposer, and a water softener. And it will also 
want bathtubs, shower stalls, sinks, water 
closets and other kitchen and bathroom equip- 
ment. | 

And do not overlook the profits you can make 
when you sell pipe or tubing. 

Remember that four out of 10 pump prospects 
that enter your store are still pumping water by 
hand, or having it hauled in. When you make a 
sale that gives your customers running water 
under pressure you set a pattern for sales of 
related equipment. If you sell the customer the 
desire for better living, and give him the atten- 
tion and service he deserves, you can make the 
rest of these potential sales easily. 

Then there’s a great replacement market. Six 
out of 10 pump prospects have running water 
under pressure. But their current needs place 
too great a demand on present systems. They 
now need a larger water system or a second 
pump. The rural resident using a water system 
12 to 15 years old is in the market for a replace- 
ment. 

“Be sure your pump is big enough!” is the 
theme of a four-color poster issued by the Na- 
tional Association of Domestic & Farm Pump 
Manufacturers. 

That poster also advises customers to “Get 
plenty of water, plenty of pressure.” The illus- 
trations show nine ways that running water 
under pressure can make life easier. 

What will this mean for you? 

Your customers will be told by advertising 
just what running water can do for them. 


__ 





Photo credit .. . 

Photographs shown on pages 71, 74, 75, 78, 79, 80 
of this Guide are of outstanding displays at Rickel 
Hardware, Paramus, N. J. For the full story on how 
Rickel merchandises plumbing lines, see story begin- 
ning on page 62, HARDWARE AGE, Jan. 17, 1957. | 
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These promotional messages feature the re- 
sults of having water systems installed. They 
tell the comforts and conveniences of hot water 
for shaving, washing, showering, as well as for 
watering stock. 

These promotions will appeal to your cus- 
tomers with things he can see and look forward 
to enjoying. 

You can get more profit, more store traffic 
and greater business beginning in May by cash- 
ing in on this nation-wide campaign. 


Better homes, more appliances 


The greatest part of home building today is 
in quality homes. The home itself, and all the 
equipment and furnishings in it, have been up- 
graded. Quality has become more important to 
the buyer than price. Included in the home 
builders list of items that provide better living 
are the pump and the entire water system. 

These higher-quality homes are being sold 
because sellers feature more automatic appli- 
ances and basic utilities. The automatic dish- 
washer, the modern laundry, the water softener, 
the food waste disposer, and air conditioning 
are a few of the items the home-buyer now de- 
mands to make his new life more comfortable 
and convenient. All of them, of course, depend 
upon a water system designed to accommodate 
the load these appliances demand. 


Here are ways to sell more 


Don’t ignore the tremendous emphasis on 
every hand today for home improvement. All 
campaigns that encourage the homeowner to 
modernize create a market for water systems. 

Here is a list of suggestions to help you make 
more water system sales: 

(1) Make personal calls on farm and non- 
farm homes, and on business places beyond the 
water mains. 

(2) Check your local power suppliers for the 
addresses of properties that don’t have running 
water. Realtors, banks, and mortgage com- 
panies can give you the addresses of good pros- 
pects too. Your county agent can also help you. 

(3) Try a house-by-house check on any rural 
road in your trading area. This will give you a 
gage for measuring the sales potential for that 
area. Check all houses, farms and business 
places on both sides of the road. Then make 
similar checks in other sections of the township. 
Don’t skip a house because of its modest appear- 
ance. Get all the information you can to give 
you an accurate picture of sales potential. 

(4) Fill out a card for each location and use 
these cards to build a mailing list. Send good 
prospects catalogs, direct-mail pieces, and 


personal sales letters. 

(5) When you get the job, make a complete 
record of it. Show on this card the type and 
depth of well, who drilled it, and list the types, 
ages, makes and capacities of water-using items 
the customer owns. 
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To help you promote... 


National Water Systems Month 


DAIRY FARMS 
At right: Three folders for mailing to water 
systems prospects. Titles are “Everyone Needs 
Plenty of Water,” “More Profit,’ and “Off To BETTER, 
Market Sooner.” Folders are available from quicker 
pump distributors. Cost varies with quantity LEE 
ordered. 

Below: Official poster for National Water Plenty of | 
Systems Month, available from pump distribu- — 
tors. Poster is 17 x 21 in. Printed in four 
colors. Reverse side lists six ideas to help you 
sell the running water idea. 

“Manual of Water Supply & Equipment”’ still 
available, $1.50 per copy, from Nat’l. Assn. of 
Domestic & Farm Pump Mfgers., 1028 Con- 
necticut Ave., N. W., Washington 6, D. C. 
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Be ready to make money... 





fill your stock of F-M sump pumps now 


When your neighbors need cellar drainers, they want 
‘ them right now. 


Whether you or someone else makes quick profits 
depends upon the stock of cellar drainers you carry. 
‘ More drainers . more sales . . . more profits. 


Now is the time to fill the bare spots in your cellar 
drainer stock. Make sure you have ample, balanced 
stocks of submersibles, standard shaft models for 
home installations, and heavy-duty sumps for in- 


dustrial and commercial installations. 


Why FAIRBANKS-MORSE Cellar drainers? 


Because they are quality-made from motor to base 


—quality that assures dependable performance when 
needed. 


Ask your F-M salesman for details of the F-M 


profit plan for 58. Or write Fairbanks, Morse & Co., 
600 S. Michigan Avenue, Chicago 5, Illinois 


FAIRBANKS-MORSE 


a@ name worth remembering when you want the BEST 





WATER SYSTEMS ° 


HARDWARE AGE, APRIL 10, 1958 


GENERATING SETS ° MAGNETOS ° 








PUMPS 


° MOTORS ° SCALES ° DIESEL LOCOMOTIVES AND ENGINES 


87 











You can be sure of long, 
trouble-free service when the 

steel pipe you specify 

bears the mark “‘Wheatland—58.”’ 
This is the pipe built by 





specialists to meet the most rigid 
Talk about durability! On July 8, 
1889, John L. Sullivan went 75 
rounds with Jake Kilrain before he 
finally won the heavyweight cham- 
pionship of the world. This was the 
last bare-knuckle title fight. 


tests of endurance. It’s 
the pipe with the “‘look of quality”’ 


and performance to back it up. 
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Kipidayin 


the fastest selling jets in America 
_ and the MOST COMPLETE Line 


For BIG VOLUME and HIGH PROFIT from one pump line that covers the total 

jet market in your area, stock Rapidayton. There’s a Rapidayton jet system 

. to meet and surpass any kind of competition, be it quality, features, 
performance, price—or a combination of these. The “big one” among packaged 
systems in the Rapidayton jet line is the Twin Champion*, a multi-stage 
convertible that has everything, and offers a tremendous profit potential. 
Then there are the famous-for-quality Shallow Well and Convertible Champions 
—capable of capturing the entire heart of the volume market. 

For really outstanding values at a low price, there are the Value Kings . . . 
Yes, only Rapidayton offers you everything in jets, including 

the Vertical and Super Champs, not shown here. 


BIG POWERFUL TWIN CHAMPIONS 


Two stages, convertible, completely packaged with horizontal and 
vertical tanks. Reaches to 150 feet, pumps full capacity at 40 Ibs. 
pressure, delivers up to 1250 g.p.h. Deluxe quality built, through 
and through. Retails in same price range as most single-stage 
deluxe pumps. For maximum profit, sell UP with the Twin Champion. 
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DELUXE “HEART OF THE MARKET”’ 
SHALLOW WELL AND CONVERTIBLE CHAMPIONS 


The Rapidayton Shallow Well Champion is the most popular 
water system in America today. it represents true pre- 
mium quality and superior performance at a low price. 
Quad-Volute design, capacitor motor, completely pack- 
aged. Pumps up to 1730 g.p.h..¢ The Convertible Champion 
can be used in shallow or deep wells to 80 ft. Has ex- 
clusive Quick-Connect flange, saving up to $10 per in- 
Stallation. Pumps up to 810 g.p.n. ) 
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. DEPENDABLE, 
LOW-PRICED VALUE KINGS 


The king of water system values! A 


dependable low-price leader, offering oa | 
Rapidayton high standard of perform- ed . 4 | 
ance. Availabie in 4 h.p. and 4 hp. =—) on” 

package systems and pump only et "a 

models. Excellent capacities and pres- a . | 


sure. “Triple-tested” for quality, per- 
formance, and airtight assembly. 


Y% h.p. package model with 13 gal. : . 
horizontal galvanized tank—complete The Tait Manufacturing Company, Dayton. 1, Ohio 


Established 1908 as The Dayton Pump and Manufact ; 
System only $99.75 retail. i y p ufacturing Co 
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Teach ’em and sell ’em... 


and ring up more profits in power tools 


How a West Coast dealer cashes in on the fact that once you show a 


customer how to use a tool he wants to buy it, and more tools, too. 


The customer who buys a power tool and 
learns to use it properly becomes an enthusias- 
tic booster for that tool and for the dealer who 
sold it to him. 

This simple fact forms the basis for the power 
tool selling program of Shorrock’s in Sacra- 
mento. For years, the downtown store has been 
one of the leading retailers of power tools in 
the state. 

Two years ago, the firm established a branch 
store in Sacramento’s Arden Way Shopping 


Center. This store also has done an outstanding 
job in power tool selling. 

The Arden Way store is managed by Jay 
Brown, an employee with many years’ experience 
in the downtown store. Located in a growing 
suburban area, the store attracts many cus- 
tomers who do a good deal of work on their 
homes or who use power tools for homecraft 
projects. 

One of the most essential factors in building 
power tool sales, Mr. Brown believes, is to make 
sure that the customer knows how to use them. 
If he does not, he will shortly lose interest and 
tools will gather dust in the basement. 

The best way to make sure that the customer 
does know how to use tools is to make instruc- 
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A power tool in use displays attracts attention and 
here is Jay Brown, store manager, setting up such 
a display. 





tion in their use available. Shorrock’s Hard- 
ware sponsors special schools to teach customers 
the finer points in power tool use. 

The firm has worked out a program that at- 
tracts its full quota of customers. 

“We sponsor two schools per year of seven 
weeks’ duration each, and attended for a two- 
to three-hour session one night each week,” Mr. 
Brown says. (Continued on page 112) 
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’ breathtaking beauty... 
easy, automatic operation! 
& MARK II 


| & 
~Dazey Uni 


PNtpne).) waleomed-\. ime) 1 a.) a: 


KITCHEN-TESTED COLORS 
=102 Chrome trim — Yellow, Pink, 
Turquoise, Red and White 


= 105 All-chrome Finish 


106 Copper trim — Yellow, Pink, 
Turquoise 


The all-new Mark II Canaramic sells itself at a glance. 
Just let ’em see its new, advanced design and brilliant 
colors with both copper and chrome trim as well as 
all-chrome and you’ve got cash customers. The new 
Mark II automatic action operation opens any can 
easier. With the grease-sealed “Stay-sharp” cutting 
wheel that never leaves a ragged edge and magnetic lid 
lifter. Retails from $6.95. 


* Dynamic Styling by Sundberg-Ferar, Detroit 





NEW DAZEY 


\ _ ICERAMIC ICE CRUSHERS a. 

¥/ _ Incombination wall or portable models. 

Ra j “TIce-cup-aid” gift set includes Iceramic 

—_, | ” with smart ice bucket. Choice of colors. : 


Models from $9.95 retail. 


Be sure 





MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
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A special report on the 


outlook for Fair Trade 


Should 


Fair Trade 


be revived 7? 


... Yes, to save the small retailer, say some. 


..- No, to do away with discounters say others. 


The hardware industry is divided on the Fair Trade question. Wholesalers and dealers 


are uncertain what the recent dropping of Fair Trade means to them and to the 


Fair Trade is dead, or at least unconscious. Most 
of the hardware trade agrees on that. But beyond 
that there is uncertainty in the trade about what the 
death of Fair Trade means and what can be done to 
revive it. Some question the wisdom of trying to 
revive it. 

Many agree that Fair Trade was a good thing, but 
a large number are not sure that it should be revived 
now. Some would like to see an immediate return to 
Fair Trade to protect the small dealer, but they don’t 
know how to bring this about. Others are just as 
happy to see Fair Trade go. 

In general, wholesalers and dealers see the current 
Fair Trade situation as producing these good and 
bad effects: 

® Discount houses are suffering a severe blow. 
There is no Fair Trade list price for them to sell 
against. 

® Small dealers are being squeezed in price wars as 
discount houses and department stores use electric 
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industry. Here’s how they view the current situation. 


housewares as loss leaders to build store traffic. 

© Large dealers, if they wish, can now compete 
openly with discounters. They no longer have any 
restraints upon them to maintain Fair Trade prices. 

® Once the initial impact wears off, prices on 
formerly Fair Traded items will probably stabilize at 
15 to 20 percent below the old Fair Trade prices. 

© Private brand merchandise, on which dealer 
margins can be protected, will likely be given more 
emphasis. 

® There will be more agitation for a national Fair 
Trade law that will be enforceable. 

These are the opinions of wholesalers and dealers 
surveyed by HARDWARE AGE shortly after General 
Electric Co., Sunbeam Corp., and Toastmaster touched 
off a wave of decisions to drop Fair Trade. (See HA 
issues of Mar. 13, 1958, pp. 7, 12, 184 and 199, and 
Mar. 27, 1958, pp. 153 and 167.) 

HARDWARE AGE asked these wholesalers and dealers 
a number of questions: How do you think the dropping 
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Connie Haines sings the praises of 
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@ BPS PAINTS 
are tops in quality 


@ PRESTIGE LINE that wins . 
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@ UNMATCHED —. mT 
SELLING PLAN 
that assures extra sales 

@ EXCLUSIVE DEALER ly 
FRANCHISE ‘ 

@ COMPLETE LINE 


of products for every 
paint need 
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Write The PATTERSON-SARGENT Co. 123100 oath Sts, Sleveland 14, Ohio 
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eee becauae it was a better pipe wrench 


when first created 35 years ago, and nearly every 
year since it has been improved. . . in performance, 
design, materials, so it is still the most for the 
money. That’s why it pays you to stock and sell 
RifAaib wrenches. Call your Wholesaler today. 























The Ridge Tool Company, Elyria, Ohio, U.S.A. 














Should Fair Trade be revived 
(Continued ) 


of Fair Trade will affect the hardware trade? How 
will it affect discount houses? Is Fair Trade worth 
fighting for? What is the best way to start to revive 
Fair Trade? Would you be willing to join in an effort 
to revive Fair Trade and really make it work? Would 
this be important to the hardware trade? 

The replies show that wholesalers and dealers are 
in general accord as to the good and bad effects that 
the dropping of Fair Trade will have. 

But they disagree on whether Fair Trade is worth 
supporting today. Nearly two out of three think it 
is pointless to try for new Fair Trade legislation at 
this time. The other wholesalers and dealers surveyed, 
believe Fair Trade is worth fighting for, providing 
it can be made to work. They believe it must be 
enforced to be any good. 

How to go about seeking new Fair Trade legislation, 
however, is something few of the Fair Trade sup- 
porters know the answer to at this time. Only one 
wholesaler offers any suggestion for getting new 
legislation: “We are writing our Congressmen,” he 
says. “The only way to revive Fair Trade is to have 
a grass roots demand for it.” 


6 Fair Trade bills now in House 


Meanwhile, in Washington six bills to re-establish 
Fair Trade have been introduced in the House. But 
the outlook for a new Fair Trade law this year is not 
bright. Congress feels that demand for a new Fair 
Trade law is not strong, so far as they can tell. As 
a result, the individual members of the Senate and the 
House feel no great compulsion to enact a new law this 
year. 

Summing up the legislative outlook on Fair Trade 
for this session of Congress, it is this: A House sub- 
committee will probably hold public hearings on the 
subject, nothing more. 

No Fair Trade bills have been introduced in the 
Senate, but these six bills were introduced in the 
House: 

H.R. 10527, introduced Feb. 5, 1958, by Rep. Oren 
Harris (D., Ark.). 

H.R. 10770, introduced Feb. 17 by Rep. Thor C. 
Tollefson (R., Wash.). 

H.R. 10847, introduced Feb. 19 by Rep. Thomas 
M. Pelly (R., Wash.). 

H.R. 11048, introduced Feb. 27 by Rep. George P. 
Miller (D., Calif.). 

H.R. 11216, introduced March 6 by Rep. Samuel 
N. Friedel (D., Md.). 

H.R. 11264, introduced March 10 by Rep. Torbert 
H. Macdonald (D., Mass.). 

All of the bills have been referred to the House 
Commerce Committee for action. But, as HARDWARE 
AGE went to press, no hearing dates had been set. The 
Committee is currently heavily pre-occupied with the 
Federal Communications Commission investigation. 

Hearings, when held, will most likely be public. 
They may be held by either of two sub-committees: 
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Subcommittee on Commerce and Finance, Rep. Peter 
F. Mack (D., Ill.), chairman or the Subcommittee on 
Public Health and Welfare, Rep. John Bell Williams 
(D., Miss.), chairman. 

Since this Congress will come to a close in July 
or August, there is not much time left to get a Fair 
Trade bill through Congress and signed into law this 
year. But the public hearings will not be in vain. 
The new Congress that convenes next January will 





Don’t use list prices, 
this wholesaler urges 


A prominent hardware wholesaler in the East pro- 
poses the dropping of list prices to stop comparison 
pricing. The proposal is made in a letter to Harp- 
warE AGE, and here is the letter. This is a significant 
suggestion, and HARDWARE AGE welcomes a letter with 
your suggestions. 


“The abandonment of Fair Trade by many impor- 
tant electrical house wares manufacturers has sparked 
the most dramatic wave of price cutting that I can 
recall. 

“Undoubtedly many solutions have been or will be 
proposed, ranging from a National Fair Trade Act to 
state laws eliminating ‘loss leader selling.’ All of these 
rely upon the government to intervene to bail out the 
businessman. 

“Personally I think there’s a different approach 
which could be worked out on an industry basis and 
which might be effective. This is the complete elimi- 
nation of list prices or suggested retails. 

“The use of suggested retail prices by manufactur- 
ers, and national advertising to build brand conscious- 
ness are the two most important things which started 
the discount house. 

“IT believe that discount houses will continue to live 
through their comparative prices convincing people 
they are buying cheaper. 

“The removal of a list price would remove from a 
consumer’s mind any ‘pegged value.’ It would permit 
the reduced price houses to sell at any prices they 
wanted and give the small merchant the opportunity 
of competing since there would be no competitive 
prices. 

“IT am writing to the HARDWARE AGE hoping that 
this letter will be published and that it will stimulate 
some thought on the part of others in our industry, 
especially of manufacturers.” 
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have a record of public hearings on which to base 
legislative plans for Fair Trade in 1959. 

Will hardware wholesalers and dealers fight for 
Fair Trade when public hearings begin? That re- 
mains to be seen. 

Although a number of wholesalers and dealers say 
Fair Trade is worth fighting for, few are willing 
to join actively in any effort to revive Fair Trade 
and really make it work. 
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bought would reach 
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Now this popular 
self-contained 1’ to 2” 





offers you 3 exclusive advantages 
for faster turnover, bigger profits 


1. Only die stock with True-Centering work- 
holder—no more crooked threads, no time or 
pipe wasted. 

2. Only Jam-Proof die stock— 
automatic kick-out after 
standard thread is cut by hand 
or power. 










3. Threads 4 sizes of pipe with 1 
set of dies— quick size change. 
Dies for stainless steel avail- 
able. 


Order Ridgid 65R-TC’s 
from your Wholesaler today! 
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MAKES OUTBOARD MOTORS 
RUN BETTER — LAST LONGER 


Complete LUBRIPLATE 
Outboard Lubrication 


FOR ENGINE LUBRICATION (to mix 


with gas \—New Lubriplate 2-C Mo- 
tor Oil. A fine new oil especially 
processed for outboard motors. Lu- 
bricates better, burns completely— 
keeps engine clean—insures quicker, 
surer starting, economical. 


FOR UNDERWATER GEARS 


Lubriplate 105—grease type lubri- 
cant for use in underwater gears of 
non-gear shift types of outboard 
motors. 

Lubriplate Hypoid-90—Fluid type 
for underwater gears of gear-shift 
type outboards. 


NATIONALLY ADVERTISED 


Outboard owners everywhere will 
read about LUBRIPLATE out- 
board Lubrication in The Saturday 
Evening Post, Popular Mechanics, 
Field & Stream, Motor Boating, 
Outboard, Popular Boating and 
other magazines. 





























































































































SEE YOUR HARDWARE 
AND MARINE JOBBER 


LUBRIPLATE 


THE MODERN LUBRICANT 
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Should Fair Trade be revived 


To several wholesalers, Fair 
Trade was like prohibition. They 
say many people talked in favor 
of Fair Trade and prohibition, 
but few did anything to actually 
support them. When Fair Trade 
and prohibition could no longer be 
enforced, they had to be dropped, 
these wholesalers say. 

There is another obstacle to re- 
viving Fair Trade now, too, some 
believe. That is the public’s mis- 
understanding of the reasons for 
Fair Trade. Too many customers 
have the opinion that Fair Trade 
is a legal device that enables deal- 
ers and manufacturers to gouge 
them price-wise. These wholesalers 
and dealers feel an educational 
campaign explaining the merits of 
Fair Trade will be necessary before 
any attempt to revive Fair Trade 
can be started. 


Price drop: 15 to 20% 


What will be the permanent ef- 
fect on prices with the dropping 
of Fair Trade? Will dealers con- 
tinue to sell electric housewares 
at inadequate margins of profit or 
will they be forced to drop these 
lines ? 

One wholesaler thinks he knows 
the answer. He is located in a 
state that dropped Fair Trade sev- 
eral years ago. This is what he 
Says: 

“IT think the selling price of 
brand name goods will probably 
stabilize 15 to 20 percent below 
the recent Fair Trade prices. Deal- 
ers in or near metropolitan areas 
will not be able to sell for anything 
close to the old Fair Trade price. 
However, in other areas away from 
the metropolitan centers, many 
dealers will be able to continue 
to sell at the suggested retail price. 

“When Fair Trade first goes off 
there seems to be practically no 
stopping prices getting down to 
actual cost and even below. Even- 
tually they work back to a level 
at which some dealers can make 
money selling them. 

“We have not gone out of the 





(Continued ) 


housewares business nor have most 
of our dealers. We have faith that 
some day the electric housewares 
business will be good again. In 
the meantime we take what sales 
we can on what we think will give 
us at least some profit and pass 
up the rest.” 

Another wholesaler offers a dif- 
ferent solution to protecting dealer 
profits on housewares. He suggests 
that wholesalers and dealers put 
more emphasis on private brand 





Who writes a Congressman? 


Since our editorial discussion 
of Fair Trade (See HA, Mar. 
13, p. 7) several readers have 
told us they have written 
their Congressmen indicating an 
interest in new Fair Trade 
legislation. These dealers in- 
clude Phil Pomerantz of Macy’s 
Housewares, Hudson, N. Y., and 
O. L. Davis of Geo. Mayer 
Hardware, Denver. 

What have you done? 











merchandise in their promotions 
so that these private brands win 
consumer acceptance on a par with 
national brands. Then wholesalers 
and dealers can sell these brands 
at prices that will not be kicked 
around by discount houses, super- 
markets, auto supply stores, etc. 
“IT feel that we will have more 
brands and that some of them will 
become national brands, such as 
Kenmore has, through Sears’ dis- 
tribution of the goods,” he says. 
“We as a company with our store 
program and with the acceptance 
of (his firm’s brand) as a national 
brand will pursue that avenue... 
to sell more goods under our brand 
to protect our dealer’s future prof- 
its and his position in the industry 
by selling him merchandise that 
will not be ‘kicked around’ and 
the price shredded by discount 
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Pick your prof its here... 


Repain-Docorate-Proies | with these new 

: os PLASTIC @) ‘6 99 
su. COTE endl SCOTCH’ Brand 
Plastic Tape deals! 
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@ Colorful, self-selling displays boost 
impulse sales! 

e@ Assortments include seven colors 
and new best-seller, Clear Plastic 
Tape. 

@ Tough, stretchy, waterproof tape 
is ideal for hundreds of home re- 
pair and decoration jobs. 
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pT CP-4 DEAL 


Contains 3 dozen rolls assorted 25* and 50* sizes, all 
colors. Includes free 9” x 7'2” wire stand 13'4” high. 
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CP-5 DEAL 


Contains 12 dozen rolls assorted 25* and 50* sizes, 
all colors. Offers free grained wood counter dis- 


- play 18%” x 6” x 15” high. 
Sells out for....... $48.00 
, | AS Ce 28.80 





: YOuR Profit $19.90 








“Scotch” is a registered trademark of 3M Co., St. Paul 6, Minn. Export: 99 Park Ave., New York. Canada: London, Ontario. 
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SANDER - Fs Sher Scene | your customers read 
- . PERMA-GRIT FILE 2 es Sessa it—it is carrying a 


Mere 


a wt Re a al continuous campaign 
introducing PERMA-GRIT ... 
selling SKIL Tools. 


Month-Long PERMA-GRIT Newspaper 
Campaign kicks off local promotion . . . 
builds PERMA-GRIT demand in 
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THE NAME AND ADDRESS 
oF YOUR STORE 


Big Newspaper Ads 
g pap wit APPEAR IN THIS 


Carry Your Name 
and Address ==: |S 

Big space “‘follow- es \§$_—am LL 
up” newspaper 

ads in your home THE 
town list you as the 

SKIL dealer to see. 
Sell PERMA-GRIT 
and SKIL Tools. 


SPACE 


mon oF san PaaDUCTS 
NAME AND ADDRESS 
oF YOUR STORE 

witt APPEAR IN THIS SPACE 


Free ‘‘Sell-Yourself'’ PERMA-GRIT 
Display 

Your customers prove PERMA-GRIT 
performance right on the spot. 

Sells immediately .. . 

makes tie-in sales a natural. 





Popular Science — another 
do-it-yourself magazine — will 
feature SKIL ads selling 


PERMA-GRIT and SKIL 
Power Tools. 


Free, Colorful Window Banners 
are yours with your minimum 
order for PERMA-GRIT and 
SKIL Tools. Bring sidewalk 
traffic into your store. 








Saturday Evening Post 
Ads Every Week! 
17,000,000 readers 

see SKIL in every issue 
... read about 
PERMA-GRIT and 
SKIL Power Tools. 
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Coop Advertising Certificate is yours 
with your minimum PERMA-GRIT 
and SKIL Tool order. Helps pay for 
your personal SKIL advertising. 










SKILMANSHIP is the ability superior SKIL 
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Lasts a lifetime. Sands twice as fast 
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If you're in with SKIL, Your business 
will be bustin’ out all over... 1f you 
want in, contact your SKIL 

supplier immediately ! 
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Complete selection of 

BRITE Plated bolts and 
nuts in the 91 fastest- 
selling types and sizes. 


pO Serve “Yours sake 2. All bolts BRITE Plated. 


SIZE OF 14°) deep x z 
23 wide > ° 
TRAY: 9” high * - 
a iM 
SIZE OF as, eo ~~ aes 
STAND: 54” high NRHA APPROVED DISPLAY 
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4. In BRITE new cartons con- 
taining small quantities 


5. These products are in 
stock hence there’s no 
penalty for plating small 








ASSORTMENT NO. 1245 S$ 


® CARRIAGE BOLTS © CAP SCREWS 
@ MACHINE BOLTS e STOVE BOLTS 
4280 pieces in all 


















































Retail Value ' $219.30 
Dealer Cost with send : $148.77 
Profit (first turnover) . $70.53 
Profit (each additional nerenven! $104.48 
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Buy from your Hardware Distributor 
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5000 Tiedeman Rd. * Cleveland 9, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO *°* BIRMINGHAM 
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Fair Trade be revived? 


(Continued) 


houses, chain grocery houses, su- 
permarkets, and the like.” 

Here are some of the other com- 
ments HARDWARE AGE received 
from dealers and wholesalers about 
the Fair Trade situation: 

“We will maintain regular prices 
to the dealer the same as Fair 
Trade published, and have no in- 
tentions of cutting those prices to 
the dealer unless the factory 
changes them to us. Personally, I 
think in a short time this situation 
will level out and correct itself 
the same as all others. This is 
America and I do not think Fair 
Trade will ever work.”—from Ken- 
tucky. 


Not worth reviving 


“We believe that the right kind 
of Fair Trade is worth fighting 
for. To succeed, Fair Trade must 
be at a complete national level and 
must be enforceable without de- 
pending on manufacturers to en- 
force or not enforce as they desire.” 
—from Tennessee. 

“The discontinuing of Fair 
Trade will probably be as beneficial 
to our industry as it will be harm- 
ful. It will certainly give us the 
ammunition to meet the discount 
house competition if we want to. 
We do not think at the present 
time that it would be worth the 
trouble, time and effort to revive 
Fair Trade laws as we previously 
knew them.’—from Minnesota. 


Now ‘rat race’ starts 

“We believe that the appliance 
business or anything that has been 
taken off Fair Trade will now be 
part of a real, genuine ‘rat race.’ 
Fair Trade or some genuine system 
where a manufacturer wants to see 
everybody make a few bucks on 
his item is essential to this busi- 
ness, if the little man is to survive. 
We would be more than willing to 
join in any effort to revive Fair 
Trade or put through this federal 
Fair Trade that they are talking 
about.”—from New York. 

“The difficult part of the entire 
Fair Trade situation is that the 
dealer himself did not protect the 
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Customers can apply any finish using today’s 
brushes with tapered TYNEX’ nylon bristles 


Tyee 


nylon bristies 


QUPOND 


®t6 us ear OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Brushes bristled with TYNEX are resistant to chemical attack. That’s why they can be 
used with any finish, from floor varnish to gloss enamel. They absorb practically 
no water, therefore will not become limp, even with new latex water base paints. 

Can be cleaned easily, too. Dry fast... are quickly ready for the next job. 


Painting with good brushes made with tapered TyNEx is smooth and effort- 
less On any painting surface. For TyNEx bristles are tipped and “flagged” 
to give higher paint pickup and easy, streak-free paint release. 







Good reasons why more and more customers 
are asking for brushes with tapered TYNEX 
nylon bristles, Good reasons, too, why 

it will pay you to stock the com- 
plete line... today! 


TYNEX is the registered trademark for 
Du Pont nylon bristles 








cut your 
investment 


You stock only white and eight tint- 
ing colors. This new system is the first 
paste tinting color for both powder 
and liquid products. Colors in each 
tube are pre-dispersed making color 
mixing easy. 














These tinting colors are now available 
in sensational new unbreakable plastic 
tubes...the only unbreakable tubes 
in the industry. Now it’s so easy to 
stock all the popular colors. 


Yes, for a full line of colors your saving in investment, space and weight is tremendous. 


© 1958 The Reardon Company 


THE REARDON COMPANY 
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REARDON’S 


Revolutionary New 
Tinting System 
Tints 
BONDEX, BONDEX Heavy Duty 


DRAMEX and 
DRAMEX Ready-Mixed 


With your order you receive an 
eye-catching display piece meas- 
uring 29 inches high, 24 inches 
wide and 6 inches in depth... - oy 
displaying the large color chart a} ab ee 
and containing on its side smaller Bante Bo 
color cards. Attractive and practi- 
cal (it occupies only one square foot 
of counter space), this piece will 
produce additional sales through 
on-the-spot, impulse buying. 


















— —... 





This one-tinting system for BONDEX, BONDEX Heavy Duty, 
DRAMEX and DRAMEX Ready-Mixed has been market 
tested and will be advertised both nationally and locally. 







Ask your Reardon salesman for full details now .. . or write the Reardon Company 
at 7501 Page Boulevard, St. Louis, Missouri. 
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| TOP FASHION COLORS 





\ SAEs Bae PN nae ay 
“4% i i is 
‘ a Pate ~ 


St. Louis e Chicago e« Los Angeles « Kearny, New Jersey « Montreal 
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Should Fair Trade be revived 


manufacturers who had Fair Trade, 
and now the whole price structure 
has fallen down, particularly so on 
small electric appliances.”—from 
Wisconsin. 

“Fair Trade looks dead to us. 
Without it I am sure we and other 


(Continued ) 


lower markdowns and we will have 
to sell harder than ever. We are 
of the opinion that Fair Trade is 
not worth fighting for.’ — from 
Minnesota. 

“T still feel that the basic prin- 
ciple behind Fair Trade is sound. 


would be an absolute waste of time 
to attempt to revive Fair Trade at 
the present time on the type of 
merchandise which we handle. If 
present conditions continue for any 
length of time, it seems to me that 
the distributor will have no choice 
but to give up the distribution of 
these football lines.”—from Con- 
necticut. 

“From an idealistic standpoint, 
Fair Trade may be worth fighting 





However, practically speaking it for, but from a practical stand- 

point, we do not believe it is pos- 
| sible of effective execution, and 
| ~~ | therefore, the idealism is worth- 
less. It would seem that if we are 


| merchants are going to suffer some 





to have a free economy with a free 
flow of trade, that we cannot legis- 
late retail prices any more than we 
could legislate a man’s right to take 
a drink through prohibition.”— 
from Pennsylvania. 

“Let’s face it. The problem has 
never been Fair Trade. The prob- 
lem has always been competition! 
In my opinion we must compete on 
price as well as service, quality, 
location, reputation, etc. We are 
going to fight a little bit harder 
to out price ’em, out service and 
out sell ’em!”’—from Maryland. 

“My personal opinion of the Fair 
Trade law is that it is certainly 
dead and it is not worth fighting 
for to revive it. The fact that some 
of the large appliance people have 
given up, after spending hundreds 
of thousands of dollars, is pretty 
good evidence that it is almost an 


You’ It Sell More Plastex 


because Plastex gives 
you more fo sell! 


FLEXIBLE PIPE 


Plastex Polyethylene .. . in sizes 
from 4%” thru 6” — 75 and 100 psi 
pressure rated —single and twin- 
tube types—lengths to 600’ — 
NSF approved. 


SEMI-RIGID PIPE 


Plastex Kralastic . .. in sizes from 
l” thru 6” — for pressures to 150 
psi and even greater chemical and 
heat resistance—10’ and 20’ lengths 
with plain ends, or sleeve-type cou- 
pling one end — NSF approved. 


A COMPLETE LINE OF 
FITTINGS FOR BOTH 


Packaged Nylon and Styrene insert- 
type, for mechanical coupling to 
flexible Plastex Pipe — Kralastic for 
solvent-weld coupling to semi-rigid : 
Plastex Pipe—in every wanted | , 





HARDWARE HUMOR 











style, ultra precision made, NSF : 
approved. 


AND NOW, DRAIN PIPE 
AND FITTINGS, TOO! 


Plastex OX ... high strength, high 
impact drain and sewer pipe — in 
2”, 3” and 4” sizes — plain and per- 
forated — with sleeve-type fittings 
for root-proof solvent-weld joints, or 
dry joints—10’ and 20’ lengths. 


Let us send you complete information 


Tt PLAS TEX ©. 


3232 CLEVELAND AVENUE 
COLUMBUS 24, OHIO 


INSECT = 
Wes) io : 








"This insecticide is so good, that if 
bugs could carry signs, they'd picket 
our store.” 
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WITH WVEYY EXTRA DURABLE... 


“COMFORT-In-USE” HANDLES 


BY FAR THE FINEST... 
YET PRICED FOR VOLUME!... 


Truly Masterpieces of Modern Precision Design and Engineering—from every 
standpoint these Challenger IMPERIAL SOCKETMASTERS are the ultimate in 
Socket-turning Attachments . . . and still cost no more than ordinary tools. 


Note how the New Challenger ‘‘COMFORT-IN-USE’ HANDLES permit a real 
MAN-SIZE GRIP, also full strength leverage without slipping or discomfort. 
Moreover, these handles insulate against heat, cold and electricity ...are 
lifetime bonded to the metal... resist wear and abrasion... are cut-proof 
and impervious to gasoline and oils. 


Likewise no other detail has been omitted to make Challenger IMPERIAL 
SOCKETMASTERS surpass previous standards for performance and durability. 
Advanced Streamlined Designs establish new highs for easy, fast and accurate 
handling . . . ratchet has instant ‘““‘Thumb-tip’’ Reverse .. . Tool bodies are hot 
forged from rugged Alloy for longest life ...all metal parts are precision 
machined. And with their sparkling Chrome finish, Challenger IMPERIAL 
SOCKETMASTERS are the best looking tools you have seen. . . tools 

that are the Hallmark of fine workmen . . . tools your customers 

will always be proud to own and use. 


GOLDEN TAG IDENTIFIES EACH Arworcal TOOL 


... directs customers’ attention to important features, including New 
‘“COMFORT-IN-USE’’ HANDLES ...and contains UNCONDITIONAL 
FACTORY GUARANTEE covering all materials and manufacture. 


SPECIFICATIONS 

TOOL NO. DRIVE DESCRIPTION LENGTH WT. EA. OZ. STD. PKG . ie igh 
1650 YY," RATCHET with 104%," 1 Ib. 5 oz. 3 

“Thunib-Tip” Reverse 

1690 VY" HINGE HANDLE 15” 1 Ib. 5 oz. 6 








ALSO AVAILABLE IN 1/2" DRIVE TOOL SETS (See Other Side) 
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; mn Ask your jobber today for details... .. or Write <= 
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WITH 12 Challenger 


Smperial, 


OCKETMASTERS 


@® BEAUTIFUL, PERMA- @ FULLY SELF-SERVICE... 
NENT UNIT with du- GOLD TAGS describe 
rable Metal Frame and important Features. 
Hangers. RICH GOLD YOUR CUSTOMER ‘“‘SEES 
BACKGROUND en- AND BUYS” without 
hances Green Handles effort on your part. 
and Sparkling Chrome- 

Finish Tools. 











The best, most compact way to show your Challenger 
Imperial Socketmasters. And has no equal for turnover 
... because in every respect Challenger Imperial Socket- 
masters are the finest — yet are priced no higher than 
ordinary tools! Moreover, you operate on minimum in- 
ventory, with ‘Fill-in’’ Shipments available promptly 
from your jobber. Top Panel of Display provides space 
for you to write prices. Introductory Offer is for limited 
time only ... order Assortment below today and receive 
your Merchandising Stand FREE. 





NO. 625 ASSORTMENT 


QUAN. TOOL NO. DESCRIPTION LENGTH 
6 1650 Y¥."" Drive Reversible Ratchet 10%" 
6 1690 ’2"" Drive Hinge Handle tas 
1 Merchandiser 


Shipping Weight complete. . .18 1/2 Ibs. 


Also challenger Lnporial, SOCKETMASTERS i, SETS 


Step up your Socket Set Sales, too! .. . Now Challenger 
Y‘' Drive Imperial Socketmasters are included in sets 
illustrated at right and described below—at ino extra 





SET 2600-R combines 4" & SET 2500-R... 







: ae VY‘ Square Drives. 29 pieces, V2" Square Drive. 
cost. See Challenger catalog for detailed description of iol caciabemneeee A te -teebeenn 28 
sets... order by numbers listed here. 1%”. Two motel tool bones. . Sockets Ke" thre 
SET 2601-R... 46 pieces, ¥%4"', ¥%" & 2" Drives. 15 ™. 





Attachments, 29 Sockets, %42'‘ to 1 ¥%‘’. 2 Tool Boxes. 






















Drive Socket Sets. 


SET 2602-R ...67 piece Tool Set with wrenches, and 
Sockets and Attachments in 44", 3%", Yo"' and 3%“ 
Drives. 2 Tool Boxes. 














SET 2700-R...75 pieces, ¥%4"', 3" & Yo" Drives. 15 SET 
Attachments, 49 Sockets, 6 Combination Wrenches, 5 2501-R... 
Tool Boxes. 2" 

: . . Square 
SET 2701-R...96 piece Tool Set includes pliers, Drive. 5 
wrenches, screwdrivers and complete ¥,"', 3%" & Yo" , =. <= Attach- 





ments, 11 








ckets 


: Gilli <,, 
4.99959 9599 %” 





OL CORPORATION + SCHILLER PARK + ILLINOIS 


MPENDLETON TOOL INDUSTRIES, INCORPORATED—“FIFTY YEARS OF FINE TOOL ENGINEERING” 
















































Fair trade be revived? 
(Continued ) 


LET THIS 


impossibility to protect prices 
against discount houses.” — from 
Massachusetts. 

“Fair Trade is worth fighting 


SALESMAN 
Sell for YOU 


for if the laws can be enforced. 
This seems to have been impossible 
largely because the Fair Trade laws 
were not effective in all states. If 
the effort to revive Fair Trade had 
a reasonable chance to succeed, we 
would be willing to support it.”— 
from Minnesota. 





| Trying to swim upstream 


“Public opinion through misun- 
derstanding, I believe, has not un- 
derstood Fair Trade or its value 
| and is not in favor of it. The re- 
sult is that I think Fair Trade 
is a ‘dead duck.’ It is like trying 
to swim upstream to fight for it 
and revive it. The temper of pub- 
lic opinion as it is makes me feel 
we would be wasting much time, 
effort and money to try to have 
it reinstated with small chance of 
success.” —from Maine. 









Rack Size: 11’ Wide, 16” High, 6” Deep 

@ Your customers serve themselves, 

@ All fast moving items for Home, 
Office and Shop. Small inventory 
required. 

@ All items skin-packaged - no lost 
parts or soiled packages. 

@ Greater profits are yours with 

fast turnover. 


“We were disappointed to see 
several of the large companies dis- 
continue their Fair Trade setup. 
Right now a lot of the hardware 
stores have put their Sunbeam and 
GE appliances away to avoid the 
price discussion caused by several 
of the local department stores using 
these commodities as ‘loss leaders.’ 
No sense starting a drive to revive 
Fair Trade right now. We feel this 
price situation will tend to iron out 
and come back up to a reasonable 
level.”,—from Maryland. 





yee METAL DISPLA 


with assortment 


Each of 10 Different Cards 
Total 50 Cards 






Other U. S. E. products Need selective dealers 


“IT think the official demise of 
Fair Trade will have very little 
.effect in our area. It is merely 
a confirmation of the fact that Fair 








“$.N-§" 
Lag Screw Shield 


“KORKER” 


Machine Screw Anchor 








= | Gu 


“TY-TON- FORWAY” | “MULTI- DIAMETER” 
Machine Bolt Shield | Wood Screw Anchor 


for a long time. 
_can be made to work is for makers 








When ordering thru your 
wholesaler-specify U.S.E. 
by name. 


‘distributors. I believe the whole- 
sale-retail hardware industry must 
adapt itself to a lower margin op- 


past. 





MASONRY ANCHORING, FASTENING. DRILLING AND ALLIED PRODUCTS 


U. S. EXPANSION BOLT CO. 


9? 


us.’—from Missouri. 





YORK, PA. DEPT. HA-4 


‘to be more selective in appointing | 


'Trade has been dead in practice | 
The only way it'| 


eration than we have had in the) 
If we can’t do this success- | 
fully, other channels will do it for | 


“Until a national Fair Trade law | 


‘rch en del maleh s-ie 
with the nome 


e}melelelonamaal-aamap 4-1 


repair 


e}ma-Condior-aih ar-sab asaliare 


Plastic 
feel 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 


sales aids available 


ORDER FROM YOUR 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


50] 0 mm —taleilete)i me) ig-1-3: 
Danvers, Mass. 


PRESSE 


7429 


FeRTA PO TO BAS “EDS 


MITCHELL 


LINE 


TOP QUALITY 
PLIERS! 


Sure to rank among the top sellers in the 
field, these pliers have been distinctively de- 
signed and made with unusually fine crafts- 
manship...for those customers of yours 
who expect and demand the best in tools. 

Moderately priced for more sales. 
MITCHELL pliers are of the highest qual- 
ity. Made of the finest drop-forged hard 
steel, their highly polished nickle finish 
gives a sparkling appeal to all professional 
craftsmen as well as do-it-yourselfers. 

Everything about these pliers reflects 
high quality: Among the unexcelled sales 
features are extraordinary gripping power: 
long life; exclusive “Insul-Grip” handles 
on many models which insulate against 
electric shocks, offer a non-slip grip, and 
protect fingers from freezing to the metal 
in cold weather. 

For more information, ask your jobber to 
show you the illustrated MITCHELL litera- 


ture, or write: 


MmMmPeEeECCO,LTD. 


257 Fourth Avenue, New York, N. Y. 


Fair trade be revived? 
(Continued ) 


is a reality, I feel it would be better 
for us to forget Fair Trade prices, 
and, instead, do a job of selling a 
product for its quality and useful- 
ness rather than for its price. 
Frankly, I think the present trend 
away from Fair Traded advertised 
prices is going to be an extremely 
serious blow to the discounters. My 
own feeling is that the good mer- 
chandiser who knows how to pro- 
mote and sell will be the one to sur- 
vive.”’-—from Ohio. 

“T don’t think Fair Trade is 
worth fighting for. When it was in 
force nobody could police it, and 
I don’t believe it will have any ef- 
fect on the hardware trade in gen- 
eral. Also, in my opinion, it seems 
useless to tell hardware dealers to 
maintain Fair Trade lists when dis- 
count and chain houses and depart- 
ment stores are cutting all prices, 
even advertising ‘we guarantee the 
prices are below our cost.’ ’’—from 
Pennsylvania. 

“Right at the moment I don’t 
believe that having Fair Trade is 
the answer facing the distribution 
business today.”—from Washing- 
ton. ®hnd 


A two-quality display 
pushes electric items 


A single line-up of panels in a 
western store shows electrical sun- 
dries in each of two price lines. 

Swinging display panels conceal 
stock boxes of the items on the 
panels. 

The department manager says, 
“We know that we have two types 
of customers to serve, and that we 
must please both. We try to trade 
up those who want the cheaper line. 

“When a customer asks for a 
toggle switch, we ask whether it is 
for his own home or a rental prop- 
erty. If for his own home, we try 
to sell the top quality item.”’ 

Customers who know the names 
of the items they want are inter- 
ested in the displays because they 
show such an extensive line. 

Those who do not know the prop- 
er names for the items they want 
are helped by the panel displays to 
quickly find what they want. 
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INDOOR-OUTDOOR HOME BELL 


Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


THAT 


Suggested 
* 3 $4.95 


BARBECUE BELL 
Good luck horseshoe bracket, polished 
oluminum bell with a clear, lasting tone. 


7} = 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 


»++@ big seller everywhere, anytime. 
* Complete Line 
* High Profit 
* Big Volume 


Display packaged, full price range, 
on all year ‘round sellers. Perfect for 
o hundred uses at home or away 
-+-@ big gift item. 


Send for the Bevin Catalog 


EVIN BROS. 


MFG. COMPANY 
East Hampton, Conn. 





Sales Representatives 
John H. Graham & Co. Ine. 
105 Duane Street, New York 8, N. Y. 
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One thing more, Miss Jones... please ask Ted 
to increase our order for Bethlehem Fasteners.” 
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\ore New Customers 
More Open Stock Sales 


" TINGS 
o NEW 3-PC. “STARTER” SET 
WITH TW 





Boonton Patrician Patterns only 3.98 
open stock value 5.60 


Boonton Patrician Solid Colors only 2.98 


open stock value 4.25 
(includes dinner plate, cup and saucer) 


Now you can start your customers on special 3-pc. Patri- 
cian place settings and automatically make them continu- 
ous open stock buyers. Start with place setting sales of 
2.98 or 3.98 ... and sell $20 or more at open stock prices! 


It’s Boontonware’s special introductory offer on Boonton 
Patrician, the dinnerware that defies breakage. Backed by 
national advertising to spur demand; local ads to direct 
sales your way. Stock up for vigorous volume. Order today! 


GUARANTEED AGAINST BREAKAGE 


ocnton ware 


finest of all Melamine dinnerware 





BOONTON MOLDING CO., BOONTON, N. J. 





Lottore 


from Hardware Age readers 





Who is a retailer? 
Dear Editor: 


Is it possible for you to supply 
us with approximately 500 each re- 
prints of your editorial in the Feb. 
27 issue of HARDWARE AGE, en- 
titled “Retailers or Wholesalers.” 

Your very truly, 
Robert G. Budrow 
Budrow & Co. 
Los Angeles, Calif. 


Editor’s Note: Yes, reprints are 
available and we'll be glad to ship 
you 500. Your note is appreciated. 


Of immeasurable value 
Dear Editor: 


Please accept my heartiest con- 
gratulations on the “Paint & Sun- 
dries Merchandising Guide” in the 
Mar. 13 issue of HARDWARE AGE. 

I am sure your section relating 
to Paint & Sundries will prove of 
immeasurable value to those of us 
in our industry. 

I would like to obtain 400 copies 
of this section which we will mail 
to our paint accounts. 

Again, as a paint and sundries 
distributor who knows the need to- 
day for aggressive merchandising, 
accept my congratulations and 
thanks. 

Very truly yours, 
Sol Ganz 
President 
Sol Ganz, Inc. 
Dumont, N. J. 


A tough decision 
Dear Editor: 

Please accept our congratulations 
for the editorial “A tough deci- 
sion,” in HARDWARE AGE, Dec. 5 
issue. It is without a doubt the 
most important message, to all 
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levels of trade, that we have ever 
read. 

We feel that it is so important 
that we would like your permission 
to reprint this article, giving HARD- 
WARE AGE full credit, for distribu- 
tion to all of our wholesalers from 
coast to coast. We would like to 
do this because we sincerely agree 
with your observation that no man- 
ufacturer can be all things to all 
people. 

Thanking you in advance for your 
consideration of this request, we 
are 

Yours very truly, 
Ray Mees 
Sales Manager 
Duraflex Co. 
Miami, Fla. 





Editor’s Note: We’re happy to ez- 
tend permission to reprint the edi- 
torial. 


Bike rental service will 
sell new units for store 


As a feeder for the sale of bi- 
cycles, some hardware dealers rent 
them by the hour or day. 

The person who rents a bicycle 
may want to own his own machine. 
This is particularly true when the 
salesman emphasizes the economy 
of owning your own bike. 

Rental bikes should be repainted 
and put in first-class working 
order. 

The rental of down-at-the-heels 
looking bikes is a poor advertise- 
ment for the dealer. 





HARDWARE HUMOR 














Ai pr ePes* 


"Yes or no, ... anything on sale?" 


HARDWARE AGE, APRIL 10, 1958 














Shuford’s 


POLYETHYLENE 


ilow 


“THE FLOATING CORD WITH MUSCLES” 





e DRIES RAPIDLY 

e WILL NOT KINK OR TANGLE 
e SHEDS WATER QUICKLY 

e IT FLOATS 


Shuford’s new SKI TOW is a ready-to-use kit, 
consisting of 75 feet of solid braided 100% 
Polyethylene cord, with 5 foot extension and 
hardwood handle. 

Its high tensile strength makes it the strongest 
ski tow line on the market. 

Comes attractively packaged in eye-catching 
blue and yellow sleeve with full skiing instruc- 
tions printed on the sleeve. 


IN FAST Nothing for you to do except display it and 

sell it! Assembled sets are packed 12 to carton 

COLORS ...4each...red and white, black and yellow, 

solid yellow. 4 gross to shipping container. 

RED & WHITE Can also be had in bulk coil put-ups of approx- 
BLACK & YELLOW imately 850 ft. or 2000 ft. 


SOLID YELLOW 


Write for further information 








CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS + WEATHER STRIPPING 
COTTON & RAYON YARNS « EXTRUDED PLASTICS 
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World's Largest Manufacturer of Cotton Cordage sort 
















ALUMINUM 
HARDWARE 


RUST-PROOF 
in BRASS, 


BRONZE 
or ALUMINUM 
FINISHES | 








PADLOCK and HARDWARE CO. 
LANCASTER, PENNA. 
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_ four Jobber has 3 
specials like this a —_ 


= 


7 PATENT 


: rag 
Mechanics 4 


| RUBBER GRIP 


SCREWDRIVERS 


at homeowners’ prices 
the newest addition to Fuller's famous 
SELF-SERVICE PROFIT MAKERS 
18 screwdrivers with unbreakable 
amber handles heavily coated with 
U. S. Rubber Co. top quality NEOPRENE 
for extra turning power, cil and water 
& resistance, comfortable, blisterproof grip. 
F CARDED @ PREPRICED e@ DISPLAYED 


i on a 2-tier stand-up hang-up metal gz : 

mee )6rack. 3 each of cabinet and electrician ~% 

m- parallel tips, mechanic and heavy -_ | 

, duty keystone tips, recessed points 7! . 4 
bs and #2. Total Retail List $13.05. ip ‘i 
*e Boaper’s Cost $8.70. A mark-up of . 4 = | 


.** = -. 
a . 
a 


> ] 

‘ » 

— oe ". 
. 








% and you get the display rack FREE! 
™ Call your jobber's salesman for 

No. 435 TODAY... and ask him 
about Fuller's other ce: mt too. 


-_ ‘ - -= 


_ 


[| FULLER | TOOL COMPANY, INC. 


y’ i 3522 Webster Avenue, New York 67 


asolalo Me icige| tame oigelel ia 16 meh: bela teh €e)ell me lsbel tamalelale elele ‘ | 





112 





Teach ’em and sell ’em 


for power tool profits 
(Continued from page 90) 


“The classes are scheduled so 
they will not interfere with fight 
nights on television. 

“We try to get a class of about 
30 together, including a certain 
number of customers who already 
own the power tool that is being 
demonstrated. 

“However, we don’t want just 
owners of those power tools to 
attend as they would be poor pros- 
pects for new sales. 

“Instead, we try to get about 
half who own the tools and half 
who do not. But even in the case of 
those who already own a tool, if 
they bought it from us, we con- 
sider that the class they are now 
attending was an important factor 
in their purchase of the tool. 


Another class starts 


“When we think that it is time 
to start another school, we begin by 
mentioning that fact to our cus- 
tomers in our daily contacts with 
them. Names of customers who 
show interest are written down for 
future reference. 

“When we have enough students 
on our list to start our classes we 
then get on the phone and tell them 
that the school will start on such- 
and-such a date.” 

Classes are held in a corner of 
the store and start at 7:30 in the 
evening. Because the store re- 
mains open until 9 o’clock, a heavy 
black cloth separates the instruc- 
tion area from the rest of the store. 


Film used in meetings 


Merchandise is cleared away to 
accommodate the customers and 
tools being demonstrated. 

Instruction is given by a manu- 
facturer’s representative who 
usually shows a color film of his 
product being used. After the film, 
the class members sit around and 


have a discussion session. Coffee 
is served at the session. 
Although demonstrations are 


given by manufacturer’s represen- 
tatives, the instruction is valuable 
to those attending not just for use 
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of that particular tool, but for 
shop work in general. 

By the time the course is over, 
students have acquired much gen- 
eral knowledge of wood working as 
well as knowledge of tools that have 
been demonstrated. Students form 
friendships and think of the store 
as the power tool center to which 
they will return for other informa- 
tion and merchandise. 

Shorrock’s Hardware has helped 
establish its power tool reputation 
by the prominence it gives to 
power tools in its displays. 

It keeps floor models set up ina 
central store section and hooked 
up for demonstration. These dem- 
onstration models are new tools 
which are put into service and 
used until a new model of that par- 
ticular tool comes out. 

Then, the old demonstration 
mode} is sold at a reduced price. 
Actually, since used tools of this 
sort are not often available, the 
store can sell them readily at only 
a moderate price reduction. 

A demonstration tool that was 
set up in the store was also used 
to make many of the store fixtures, 
Mr. Brown points out. 


Mr. Brown points out that a 
power tool that has obviously been 
used makes a much more attention- 
getting display than a brand new 
piece of equipment. When the 
store puts a power saw in the win- 
dow, a salesman runs a_ board 
through the saw and leaves the 
saw in the window with the board 
and sawdust. End 


Sports department needs 
space for practicing 

The hardware dealer whose 
sporting goods department has a 
place for golfers to try practice 
shots with practice balls will sell 
more equipment. 

Baseball and tennis players like 
to get their hands on bats and 
rackets so that they can make prac- 
tice strokes or swings. 

If you have this space you will 
attract experts as well as beginners. 

When a golfer swings in a way 
that would make a ball travel a 
good distance, tell him so. Well 
placed compliments during such 
practice moments, tied in with the 
item being used, help clinch a sale. 
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deck 

IS 
STACKED 





in 
your 





favor 





77)... when you stock 
FABULON, FABULOY, 
PRYME, rated “aces” by 
homemakers everywhere for 
natural wood finishing. 
Why carry a “full house” of 
1 clears, when the fabulous 

| trio fills every wood-finishing 
| need? Give yourself a “new 
deal” in sales and profits... 
call your distributor today, 
or write 








PIERCE & STEVENS 
CHEMICAL CORP. 


id 





Dept. HA48 , 710 Ohlo Street 


Buffalo 3, New York | 


ak 
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You are right! 


Selling fasteners at the retail level 
can be a headache and can be 
costly. Eliminate the headache and 
make the operation profitable . . . 


With 


Sharon Refillable Fastener Assortments 










You have 


1. over 1,000 of the most wanted fasteners in just seven cubic feet! 


N 


a printed picture outside — printed prices inside — practically Self Service! 
valuable counter space released for the profitable impulse items! 


the assurance of 100% markup! 


vw ey YW 


over 1,000 chances to say “yes” and keep your customers from going to your 
competitor. 














6. free truck delivery and constant Inventory Control Service from a Sharon Service 
Unit! 


reduced your fastener inventory by 50%! 
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NORWOOD, MASS. 














SHARON BOLT & SCREW CO., INC. 
Norwood, Mass. 














Please mail additional information to my attention. 








COMPANY 
NAME BY 




















COMPANY 
ADDRESS 

















(Please Print) 












WASHINGTON 
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(Continued from page 10) 


Do you want the government 
as a customer? Read this 


If you want to do business with 
the government, either buying or 
selling goods, you will be inter- 
ested in a new government service. 

The Commerce Dept. now offers 
airmail service to businessmen in- 
terested in getting the latest list- 
ings of goods the government 
wants to buy or sell. 

Consumer hardware items ap- 
pear regularly on the weekly lists 
of government purchases. 

You can subscribe for mailings 
of government needs by writing to 
any Commerce Dept. field office for 
“Synopsis of U. S. Government. 
Proposed Procurement, Sales and 
Contract Awards.” Cost of the ser- 
vice is $7 a year by regular mail 
or $25 a year by airmail. 


Consumers still optimistic 
about their future finances 


Your customers can still be 
talked into buying goods this year 
even though they think “bad 
times” are coming. 

That’s what the Federal Reserve 
Board’s 13th annual Survey of 
Consumer Finance shows. 

Two out of every five customers 
expect “bad times” in the months 
ahead, the survey shows. 

But few persons expect to be 
affected. The survey shows that 
3 out of 4 actually expect to be 
earning as much or more at the 
start of next year as they were 
earning at the beginning of 1958 
when the survey was taken. 


New home construction shows 
signs of continuing pick-up 


Housing continues to be one of 
the brightest spots in the economy, 
the government reports. 

Requests for government-backed 
mortgages in February were well 
above last year. FHA loan re- 
quests topped last February’s to- 
tal by 70 percent. 


(Resume reading on page 11) 
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‘““My customers rely on me for knowl- 
edge about the firearms I sell. I’ve 
worked hard to earn their confidence. 
So when someone asks me about 
Marlin’s exclusive Micro-Groove 
Rifling* I tell him the facts: 
‘Instead of 4 to 6 fairly deep lands 
and grooves, Micro-Groove Rifling 
has 16 shallower ones. 
‘“Micro-Groove Rifling reduces gas 
leakage. This results in higher 
muzzle velocities and more uni- 
form, accurate trajectories. The 


“"GREAT GUNS SINCE 1870" 


“You bet | know 








about Martin's 
Micro-Groove Rifling!” 


Micro-Groove Rifling process com- 
presses the barrel metal instead 
of cutting it. This makes a sort of 
extra-hard ‘lining’ inside all Marlin 
.22 barrels, for longer life. And with 
no deep grooves to catch powder 
and lead fouling, Micro-Groove 
Rifled barrels are easier to clean. 
‘More than 25,000 test rounds prove 
Marlin’s Micro-Groove Rifling 
gives a 20-25% accuracy bonus.’ 


“I hear Marlin’s launching a big ad 
. . | ry.’ 
campaign on Micro-Groove.That 


Marlin 


Micro-Groove Rifling 
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means a lot of customers will be ask- 
ing questions about Micro-Groove 
Rifling. I've got the answers. How 


about you?” “Patent applied for 


MAIL THIS COUPON TODAY! 


MARLIN FIREARMS CO., P.0. Box 995, WY. 17 

Please send me, without obligation, items checked: 

[] Permanent wall bulletin board and sighting-in 
guide with data on all popular factory loads for 
handy reference. 

[] “Hot Prospect List” of people in my territory to 
whom Marlin sent a catalog at their rquest. 

[] Marlin Direct Mail Dealer Pian. 

[_] Free Sample of Marlin RUSTOPPER—the miracle 
powder that stops rust and corrosion without oil 
or grease (based on VPi—Vapor Phase Inhibitor ) i 

[_] “Ten Tested Ways to Boost Gun Profits.” + gg i 


PDs a. 6 Cbd owicccrecccsccéisccsvcoecccses | 
as 64. Sok ci cic cccztckevcncesecsee { 
Gendt cncnaacnstennenddcnunes cones i 
Tietnennce: . ecvesies BORD 66 RD. cece: f 
Thenaistanesemasemenenmnend! 














































SENSATIONAL 
SALES RECORDS 


Reported by distributors of 


DALTON PRODUCTS! 


It's a combination of efficient design-features with 
their greater utility . . . sturdy construction ... 
competitive prices that take the trade by storm! if 
you want to increase your profits, order these fast- 
selling DALTON items through your Jobber today! 


DALTON "2" JIG SAW 


$29.95 


Complete 
with 
3 Different 
Blades and 
Allen Wrench ~. 


Check These 
Sales-Making 
Features: 





@ New Square Reciprocating Shaft distributes pres- 
sure evenly over two surfaces of shaft as saw is 
fed into material being cut—preventing blade from 
twisting—giving you a clean, true cut. 

® Grip-Switch Handle equipped with Heavy-Duty 
Switch provides COOLER handling, better control. 

@ if blade breaks, simply remove stub from shaft 
and put good piece back in saw. 


Now! 4 nail holes on top 


New! Improved! 
double the holding power, 


Md APS. separation of SPEE-DEE 
il. 
a SAWHORSE 





— BRACKETS 


with Exclusive Flanged 
Nail Holes for quick, 
easy disassembling. 
Takes dressed or com- 
mon 2x 4 lumber. 


In Display 
Package 
Per Pair 


$1.79 


Slightly higher 
on West Coast. 


The Newest Wrinkle in a Hose Hanger 


New SPEE-DEE WAtt 


TYPE 


GARDEN HOSE HANGER 


@ Knocked-down — all parts 
attractively packaged. 

@ Saves warehouse space, 

® Facilitates handling. 

@ Allows dealer to conveni- 
ently display on the coun- 
ter or in windew for rapid 
turnover ‘‘impulse’’ sales. 

@ Holds 100 ft. of hose. Pat. 

@ Mounts easily on any wall. Pend. 

® Made of =e gauge steel with handy handle, 





enamel fini 
@ Easy to PE and nuts included to put 
together. 
Suggested List Price 79¢ 
DALTON 
Fully Mechanical 
Sawhorse Legs 
Two Sizes — 24” and 
30” Heights. Sturdy, 


All-Steel. Wide saddles 
hold crossbar securely. 
Crossbar can be any 2” 
lumber in any length. 


G | 24” High 

— Legs. Be $4.90 
aa ao 30” High 

ands loa ” 
: i Ibs Legs. Pr... $5.80 


Slightly higher on W. Coast 





Other Profitable Dalton Products 
Daiton D-500 Portable Electric Jig Saw 
Dalton Fully-Mechanical Sawhorse Brackets 
Dalton Fold-A-Way Aluminum Ladder 


DALTON MFG. CO. 


30 S. Central Ave. St. Louis 5, Mo. 
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Convention Calendar 





conventions 


shows 


conferences 








For complete details abo 
the alphabetical 


1958 
April 
13-17 Southern Hardware Convention, 
New Orleans 
May 
18-19 Southwest Hardware Co. Mer- 
chandise Show, Norwalk, Calif. 
26-28 Triple Industrial Supply Conven- 
tion, New York 
June 
8-10 Ace Hardware Corp. Summer 
Convention & Toy Show, Chi- 
cago 
12-14 Texas Wholesale Hardware 
Assn. & Texas Hardware Boost- 
ers Club, Galveston 
July 
7-11 National Housewares 
Atlantic City 


Exhibit, 





Convention Check List 


ut the conventions listed by dates below use 
listing following this quick check list 





27-30 Associated Fishing Tackle Mfrs. 
Trade Show, Chicago 

27-31 National Retail Hardware Assn. 
Congress, Chicago 

28-30 Our Own Hardware Co., Sum- 
mer Convention & Stockholders 
Meeting, Minneapolis 


August 
3-6 West Coast Housewares Show 


San Francisco 


September 
7-10 Mid-West Hardware & House- 
wares Show, Chicago 
8-9 Walter H. Allen Co., Inc., An- 
nual Stockholders’ Meeting & 
Merchandise Show, Dallas 








National Events 


Associated Fishing Tackle Mfrs. 
Trade Show, July 27-30, Sherman 
Hotel, Chicago. Sponsored by As- 
sociated Fishing Tackle Mfrs., 430 
Bond Bldg., Washington 5, D. C., 
John M. Holmes, secretary-trea- 
surer. 


Industrial Supply Convention, May 
26-28, Waldorf-Astoria Hotel, New 
York. Sponsored by American Sup- 
ply & Machinery Mfrs. Assn., W. 
B. Thomas, Hunter-Thomas Asso- 
ciates, 2130 Keith Bldg., Cleveland 
15, business manager; National In- 


dustrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3, Robert C. 
Fernley, executive secretary; 
Southern Industrial Distributors’ 


Assn., 712 Volunteer Bldg., Atlanta, 
Ga., E. I. Pugh, secretary-treasurer. 


National Housewares Exhibit, July 
7-11, Convention Hall, Atlantic 
City, N. J. Sponsored by National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 27-31, Conrad Hilton 
Hotel, Chicago. Sponsored by Na- 
tional Retail Hardware Assn., 964 


N. Pennsylvania St., 
4, Ind. 


Indianapolis 


Regional Events 


Ace Hardware Corp. Summer Con- 
vention & Toy Show, June 8-10, 
at Ace Warehouse, 2355 S. Blue 
Island Ave., Chicago 8. 


Walter H. Allen Co., Inc., 24th An- 
nual Stockholders’ Meeting & Mer- 
chandise Show, Sept. 8-9, at Baker 
Hotel, Dallas. Company offices are 
at 6210 Denton Drive, Dallas 35. 


Mid-West Hardware & Housewares 
Show, Sept. 7-10, Navy Pier, Chi- 
cago. William B. Moody, show man- 
ager; William F. Ewert, operations 
manager, 1451 Merchandise Mart 
Plaza, Chicago 54. Sponsored by II- 
linois, Indiana, Michigan and Wis- 
consin Retail Hardware Assns. 


Our Own Hardware Co. Summer Con- 
vention & Stockholders’ Meeting, 
July 28-30, at company offices and 
warehouse, 618 N. Third St., Min- 
neapolis. 


Southern Hardware Convention of the 
Southern Wholesale Hardware 
Assn. & the American Hardware 
Mfrs. Assn., April 13-17, at Hotel 
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CRESTOLOY END CUTTING NIPPERS 
No. 72, 6”. Also in 7” size. 


Each and every 
CRESTOLOY PLIER is 
individually tested! 


—— 
= 










CRESTOLOY HEAVY DIAGONAL 
CUTTING PLIERS 
No. 542, 7” size only. 


CRESTOLOY LINEMENS’ SIDE 
CUTTING PLIERS 
No.1950, 8”. Also in 6” and 7” sizes. 


CRESTOLOY LONG NOSE SIDE 
CUTTING PLIERS 
{ No. 654, 6". Also in 7” size. 


ee ee 


This Plier . 


is made o 


CRESTOLOY DIAGONAL CUTTING 
PLIERS 
No. 942,6”. Also in 4” and 5” sizes. | 






ths focter/y 


When you choose a CRESTOLOY 





PLIER you know you are getting top 
value and proven performance. After 
rigorous factory testing for ease of cut- 
ting, hardness of blades and strength, 
each tool that passes these tests is tagged 
with the certifying tag reproduced 
above. CRESTOLOY PLIERS are 
available in more than a score of pat- 
terns including the five popular types 
illustrated. 


Crescent is our trade-mork, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


JAMESTOWN, 


CRESCENT TOOL COMPANY, 
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' CRESCENT TOOLS — 
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HARDWARE DEALERS every- 
where are increasing their tool 
sales with Crescent Display panels. 
Designed for wall, counter, table 
|} or window display, they can be 
used with various mounting fix- 
tures. Ask your jobber for details. 








ign of lhe Cfrtisan 
Symbol of Excellence 


NEW 


YOrR K 





Tape it easy, Mac! | Convention Calendar 








Gold Seal Tape 


sticks tight in any weather 


Show your tape customers why it’s 
easy to do a first-class insulating job 
with Gold Seal Friction Tape. Con- 
forming readily to uneven surfaces, 
it sticks tight in any temperature 
and under all weather conditions. 
And, one thickness insulates. Gold 
Seal will save money for them, 
make money for you. Jenkins Bros., 
Rubber Division, 100 Park Avenue, 
New York 17. 


In 10-roll 
containers 
or single rolls. 









Each roll 
sealed in cellophane, 
stays fresh. 


cold Seal FRICTION 


RUBBER « PLASTIC Tapes 
Commercial and Specification Grades 


| 








(Continued) 


Roosevelt, New Orleans. SWHA 
managing director, T. W. McAllis- 
ter, P. O. Box 216, Windermere. 
Fla.; AHMA secretary, Arthur L. 
Faubel, 342 Madison Ave., New 
York 17. 


Southwest Hardware Co., Inc., Mer- 
chandise Show, May 18-19, at com- 
pany warehouse, 13827 S. Carmen- 
ita Rd., Norwalk, Calif. 


West Coast Housewares Show, Aug. 


3-6, at Western Merchandise Mart, 
1355 Market St., San Francisco. 
Sponsored by Western Housewares 
Assn., Western Merchandise Mart, 
1355 Market St., San Francisco 3. 


State Events 











Texas Wholesale Hardware Assn. and | 


Texas Boosters Club Annual Con- 
vention, June 12-14, Galveston. 


Howard Weddington, 1327 National | 


City Bldg., Dallas 1. 





Beekeeper lines attract 


farmers and hobby trade 


When hardware stores sell bee- | 
_ keepers’ supplies they attract com- | 
_mercial beekeepers and hobbyists. | 
That’s the experience of a mid- | 


western firm. 


When the firm obtained fran- | 


chises to sell the supplies, the 
dealer and several members of his 
staff began to study bees. 


The dealer explained, “You have 


to know bees in order to sell the | 


| proper equipment and to be able | 


to explain the use of these items.” | 


“Men who become interested in 
beekeeping will usually keep at it. 


| Although bees do not have to be 
_bothered with from fall to spring, 





commercial beekeepers’ getting 
money for honey in the fall will 
buy their equipment at that time.” 

Although the store does not 
stock bees it will order them for 
customers. To give 


the proper | 


atmosphere to a spring window | 


of beekeepers’ 
has 
in the display. 

The animated displays attract 
many customers who might not 
otherwise look at that window. 
Some people who visit the store to 


supplies the firm 


| ask about the displays stay to buy 


some of the supplies and in some 
cases became regular customers 
for these lines. 


included an observation hive | 









For point-of-purchase 


IMPACT: 


HINDLEY 
alt- Service 


PIC-PAKS 


MORE COMPACT... 
EASIER TO HANDLE! 


Reusable Pic-Paks eliminate the 
clutter and confusion of plastic bags 

. . take 4 the space .. . convert 
your non-paying display trays into 
meat, profitable Bright Wire Hard- 
ware departments. 


FASTER IDENTIFICATION! 


Colorful, easy-to-see window units 
help customers to select the wire 
hardware item they need .. . promote 
greater impulse buying. 


SAVE TIME... SAVE WORK! 


Ready-packed Pic-Paks eliminate 
counting and sorting . . . save hours 
of time and trouble on inventory and 
stock control. 


COMPLETE ASSORTMENT! 


Everything you need in quality 
bright wire hardware, including 
screw eyes, cup hooks, curtain rod 
hooks, gate hooks, shoulder hooks 
and clothesline hooks. Units may be 
ordered individually or as a complete 
assortment including colorful Mason- 
ite display board. 


ORDER FROM YOUR WHOLESALER 





in 
indley 


HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 















WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 
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SPINNING- 

SUDSING 

CAR & HOME 
WASHER 

Spins, sudses, has all the 
features of brushes selling 


at much higher prices! 
Packed in colorful 


display shipper! 
Reg. retail price $6.95 
SPECIAL Hardware 


Week Price $498 








ALL YOUR BRUSHES FROM ONE DEPENDABLE SOURCE M&@ EMPIRE BRUSHES, INC., PORT CHESTER, NEW YORK 
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INDOOR 
PUSH BROOM 


with 2-Piece 
“Carry-Home”’ handle! 
Bright new colors... 
pink or yellow! 
Brushes and handles 

in one easy-to-see, 
easy-to-sell display! 
Reg. retail price $2.98 
SPECIAL Hardware 


Week Price $939 






—-. 


‘ DY 
4 














OUTDOOR 
PUSH BROOM 


with 2-Piece 
“Carry-Home” handle! 
ALL-IN-ONE package 
saves space, makes 
selling easier! 

Tough, rugged broom 


for outdoors. 


In brown or green! 
Reg. retail $2.98 
SPECIAL Hardware 


Week Price $939 




















WHAT'S NEW 





(Continued from page 15) 


cooking fans will want Phoenix 
Surefire, an electric charcoal light- 
er which can be connected to any 
electric household outlet. It has 
safety cord and stand. Retails at 
about $5.95. Phoenix Consumer 
Products, Ince. 


For more data circle No. 13 on postcard, p. 123 


Roller skates with color 


Youngsters with an eye for color 
will want Rainbow Scout roller 
skates in the same quality as Flying 
Scout models. They have red steel 
wheels, and straps with blue ankle 
pads, or yellow steel wheels and 





ankle pads with black straps. Chi- 
cago Roller Skate Co. 


For more data circle No. 14 on postcard, p. 123 


Fast drying spray enamel 


Do-it-yourself and professional 
painters will want Dem-Kote spray 
enamel offered in 12 fast-drying 
colors. Dem-Kote line also includes 
degreasing solvent, pentrating oil, 
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and clear plastic. Put up in 16-0z 
pressurized cans. Color card avail- 
able. Dayton Electric Mfg. Co. 


For more data circle No. 15 on postcard, p. 123 


Gasoline-power lawn sweeper 


Customers with large lawns will 
want the Homemaster gasoline- 
powered lawn sweeper. Automatic 
belt-tightener clutch and anti-wrap 











reel prevent debris from clogging 
and binding brush reel ends. Au- 
tomatic hood height control for 
sweeping different surfaces. Extra 
wide wheels minimize lawn mark- 
ing. Parker Sweeper Co. 

For more data circle No. 16 on postcard, p. 123 


A ratchet pipe reamer 


Plumbers and _ do-it-yourselfers 
will want the Toledo No. 182 
ratchet pipe reamer which is espe- 





cially effective for small pipe. 
Seven-flute design is designed to 
remove chips better and to im- 
prove cutting qualities. It is de- 
signed for fast reaming. Will not 





gouge, and feeds into pipe with 
light pressure. Easily resharpened, 
it has pipe capacity of 4g to 2 in. 
Toledo Pipe Threading Machine Co. 


For more data circle No. 17 on postcard, p. 123 


Aerator roller for mowers 
Lawn mower owners will want 
the Roll-Aerator, a roller replacing 





regular unit 
mowers. 


on hand or power 
It aerates lawns while 
mowing to increase water, oxygen, 
and fertilizer absorption. All parts 
are free to rotate independently to 
give clean, uniform penetration of 
hard-packed turf. Roll-Aerator Co. 


For more data circle No. 18 on postcard, p. 123 


Plastic candy-nut dishes 
Homemakers will want these 
plastic candy-nut dishes for their 





homes and as gifts. Removable, dec- 
orative plastic bow] rests in bright 
brass finished cradle. Retail prices, 
B7-5, single, $1.29, 2B7-5 double, 
$1.98 and 3B7-5, triple bowl, $2.98. 
Artistic Wire Products Co., Ine. 


For more data circle No. 19 on postcard, p. 123 


Outboard motor service kit 


Owners of outboard motor boats 
will want the Challenger Imperial 
outboard maintenance kit, a 36- 
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Order this merchandising trio now...the displays 
are free... you pay only for the padlocks. 


Your padlock volume will go up when these versa- 
tile self-selling displays go up in your store. And 
they'll work anywhere, as top hangers; side hang- 
ers, back easels! Here’s what you get: 


HM-10 PADLOCK MERCHANDISER — 24 padlocks (one 
each as reserve stock). Twelve locks on bright red 
and blue rectangles against wood-grained back- 
ground. Your cost (padlocks only) $18.79. 
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Three Yale Padlock 


salesmen for your store! 


YALE—REG. U.S. PAT. OFF. 
























































HM-9 PADLOCK MERCHANDISER—24 padlocks (16 as 
reserve stock). Eight locks on bright red and blue 
squares against wood-grained background. Your 
cost (padlocks only) $15.60. 


HM-8 PADLOCK MERCHANDISER— Four long shackle 
padlocks on bright yellow and red display suggest- 
ing various uses. Your cost (padlocks only) $3.60. 


Put them to work for you. See your jobber, or 
write: The Yale & Towne Manufacturing Company, 
Lock & Hardware Division, White Plains, N. Y. 


YALE & TOWNE 












WHAT'S NEW 











piece set of repair and tune-up 
tools. Packed in a waterproof roll- 
up pouch which folds to 5x1114%x2 
in. size. Includes spark plug holding 
socket, open end wrenches, pliers, 
feeler gages and other needed tools. 
List $9.98. Penens Tool Corp. 


For more data circle No. 20 on postcard, p. 123 


Portable LP gas lamp 


Customers who want a portable 
lamp for use in event of power fail- 
ure will want the Porta-Lamp oper- 
ating on its own LP butane gas 
supply in a disposable can good 
for 5 to 12 hours of light. Dual 
mantels are covered with fire-proof 
fiberglas lamp shade. Lamp lists 





at $10.95, butane refills at 69¢. 
Blu-Burn-R Products. 


For more data circle No. 21 on postcard, p. 123 


Chain check door stop 


The Raedisch Sav-A-Dor chain 
door stop has been renamed the 
Ludwig Sav-A-Door. It has chain 
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TITILLLLe 


check with spring shock absorber. 
Mounting bracket screws are se- 
cured in different grain strata for 
greater holding strength. Usable 
on metal or wood doors. Snap cot- 





ter pin permits easy removal. Lud- 
wig Mfg. Co. 


For more data circle No. 22 on postcard, p. 123 


Hardwood latch inserts 


Arguto latch inserts made of 
specially treated South American 





hardwood will now be included as 
part of the latching unit in all 
Yale 5400 heavy-duty cylindrical 
locksets. Inserts provide smooth, 
quiet latching action and preclude 
wearing of bolt or strike. Yale & 
Towne Mfg. Co. 


For more data circle No. 23 on postcard, p. 123 


Vise features five jaws 


Mechanics, plumbers, do-it-your- 
selfers will want Toledo No. 25 
vise, 4a to 4%-in. capacity, which 
has two extra jaws instead of three. 
Vise gives positive grip, regardless 
of pipe or conduit size, up to 4 in. 











if nea 
THREE 


The frame has large Acme screw 
threads. Non-slip integral benders 
keep pipe from slipping. Toledo 
Pipe Threading Co. 


For more data circle No. 24 on postcard, p. 123 


Pest and weed power sprayer 


Farmers, nurserymen, and pro- 
fessional gardeners will want the 





model 6210 Spraycat power sprayer 
for weed and pest control. It de- 
velops up to 200-lb pressure with 
discharge up to 2-gal per minute, 
and has big sprayer hose and gun 
adjustable for fog or full stream 
spray. Offered with 1%-hp gas 
engine or 144-hp electric motor. Ac- 
cessories available. Root - Lowell 
Corp. 


For more data circle Ne. 25 on postcard, p. 123 


Plastic basement paint 


Homeowners and painters who 
want to refinish the walls of base- 
ments will want Loxon basement 
wall paint, a ready-to-use latex 
paint for application by brush, 
roller, or spray for all types of 
basement wall surfaces. Offered 
in 12 standard colors and white. It 
can also be used in more colors 


(Continued on page 126) 
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Be sure to write name 
and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
























































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 





FIRST CLASS 
PERMIT NO. 36 


New York, N. Y. 






















BUSINESS REPLY CARD te 
Ne postage necessary if mailed in the United States a 
> mene ae 
POSTAGE WiLL BE PAID BY a 
HARDWARE AGE oe 
Post Office Box 60 panes 
Village Station ee 
NEW YORK 14, N. Y. on 
Postcard valid 8 weeks only. After that use own letterheed fully describing item wanted. 4/10/ se 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 . 2 Ff tea: BB 
oo Ft He FF FB a2 2 BD. eae se Be a 
31 32 33 34«6-.38—CU86C<C TC HC TDC OCU COOH 
So @G& @ FF 2B 8 S&S 2? eS 6S 
61 62 63 64 65 66 67 68 6 7 FF 72 73 =F 
7646«T77*~C~Ca8t iT —CCil CT CKCiCKHOCi‘i SSSCsi‘iCi‘éS}sé8 
7 #9 9 9 9 9 9F %9 9 100 101 102 103 104 105 
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Se THe Hee eH HHH HEHE HEHH HSE HEHEHE SETH OSES SHE SEES EO SESE EE ES “SeeeEs 
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SHS SHH SHS SHS SHSHSSSHSSSSEH OE SES se eWUSecccecs coMeMiBescesecseocsecs 





















































plays, etc., in the “What's New’ columns. You get 
HARDWARE AGE than in any other magazine. 


mark a circle around the same number on the post 
under the individual item description. 





@ Drop the post card in the mail box. No postage is 


will be sent you on each item. 





























Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 4/10/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 8 5 6 7 8 . rh: 8 we ee ee 
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aw FP Fe BB G2 2 O28 2 2 BB we. ae ae 
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PERMIT NO. 36 


New York, N. Y. 








BUSINESS REPLY CARD 


Ne postage necessary if mailed in the United States 





POSTAGE WiLL BE PAID 8Y 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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Here is Your Quick Check Card 


| 

| 
What it is... How it works | | 

| 


@ Each issue brings you dozens of descriptions of new products, new dis- 


@ When you want more free information on any of these products, simply 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 





more of these in 


card as appears 


needed. You will 






































MN 


| 
| 
| A big help for busy deal- 
| 


ers. Use this card for tree 
information on new prod- 


Meee vidal el-leM imal Mite 










































































Please use this P. O. 
Box Address for Quick 
Check HII Only | 
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NEW COUNTER 
TOOL TOWERS 
each under #2000 
to dealers 





TAKE YOUR PICK 
FREE 
WITH TOOL ASSORTMENTS 


NEW COUNTER TOWERS 
FOR HYDE CARDOSELLS 


FIX -£Y 






oe PAINT UP 
Three small, smart, revolving wine and gold colored Counter Tool Towers test TOOLS Baa 
FREE with less than $20 of Fix-Up and Paint-Up HYDE CARDOSELLS Tool Yigg oneal 


Assortments. 





NO. C115 BLUE DIAMOND COUNTER TOWER 
12—C3E-1%” Elastic Putty Knives 6—C3E-3” Elastic Wall Scrapers 
12—C3S-1%” Stiff Putty Knives 6—C3S-3” Stiff Wall Scrapers 
SIZE: 19” high, 13” wide WT. FIXTURE & TOOLS—-9 Ibs. 
SALES LIST—$27.90 DEALER PROFIT—$11.16 DEALER COST—$16.74 


NO. C114 PAINT SCRAPER COUNTER TOWER 
6—C78 Scraper with 1” blades 24—80-3 Biades 2 tf 
6—C79 Scraper with 142” blades 12-~79-3 oe ve a 
6—C80 Scraper with 2” biades 12—78-3 Blad | a 
SIZE: 19” high, 13” wide WT. FIXTURE He TOOLS—10 Ibs. 
SALES LIST—$32.70 DEALER PROFIT—$13.08 DEALER COST—$19.62 


NO. C113 BLACK AND SILVER COUNTER TOWER 
6—C2E-1%2” Elastic Putty Knives 6—C2E-3” Elastic Wall Scrapers 
6—C2S-1 42” Stiff Putty Knives eB Elastic Wall xy oy 
SIZE: 19” high, 13” wide WT. FIXTURE & TOOLS—10 Ibs. 


SALES LIST—$30.30 DEALER PROFIT—$12.12 DEALER COST—$18.18 


NEW WALL TOWER FOR 
HYDE CARDOSELLS 


Wine and gold revolving fixture fastens to wall or post. Given at no 
charge with the following HYDE CARDOSELLS Assortment: 


NO. C117 WALL TOOL TOWER 

6—C2E-1 2” Elastic Putty Knives 2E-4” Elastic Joint Knives 
6—C2S-1 42” Stiff Putty Knives aed ’E-5” Elastic Joint Knives 
6—C3E-1%4" Elastic Putty Knives 6—C3E-3” Elastic Wali Scrapers 
6—C3S-1 4” Stiff Putty Knives +—C3S-3” Stiff Wali Scrapers 
6—C2E-3” Elastic Wall Scrapers 3E-4” Elastic Joint Knives 

6—C2S-3” Stiff Wall Scrapers +—C3E-5” Elastic — Knives 
SIZE: 43” high, 5%” wide, ING we IXTURE AND 
with tools 16” wide S—25 ibs. 20 


SALES LIST—$85.80 DEALER PROFIT—$34.32 DEALER COST—$51.48 


NEW FLOOR TOWER 
FOR HYDE CARDOSELLS 


NO. C120 FLOOR TOOL TOWER 
New wine and gold, all wood, revolving fixture takes only 14° square of 
floor space. Features 17 Fix-Up and Paint-Up Tools. Given at no charge 
with the following individually carded tools: 
BLACK & SILVER BLUE DIAMOND 
6—C2E-1¥” cae Putty Knives 6—C3E-1%” Elastic Putty Knives 
6—C2S-1 4” Stiff Putty Knives 6—C3S-1 Ve” Stiff Putty Knives 
6—C2E-3” Elastic Wall Scrapers 6—C3E-3” Elastic Wall Scrapers 
6—C2S-3” Stiff Wall Scrapers 6—C3S-3” Stiff Wall Scrapers 
6—C2E-4” Elastic Joint Knives 6—C3E-4” Elastic Joint Knives 
6—C2E-5” Elastic Joint Knives 6—C3E-5” Elastic Joint Knives 





= 





thank 
—“ Vv? 


ie 











oe ORDER Now 
24—80-3 Blades 
6—C85 6—C8 Scrapers 12—79-3 Blades 
SIZE: 5'6” high, 13” wide WEIGHT FIXTURE & TOOLS—4S9 Ibs. 


SALES LIST—$130.14 DEALER PROFIT—$52.06 DEALER COST—$78.08 


FROM 


YOUR 
HYDE MFG. CO. 


SOUTHBRIDGE, MASS., U.S.A. WHOLESALER 











NEW FLOOR ~ 
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Popular package 8-oz. can fitted with 

Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 

THE DYKEM COMPANY 

= Established 1920 
= 2305B North 11th St. « St. Lovis 6, Mo. 











WHAT'S NEW 


(Continued from page 122) 





| with Kem tinting colors. The Loxon 


| ditioner, 


| latex concrete to fill 





line also includes a masonry con- 
masonry surfacer, and 


HOXON 


fon 5 Wash 


holes and 
cracks in basement. Sherwin-Wil- 


liams Co. 


| For more data circle No. 26 on postcard, p. 123 


Multi-purpose adhesive 


Homeowners and motorists will 
want Multi-Purpose Foamedge for 


| weatherstripping and bumper-seals 





| for overhead garage doors. It is 


encased in attractive white vinyl] 
tubing and has self-adhesive flange 
edge for attaching to almost any 
surface for sealing, shock absorp- 


_tion or sound proofing. Lists at 





'98¢ for 10 ft. 





Sterling Alderfer 
Co. 


For more data circle No. 27 on postcard, p. 123 


Plastic case vacuum bottle 


Customers who want an eye- 
catcher, one-quart vacuum bottle 
will want the Aristocrat. It has 
new combination plastic tip protec- 
tor with gray and beige colored 
high-impact polystyrene case. New 





combination plastic tip protector 
and cushion shock absorber will 
prolong life of vacuum bottle fillers. 
Semi - rectangular design prevents 


rolling when placed on side. List 
$4.95. American Thermos Prod- 
ucts Co. 


For more data circle No. 28 on postcard, p. 123 


Combination hand lamp 


Sportsmen, 
home owners, 


summer camp and 
and motorists will 








want the model 264 combination 
whitelight and red flasher type Big 
Beam electric hand lamp. Thermal 
flasher unit is contained in bulb. 
Flasher arm is adjustable for hori- 
zontal or upright use. Separate 
switches will operate flasher and 
white light independently. Model 
266 is a lower priced model with- 
out flasher arm. U-C-Lite Mfg. Co. 


For more data circle No. 29 on postcard, p. 123 


Tape for wrapping trees 


Homeowners with young trees to 
protect will buy Bark-a-Roll, which 
can also be used to wrap injured 
trees. This wrap is made of two 
layers of tough kraft with asphalt 
center, creped to allow just the 
right give for easy handling and to 
snugly fit over irregularities of 
tree trunk or branch. Two 25-ft 
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For the Big '58 VISE-GRIP Sales Program! 


4200.00 
ay 


























BACKED BY ADS IN— pe YOU'LL GET THE 
© ure = "Ka WHOLE STORY... 
© Popular Mechani “SIN. 
Popular Mechanics — . , tena 
~ ee — - .¥ . oN, | e. ‘) real soon! The ads, the 
® Successful Farming G SS ws, * \ 
ta 4 Big Contest start in May 
® Cappers Farmer f , 
© niente R z W A 2 D ) iN and continue right on 
® Farm Journal (Western Ed.) i through October. The 
® Industrial Magazines biggest, rootin’, tootin’ sales 
® Automotive Magazines C ON ¢ E S 4 program you ever saw! 
: | 











ita Ya 
Read About the BIG Free Dealer Sales Kit! 


. . » Containing “Reward Posters’’, Display Tags, 
fun-packed Dealer Sales story, Contest Informa- 
F tion Sheets, Ad Mats — everything! 


How You Can Win BIG Money Prizes! 


. « « You'll see how you and your customers can 
share in big money prizes — awarded every month 
for six months! 


Why It Pays to Get VISE-GRIP on Display—NOW! 


. . . Start today! Get Vise-Grips up and on display. 
Your customers will be asking you about them — 
real soon! 


HARDWARE AGE, APRIL 10, 1958 








































« 


~ - ~~ 
+ Ce oct 
, a 
d 
- 


‘hae 






© Chisel 
® Easy Access to 
@ Bali Bearing. 
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Customers BU Y 


' when they SEE what 
they need in your store. 


REMIND ‘EM WITH 
A PROMINENT 
DISPLAY OF NEW 


Ball Bearing 


SICKLE and TOOL 
GRINDERS 


and Abrasive Wheels 


res 


Attachment 
nt of wheels. 





NEW ELECTRIC TOOL GRINDER 

@ Heavy Duty % H.P. or 1/3 H.P. Motor. 

oan 
ro 


included. 


WHAT'S NEW 











POLISHING 
HEADS 


fli exacting needs of 
your most particular 
customers ct the right 
price. A full line of 
Beit driven Sickle 
ond Too! Grinders 
. @iso Hand 
operated Tool and 
Slekle Grinders. 































































center pulley. 
© A Complete Line! 








New Improved Design 
SAW MANDRELS 


® Ball Bearing type availabie with single 
or double threaded ends. 
® Pillow Block type with end pulley. Also 




















Fully Vitrified 


ABRASIVE WHEELS 
SICKLE Re ry by 























wi 


Safeguard good tools 
and sections. ss 
fast cutting . .. 
better balanced. Unt 
fermiy made. Accw- 
rately dressed. Care- 
fully tested. 










































































MINNEAPOLIS 


4 


MINNESOTA 






CUSTOMERS WON'T BUY ‘EM IF 
THEY DON'T SEE ‘EM! 
. STOCK THE FULL WISSOTA LINE! 


WRITE FOR COMPLETE CATALOG! 
Ask Your Jobber's Salesmen. 


MANUFACTURING COMPANY 
























| Offered 








rolls, 2 in. wide, retail at 49¢. Rho- 
pac, Ine. 
For more data circle No. 30 on postcard, p. 123 


Snag-freeing attachment 

Sportsmen who use boats and 
canoes for fishing will want Pad- 
dle-Off, a simple snag-freeing at- 
tachment for oar or paddle to al- 
low recovery of hooks, lines, and 
lures from submerged obstacles. 
Line is passed through slot in de- 
vice and paddle is slipped down line 
until snag is released. Attachment 





is rust resistant. Packed on cards 
of 12. Ideal Fishing Float Co., Inc. 


For more data circle No. 31 on postcard, p. 123 


A plastic drip catcher 

Homeowners will want this im- 
proved drip catcher for modern type 
toilet tanks. Moisture drains into 
plastic tray, equipped with cups. 
in decorator colors and 
white. Catchers are held in place by 
flexible, rustproof metal hanger 
strips to fit in back of tank and 
under tank top. Third strip fits 
neck of toilet bowl. Lists at $2.99. 


Akay Corp., Div. Hauser Products, 


Inc. 


For more data circle No. 32 on postcard, p. 123 


Improved circulator line 
The 1958 Quaker radiant vented 
automatic gas Fireplace circulators 


} 













have temperature controls at waist- 
high position on cabinet for finger- 
tip control. Also, Warm Floor twin 
blower to provide constant circulat- 
ing flow of warmth. Heaters range 
from models giving 35,000 to 80,000 
BTU input for natural gas and for 
LP gas. Heil-Quaker Corp. 


For more data circle No. 33 on postcard, p. 123 


Two mobile power sprayers 


Nurserymen, farmers, breeders, 


poultrymen, homeowners, and main- 
want 


tenance men will low-cost 
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mobile Paragon power sprayers. 
For easy cleaning and accessibility, 
hydraulic-type piston tank is on top 
of tank above solution. Mechanical 
agitator keeps solutions well mixed 
during application. Rubber tired 30 
and 50 gal units offer discharge rate 
up to 11% gal per minute. Campbell- 
Hausfeld Co. 


For more data circle No. 34 on postcard, p. 123 


Felt-tipped caster line 


Customers who want to prevent 
scratching high polish floors will 


want Bassick Feltoid tip casters. 
They can be used on back of chairs 
to prevent scratching walls and on 
desk or table-top equipment. Thick 
felt pads are encased in sturdy 
metal jacket with recessed screw 
for easy application. Offered in %4 
and l-in. diameter, visual pack of 
four. Bassick Co. 


For more data circle No. 35 on pestcard, p. 123 


Automatic garage door 


Homeowners will want this non- 
electric automatic garage door 





opener. The Challenger Mark V 
includes sealed rubber hose perma- 
nently attached to driveway. When 
car is driven over hose its weight 
pushes a bubble of air through tub- 
ing of rubber to activate latch at 
top of door. Door opens on its 
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These tools are 
Vichek “basics”. 
Order them 
with or without 
merchandiser ! 


Nei, 


a a 
omplete 
Assortment! 


Sockets & Sets 
Wrenches 
Punches 
Chisels 
Hammers 
Screw Drivers 
Pliers 


Tinner’s Sntps 





mwa 


TOOL LINE 


Money adds up faster when you're selling a 





line that's priced right!... Every Vichek Tool 
is high quality and budget priced to boost 


sales. Contact your distributor today. 





lehek TOOL COMPANY 


3017 East 87th Street - Cleveland 4, Ohio 
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WHAT'S NEW 








own spring tension. Retail price 
in most areas $44.88. Challenger 
Lock Co. 


For more data circle No. 36 on postcard, p. 123 


3/g-in. socket wrench set 


Do-it-yourselfers and mechanics 
will want the S-K 4520 set packed 
in sturdy metal tool box with S-K 


sockets, eight deep sockets. Tools 
have polished chromium-plated fin- 
ish. List $17.95. S-K/Lectrolite 
Tools. 


For more data circle No. 37 on postcard, p. 123 


Soft glass type heat lamp 


Customers who use indoor heat 
lamps will want the R-40 red bowl 
soft glass type heat lamp. Lamp 
can be used outdoors if properly 
protected against weather and 
splashing liquids. Prices are mid- 


way between higher priced hard 
glass red bowl type and lower 
priced clear glass lamp. A com- 
bination package includes holder 
and safety guard as well as lamp. 
Sylvania Electric Products, Inc. 

For more data circle No. 38 on postcard, p. 123 


ratchet, one each 2% in. long ex- 
tension, flex-head handle, cross bar, 
universal joint and seven standard 


A combination square 


Homeowners and carpenters will 
want the Corsair CS-12 combina- 
tion square which can be used as 
try square, mitre square, depth or 
marking gage, or as a level. Plated 
blade, 12 in. long, 1 in. wide, grad- 
uated in 8ths, 16ths and 32nds. Ac- 
curately-set level vial in handle can 











be used as plumb or level. It has 
seriber in handle and is individu- 
ally packed in box. Great Neck 
Saw Mfrs., Ine. 


For more data circle No. 39 on postcard, p. 123 


Oblong gasoline filler cans 


Sportsmen, motorists and indus- 
trial plants will want these one or 
two-gallon gasoline filler cans. 
Lithographed tinned steel cans 
have vent for fast pouring and Hy- 
Car rubber angled spout. This 6-in. 
sparkproof spout is formed for 
proper pouring position. Has re- 
movable brass. screen filter or 





COUNT ‘EM! 

















We Compared ALL Leading 
Fuel Oil Filters FEATURE for FEATURE 


All lron and Steel Construction [ 


general 


10 


KEY 






wen ov 








ou 


OUTLET 






Corrosion-Proofed Inside and Out 
Air Vents On Both Inlet and Outlet 
Choice of Inlet and Outlet Sizes 

Center Bolt Torque Resistance Over 300 In-Lbs. 


Non-Swelling, Leakproof Buna-N Gaskets 





Depth-Type Wool Felt Element 










Patented Lint Removal 





Moisture and Condensation Removal 





A 
fo 
Mae 


VVVVVVVVYY 


Large Sump Area 











MORE OIL BURNER PROTECTION... 
MORE SATISFIED CUSTOMERS! 


GENERAL FILTERS, INC. | 
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There's nothing so powerful as an idea | 










"a ; 
~s* 


b& i a | 
a] ak = | _£% The editors of Better Homes & Gardens have a talent 
\ ()IAS- : f | fyi , for discovering just which ideas will interest their 
olt 


and Gankens ey ~ \ 4 home-and-family-centered readers most. The idea of 
iy | ee ay cooking outdoors, fanned by BH&G in page after 
page of editorial excitement, has caught on in big 
homes and little ones. And along with the idea, a 
whole new market for everything from outdoor 
grills to barbecue sauces has been born. 
The folks who read Better Homes & 
Gardens—men and women and their teen-age 
youngsters—“‘live by the book’’. The more 
they read BH&G, the more they do—and buy. 
For advertisers, the sales atmosphere in BH&G 
is unique among all major media. Meredith of 
Des Moines . .. America’s biggest publisher of 
ideas for today’s living and tomorrow’s plans 


ot America reads BHals the family idea magazine 


f 


4,500,000 COPIES MONTHLY 
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Hardware Week 
AY J 26/-) ae, AY ye 


BIGGER PROFITS 
GREAT NEW DISPLAY 


——f 740s eta ee ee) — - ; 


RETAIL 
8 5% oz. tubes 


DURO PLASTIC ALUMINUM (SPA-1) $8.00 
4 4 oz. tubes 

DURO PLASTIC RUBBER (PR-1) 4.00 
1 Special 

WIRE DISPLAY RACK 1.75 


1 3-color 
DISPLAY CARD 
with 2 sample applications N.C. 


RETAIL VALUE $13.75 
YOUR COST ONLY $6.60 


<< | ol original 
PLASTIC ALUMINUM 


**Metal in Putty Form"’ in big 51/2 oz. tube 





Amazing Latex Rubber in Putty Form 
ORDER FROM YOUR JOBBER 


Originators and World's Largest 
Mirs. of P astic Metals 


WOODHILL CHEMICAL CO. 


1390 E. 34th St. © Cleveland 14, Ohio 




















strainer and rubber plug to seal 
opening when not in use. Eagle 
Mfg. Co. 


For more data circle No. 40 on postcard, p. 123 


Mooring and marker buoys 


Boatmen will want the Dayton 
non-fading, indestructible, solid 
plastic mooring buoys and marker 
buoys. They are finished in non- 
chipping, non-fading orange. Ski- 
Line and Tow-Line flats are finished 
in non-chipping, non-fading red and 


white or blue and white color com- 
binations. Dayton Bait Co. 


For more data circle No. 41 on postcard, p. 123 


Carded screwdriver line 


Do-it-yourselfers and full-time 
carpenters will want these red and 
blue cap screwdrivers carded for 
self service display. Cards describe 
tools listing 15¢ to 75¢. Screw- 
drivers have cross ground points, 
nickel plated blades, hammer-proof 
plastic handles with no-slip grip de- 
sign. Fifteen popular types include 
pocket, electrician’s, stubby, me- 
chanics’ and Phillips in 14 to 6-in. 


blade sizes. Bridgeport Hardware 
Mfg. Corp. 


For more data circle No. 42 on postcard, p. 123 


Power head electric lantern 


The flashing power-head model 
A2648 electric lantern has red flash- 


i 


ing top light from sparkling plastic 
fresnel marine type lens. It will 
give 800-ft beam. It has two toggle 
type switches that operate front or 
fiashing red light independently or 
together. Lists at $5.25, less batter- 
ies. With sealed beam unit model 
A2634. List $6.25. Delta Electric Co. 


For more data circle No. 43 on postcard, p. 123 


Storage vanity hamper 


Homemakers will want this three- 
in-one Model 757 storage vanity 
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hamper with storage section for 
bathroom accessories, utility shelf 
for cosmetics and large removable 
laundry bin. Offered in seven dec- 
orator colors it has attractive floral 
decorations, gold-tone hardware. It 
measures 34x19x10% in., retails 
for $19.95, east of Mississippi. De- 
tecto Scales, Inc. 


For more data circle No. 44 on postcard, p. 123 


Wall-mounted can opener 


Housewives will want Can-O-Mat 
400 with 3-position bracket. Lock- 
ing wedge principle gives choice of 
three operating positions. Chrome 
bottle opener, instantly removable 
cutting wheel and magnet and 
single action principle are features. 
Turn of single handle grips, pierces, 





and opens any size or shape can. 
Lists at $8.95. Rival Mfg. Co. 


For more data circle No. 45 on postcard, p. 123 


Rain carrying system 


Homeowners will want Alcoa 
aluminum gutter and downspout 
offered in modified box type with 
curved front face and half-round 
shape. It eliminates visible straps, 
brackets, cumbersome joints and is 
offered in plain aluminum finish 
and stucco pattern. Gutters, down- 
spouts, accessories, new gutterseal 
are designed for rapid installation. 
Aluminum Co. of America. 


For more data circle No. 46 on postcard, p. 123 


Low-priced bait cast reel 


The Lawrence 500-R is fresh 
water bait casting reel for fisher- 
men wanting an inexpensive unit. 
It has oil holes in side plates for 
easy lubrication, non-slip cork 
arbor and brass level wind. Other 
features: bakelite side plates, nickel 
plated throughout, easy takedown, 
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He’s a home owner who needs fencing . . . and who is as 
interested in cost as he is in quality. He’s a good bet to become 
your customer, if you stock and sell G&B Gard-N-Beauty 
Welded Fence...a quality product that COSTS ONE-THIRD 
LESS THAN OLD-STYLE FENCING! 


There are thousands of men like this right 
in your own community who need fencing 
and the many other items you sell. Fence 
up this profitable business by handling and 
promoting the fencing that will attract these 
men because it offers the highest quality and 
protection at the lowest cost! 


Simple To Put Up e Hangs In Place, No Stretch- 
ing @ Easily Fitted To Uneven Ground e Galvan- 
ized After Welding For Longer Life @ Smaller 
Mesh For Better Looks, Greater Protection @ 
COSTS 1/3 LESS. 


50 and 100 Ft. Rolls + Mesh—2” x 25%” 
Gauge — No. 16 + Widths — 24, 36, 48, 60 
and 72 inches 


Write for free posters and newspaper mats that will help you 
sell Welded Fence and other low-cost, profitable items in the 
complete G&B line: Flower Border (complete with 14 slip-in 
stakes); Perma-Gard; Perma-Netting; Hex 
Netting; Hardware Cloth and Wire Insect 
P yahin Ho Sc : 
un reening. 
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Bassick Casters 
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boosts caster turnover 


Take a look at the display board above. 
It’s a big traffic-stopper and sales-starter 
in one large Eastern hardware store. 

What’s more, it’s proved that casters— 
properly displayed—can ring up impulse 
sales. But there’s one big thing about this 
caster display—this up-to-the-minute hard- 
ware dealer developed it to suit his own 
needs. It’s tailor-made for his own space 
requirements. It shows just the casters he 
knows will move fastest in his town. 

Why not try the same thing in your 
store? You're the only one who knows 
exactly what you need. 

And Bassick helps you, too, with ready- 
made displays like the HD-10 below. Get 
it from your Bassick jobber. See him, too, 


for all the casters you need to cash in on 
this fast-moving item. THE BASSICK COM- 


PANY, Bridgeport 5, Conn. Jn Canada: 
Belleville, Ont. 











WHAT’S NEW 





on-off click. List $3.50. Lawrence 
Tackle Mfg. Corp. 


| For more data circle No. 47 on postcard, p. 123 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 
(Continued from page 16) 


model is free with $75 order, the 
counter unit with $35 order. Deal- 


ers may select own assortments. 


Borden Chemical Co. 
For more data circle No. 48 on postcard, p. 123 


Folder on plastic pipe 


Here’s a folder giving advan- 
tages, maximum depth recommen- 
dations, and detailed information 


| for installing submersible pumps 


up through 1 hp, and deep jet 


| pumps with new semi-rigid Cres- 
_line-KL (Kralastic) pipe. Crescent 
| Plastics, Ine. 


| For more data circle No. 49 on postcard, p. 123 


| Screen, storm door latch 


Carpenters and do-it-yourselfers 


will want this push-pull latch for 














Are you selling Toilet Seats just 
to turn over merchandise and 
trade dollars? Or do you want to 
sell a Seat on which you can make 
real profit? 


If you want profit, inquire about 
the new PURITAN Imperial 700! 


AA-6739 


ITE 


Retail 


C alti PRODUCTS, INC. 


Cleveland 13, Ohio 

















This Gardner two-drawer spring 
cabinet really is the convenient and 
profitable way to stock and sell 
springs. Cabinet No. 933 contains 
the most popular sizes and type of 
extension and compression springs-- 
218 springs in 79 sizes in coded 
compartments. Each spring is top 
quality, precision made and plated. 
Coded box refills always available 
from stock. One- and four-drawer 
cabinet assortments also available. 


Order from your jobber, or write us. 


Also Weatherstrips 
Clean-out Augers 
ron Pole Sockets 


ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, Ill. 
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Completes your 
Household Cleaners Section! 
Cleans, polishes, softens, protects, preserves 
everything LEATHER. Plastics, too. No other 
product like it. Steady repeat sales. 


* NEW to Hardware trade. Used and recom- 
mended by leather manufacturers for over 
50 years. Nationally advertised. 


CAN WITH SPONGE 9° as 
: . Packed in7 doz. 
Display Carton 


ORDER Ow Mel- O- Wax monroe pada scant Poa. 


Diffent PAINT AREAS 


CALL FOR ()/forril PAINTS 


Actually the lady makes sense. She wants a water- 


























emulsion paint for the big wall areas... it’s a 





natural for such jobs. But she remembers that a 


MILLIONS of BUYERS are URGED to semi-gloss soils less easily, cleans perfectly. 
buy KEY- BAK Key Reels from YoU! 1 So make money the easy Kyanize way . . . give her 


what she wants in the perfect pair of paints, Kyanize 


Plastic Color-Spree and Kyanize Lo-Sheen Enamel. 





= «ss With a Kyanize Franchise, 
you get the repeats, too! 


POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National. magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 














se 


Kyanize Plastic 
Color-Spree 


be, Here’s the ideal emulsion paint ... odorless, 30- 
we \Kyanize minute drying time, easy application, easy clean-up, 


; Plastic «." next day washability, perfect touch-up and it's 
your jobber; place them on the counter self-orimin 
prec p g. 
and WATCH THEM SELL! But Plastic Color-Spree is more than that . . . it 
KEY-BAK Key Reel is has the special working qualities painters dream 
. , worn on the belt. It e€ about — a good “‘feel’’ without drag . . . it stays 


carries keys and other , “SY 1o-use Pre 
small objects on a 24” 
long steel chain. 
Swedish clock spring 
reels in the chain and 
keeps keys Safely at the 
wearer’s side. 


a 


Pocket-watch size; 


open, it dries hard, it has terrific adhesion. 





Kyanize Lo-Sheen 
Enamel 


Now offered in colors matching Plastic Color-Spree, 
Kyanize Lo-Sheen Enamel is the ideal finish for 
woodwork, walls, and any surfaces that require 


; repeated cleanings. 
Sturdily constructed. 
Highly polished chrome Lo-Sheen is a tough hard alkyd enamel for tough- 
NTE 


finish. GUARA ED! 208 funthe use applications. Its semi-gloss finish has a soft 
MODEL 3, Belt-loop low “candlelight’’ sheen. Lo-Sheen is self-smooth- 


model. MODEL 5, . hip- , sechie. 
Belt-clip model. ing, chip-proof, and scrubbable 





ORDER FROM JOBBER! 


If yom jobber doesn’t carry 
KEY-BAK write us. Come 
packed 6 to Display-Card or 
12 to Display Box. 





West of Mississippi: East of Mississippi: 
LUMMIS MFG. — BR ag rere ye e 
2242 E. Foothill Bivd. . Stewart Ave. K; 
Pasadena, Calif. Wausau, Wisconsin af aa 72 é Zz , PAI NTS, INC. 








Over A Million Key-Baks Sold! EVERETT 49, MASS. « SPRINGFIELD, ILL. « MONTREAL, CANADA 
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WILL YOU 

BE READY 
TO PROFIT 
WHEN THEY 
ASK FOR 

VAPOCAN ? 


the pre-sold home-freezing container 


3 POPULAR SIZES 


QUART 1% PINT PINT 





SAME LID 
FITS 
ALL 3° 


VAPOCAN 


Vapocan, in its 3rd straight year of rec- 
ord sales, is pre-selling your home-freez- 
ing market: 


ADVERTISING—PUBLICITY IN 
MAGAZINES ¢ RADIO 
NEWSPAPERS « TV 


This year, get a bigger share of this sales- 
booming market. Get ready to boost your 
profits with FREE store banners, point-of- 
sale aids and the shopper-stopping self- 
merchandising display-shipper. 





ORDER NOW through your distributor, 
or write 


CONTAINER CORPORATION 
OF AMERICA 


1301 W. 35th St., Chicago 9, Illinois 
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TO HELP YOU SELL 


screen and storm door. It can be 
quickly installed by boring a 134-in. 
hole in wood or aluminum door, 
then inserting assembly. Features a 
lock which also prevents person 
from automatically locking himself 
out. P. & F. Corbin Div., American 
Hardware Corp. 


For more data circle No. 50 on postcard, p. 123 





Color top glue package 
Eye-catcher packaging will help 
attract customers to the new Col- 
orama top Glu-Bird containing 
Wilhold white glue. Package tops 
now come in four appealing pastel 
Colorama tops. Sizes 2, 3, 4, 8 and 


12 oz. List price 3-oz size, 49¢. 
Wilhold Products Co. 


For more data circle No. 51 on postcard, p. 123 


Shorter lawn edging roll 


To encourage more customers to 
take home aluminum lawn edg- 
ing Reynolds Aluminum Lawnscape 
Trim is now packaged in 40-ft 
lengths as well as 100-ft roll. Slotted 
center of new package makes it 
easy to pick up and carry. Package 
gives full view of 4-in. rolled edge 


Embosied 


TAKE-ME-HOME ROLL 


Stronger Because it's THICKER 


corrugated strip which can be cut 
with household shears. Reynolds 
Metals Co. 


For more data circle No. 52 on postcard, p. 123 


Spray paint display stand 
This display rack for Plasti-Kote 
aerosol paints may be used on floor 


or counter. Sign topping wire dis- 
play rack is in bright colors, to 
supplement the brightly colored tops 
that match colors inside each 16-0z 
can of paint. Plasti-Kote, Inc. 

For more data circle No. 53 on postcard, p. 123 


Extinguisher display unit 
Home owners, motorists, boat- 
men, tractor owners, and trailer 


residents will want the Protexall 
dry chemical extinguisher shown in 
this dispenser display. Red, black 
and gray package stands 16% x 
315 x 24% in. Four different color 
extinguishers are shown in display. 


American LaFrance Corp. 
For more data circle No. 54 on postcard, p. 123 


Missing parts reply card 


Hirsh all-metal adjustable shelv- 
ing units for door or wall mount- 
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SELF-SERVICE DISPLAYS 


SELF-SELLING FEATURES 








ing are now packed with a prepaid | 
post card on which customer checks | 
off any missing parts. Customer 
adds name and address and sends 
card to manufacturer who ships | 
missing parts direct to customer 
home. The reply card has illustra- 
tions of parts that make up unit | 
so customer can properly identify | 
missing parts. S. A. Hirsh Mfg. | 
Co. | 


For more data circle No. 55 on postcard, p. 123 































BR ia kk bak rh 





Electric toy train catalog 


Twenty-nine electric train out- | 
fits listing from $25 to $100 are | 
shown in the Lionel catalog, as well | 
as new locomotives, HO gage | 
equipment and Super O track sets. | 
HO rolling stock line includes 40 | 
cars ineluding flat car with boat, | 
four-auto transport car and oper- | 


ating wrecker crane. Lionel Corp. | 
For more data circle No. 56 on postcard, p. 123 | 


Self service hardware pack | 

New packaging for 29 items of | 
McKinney forged iron. cabinet | 
hardware in dull black or old cop- | 
per finish promotes self service | 
sales. See-through plastic enve- | 





DISPLAY 
RACK PACK— 

one dozen whisks plus 
4-armed metal rack 
with top sign; all in 


one carton. 
lopes, each contain one item, have | ’ 5 DURABLE REGULAR PACK — 
eyelet for hanging on display pan- | -+pQONG @ FLE XIBLE One dozen whisks in 
els. Product description, size, cata- | | colorfully printed set- 


vp counter display 
carton. 


, log listing and pricing spot are im- 





Retail sales of Oxco’s Red Breast Whisk set new records year after year .. . 
| because the Red Breast is America’s best known, best quality whisk. The 
Red Breast will sell in your store, too . . . almost by itself! Outstanding 
features and attractive self-service displays. Features include genuine pal- 
metto fibre, double-stitched for strength; bright wire-wrapped handle with 
metal cap and ring; colorful silver shield. 74” overall. 





e' * Pe 


ee 


SN a 





OX FIBRE BRUSH COMPANY, INC. 


| rreeoreicn ~vtetGahed /d4dF MARYLAND 
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TO HELP YOU SELL 


printed on new black and orange 
color bags. Packed 10 units to box, 
100 to carton. McKinney Mfg. Co. 


For more data circle No. 57 on postcard, p. 123 





1958 brush line catalog 


Flo-Pac brushes are shown in the 
No. 210 catalog of 120 pages. It 
shows more than 1000 items. Each 
is described. Twenty pages of the 
catalog feature replacement rotary 
machine brushes. Wet and dust 
mops, garage floor brushes and 
other sanitary maintenance tools 
are illustrated and_ described. 
Flour City Brush Co. 


For more data circle No. 58 on postcard, p. 123 


Can opener demonstrator 


This red, blue, and white demon- 
strator is for showing automatic 
push-button operation of Klassen’s 
Canolectric can opener. Card and 
can opener are mounted on a three- 
legged, heavy-gage wire rack. Rub- 


ber tips on stand prevent scratch- 
ing counter surface. Klassen En- 
terprises. 

For more data circle No. 59 on postcard, p. 123 


48-page hand tool catalog 


The No. 58 Stanley rotogravure 
catalog illustrates and describes 
new and improved numbers of 
Stanley and Yankee tools used by 
handymen, carpenters and home- 
workshop fans. New tools include 
Nailmaster all-steel hammers, all- 
steel tapes in four lengths, corro- 
sion-resistant zinc plated saw horse 
brackets, all-steel power bits and 


new sabre saw and sander. Recent 
additions to the hardware line are 
summarized in the booklet. Deal- 
ers may order the No. 58 with im- 
print on front cover at $12 per 


‘pO If BETTER WITH STANLEY TOOLS 


1000, $8 for 500, $6 for 250 or 
per 100. Stanley Tools. 


For more data circle No. 60 on postcard, p. 123 


Thermometer display stand 


The No. 250 household assort- 
ment includes a self-service dis- 
play rack. The assortment includes 
six popularly priced household 
thermometers, four outdoor, six 
Clipper wall, six Skillet wall, four 
oven, four roast meat and four re- 





Wf: concrete drill 


is an anchor, too! 


Vauaua 


Nothing else to buy! The Red 
Head drills its way into the 
toughest concrete 
minutes and then expands to 
become a threaded anchor 
for any standard \%” bolt. 
Can't pull out, rust out or vi- 
brate loose. Holds hundreds 
of pounds. Cheapest method 
of anchoring to concrete. 


MAIL COUPON TODAY! 


PHILLIPS 


RED HEAD 


Here's 


dealer name 


PHILLIPS DRILL CO., DEPT. H-7204 
MICHIGAN CITY, IND. 

$1.50. Send postpaid my 
Red Head Concrete Dri|! 
that retails for $1.85. 


alata is 


CUT rubbers. 


No. 75 


WINDOW CLEANERS AND FLOOR SQUEEGEES 


THE COMPLETE LINE — BRASS — STEEL — FOR VOLUME 
USERS — PROFESSIONALS — INDUSTRIAL USES 


Solid Brass— for the professional. 
Handle can be moved to any posi- 
tion. Secured by spring clip. No 
screw to remove to change single 
molded rubber. Lock ring handle. 


Heavy gauge solid brass, two TRU- 
Inner blade covers 
screw ends, protects chamois from 
tearing. Lock ring handle. 


No. 93 Same features as No. 50 except cotuiem plated 
heavy gauge steel. 


Lighter gauge, solid brass. Two TRU- 





in two 


sample 
and Anchor Kit 





CONCRETE DRILL | address 
AND ANCHOR KIT 
Contains: 1 driver, 
4 Red Heads 


city, state__ 


my jobber's name_ 





address__ 


dle furnished. 





T No. 6063 
No. 60 Cadmium plated steel. 


Heavy duty curved floor 
squeegee. Brass screws. Han. 


CUT rubbers. Solid brass screws. 


Two a rubbers. 


Heavy duty floor squeegee. Selected 
hardwood block. %x1% 


‘red rubber. 


Heavy duty complete with 
handle. “%x2%" red rubber 


W. J. DEN NIS & co. 4448 IRVING PARK RD. CHICAGO 41, ILL. 
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frigerator - freezer thermometers. 
List price of assortment is $37.74, 
display rack is free. Cooper Ther- 
mometer Co. 

For more data circle No. 61 on postcard, p. 123 


Tape and adhesive display 


This merchandiser is for use in 
high-traffic areas to stimulate sales 
of Le Page’s tape and adhesive 


products. It is offered on an open- 
assortment basis so dealer can 
make selection to meet his needs. 


Permacel-Le Page’s, Inc. 
For more data circle No. 62 on postcard, p. 123 


Wood-boring tool catalog 


New Irwin catalog includes many 
special features to save ordering 
and selling time. New page make-up 
provides factual selling and order- 


weod-bering tool 
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‘SELL 


The “do it yourself’ 
vise with industrial 
quality features 


At competitive prices 

there's only one vise line 

that gives you these top-quality 
selling features in every vise 

in the line: 


steel channel slide 


shoulder-fit jaw inserts 
cut-off tool 
pipe jaws 


one-piece no-pinch handle 


Jaw widths: 3”, 3”, 4”, 5” 

for various needs of shop, farm, 
garage, school, or home. 

On top of all this, 

Desmond gives 

you replaceable 

hardened steel 

pipe jaw inserts 


in the two large sizes. 


| enclosed screw 


LEADING HARDWARE DEALERS PROMOTE EXTRA VALUES IN 


| Desmond-Simplex 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Moy smmiwiuslial "as MEEISEID cetde wisssbielala ls Wut eee cones Ui Weaes caclia hain cei cs wna anna Gi 


lt 


Use handy coupon to obtain facts 
on the new Desmond-Simplex 
Vise Display Deal. 


Please send me full details on the new Vise Display Deal. 


Name 





Firm 





Address 


Sennen peermedia arcs 
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: THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


| 








Here is the toughest, longest 
lasting, best buy starter cord for 
small gasoline engines, lawn 
mowers, pumps and outboards. 
King Cotton 100% Nylon 
Starter Cord resists wear and 
abrasion and it’s unaffected by 
mold, mildew, oil, gasoline, 
grease or water. 

4 starter cords on a colorful 
plastic bubble perforated dis- 
play card . . . hang it up for a 
wall display or separate for bin 
display. 

Ask your jobber for details. 


* 
King) Coffon corpace 






JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK &, WN. Y. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


ing information at a glance. Catalog 
shows all Irwin wood bits, special 
packaging and point-of-sale dis- 
plays. Includes recommended uses 
for tools and balanced stock recom- 


mendations. Jrwin Auger Bit Co. 
For more data circle No. 63 on postcard, p. 123 


Stapling product catalog 

A 12-page catalog and a 4-page 
price sheet show dealers new items 
in the Arrow stapling products line. 
New items include staple gun, ham- 
mer tacker, utility stapler, deluxe 
model stapler, office model stapler 
and two display units. Arrow Fast- 
ener Co., Inc. 


For more data circle No. 64 on postcard, p. 123 


New outboard motor oil can 


A new flat top quart can will cut 
about 10¢ off the retail price of 


WBRIPLATE 
ae. 


2-C 
Yutboard Motor 
Oil 





“ia ALSO FOR 
% Sdipy 6 week 
"Line ¥S POPWER 
“Oottes oeNrrato 


Lubriplate 2-C outboard motor oil. 
This container supplements quart 
and pint screw cap cans. Lubri- 
plate Div., Fiske Bros. Refining Co. 


For more data circle No. 65 on postcard, p. 123 


Catalog features squeegees 


Ideal brand floor and window 
squeegees of all types are shown in 
a new catalog supplement. Handles, 
poles, and associated items are 
shown. W. J. Dennis & Co. 


For more data circle No. 66 on postcard, p. 123 


Forty-foot lawn edge pack 


Customers who want 40-ft rolls 
of aluminum lawn edging will want 























. — aed 
-SPRAYERS- 
os, “mee 






“CHOICE for Quality the 
World Over for 70 Years” 


SMITH Ritesize ( 
SPRAYER : 


‘‘The ladies’ choice.” 
weight. Operates easily. 5 
ft. oil proof hose enables user 
to set sprayer on ground and 
cover wide area. Adjustable 
nozzle. Unsurpassed. 


Light 


SMITH 


World's lightest, 
smoothest and easi- 
est working insecti- 
cide duster. Weighs 
1% Ibs. Non-rust, 
all metal construc- 
tion One filling 
dusts 300 rose 
bushes Throws 8 
ft. dust stream 
Nothing matches it 
Fast seller. 


PRICES ALLOW ATTRACTIVE MARK-UP 


D. B. SMITH & CO. Send 


426 Main St., Utica 2, N.Y. for 
“Originators of Sprayers” 


Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 














Catalog 











FREE! Toy Catalog 


Here's every toy and hobby kit you need for 
setting up a successful toy department. Edu- 
cational pre-school items, woodburning and 
woodworking kits, metal tapping, work benches, 
baking tables, hand too! sets, doll furniture 
and high chairs, hobby horses and push toys, 
combination blackboard & peg-tables, wall 
blackboards and bulletin boards. Write for 
your copy today. 


American Toy & Furniture Company 
6130 N. Clark St., Chicago 26, Illinois 





WHAT’S NEW? 


Turn to pages 123-124 of this 
Quick Check Card 
properly filled out will bring you 
quickly the details on new prod- 
ucts that interest you. 


IT’S QUICK—IT’S FREE 


issue, The 











——————— 


hho mebeeeeneooooed 





FIX POWERMOWERS 


GARDEN TRACTOR, OUTBOARD 
AND ALL SMALL 2 & 4-CYCLE 
GASOLINE ENGINES 


Back up your sales with service and 
MAKE MORE MONEY! Learn in spare 
time from this fully-illustrated, easy-to- 
understand, Home Study Course. Write 
TODAY for FREE information. 


LINCOLN TECHNICAL INSTITUTE 


SUITE 4K, 472 MARKET STREET, NEWARK 5, MM. J. 
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Full: scale 
promotion 
timed for 


big sales 


S during 


j ne and 
July 


This entire promotion is backed 
by full-color consumer adver- 
ll tising in June 15th issue of 
THIS WEEK magazine. . 
July issue of McCALL’S 


} 





























TURN PAGE FOR DETAILS... 





° ° Be 
Keibbermiuid4. BIG FREE OFFER 2 FOR 1958 


Here’s how the promotion works: 


For each 6 Rubbermaid Rectangular Laundry Baskets 
you buy—you receive one #8860 Promotion Kit. 


#8860 PROMOTION KIT contains the following: 





1 a Six +2948 Rubbermaid 2. A full-color window ban- 2. A dramatic full-color dis- 


Wash Basins, in white, and la- ner to stop shoppers .. . bring play card, die-cut to fit the 
beled ““FREE with purchase of them into store. laundry baskets... a real traf- 
Rubbermaid Laundry Basket.” fic-stopper. 













ay BRERMAID WASH BAS 








4. Free traffic-builder folders for mailing to 5. Promotion ad mats available for your use. 
your customers. Sample folder and order form Proofs and order form enclosed. 
enclosed. 


ORDER NOW... 


you get one #8860 Promotion Kit with each 6 Laundry Baskets you order for this promotion. 
Rubbermaid Laundry Baskets are packed 3 to a shipping carton. Available in red, yellow, pink, turgq- 


uoise at $3.98 retail each. No orders accepted after June 15. 


BE SURE TO TIE IN WITH RUBBERMAID’S CONSUMER ADVERTISING! 


oe ae La cai ay, 
: : LK 20K [ORL 
This Week fe k ay ae 


MAGAZINE 











JULY ISSUE JUNE 15th ISSUE 





LB-01 RUBBERMAID INC., WOOSTER, OHIO Litho in U.S.A. 





TOHELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








the new package of Trio corrugated 
aluminum lawn edging. Double 
rolled edge adds safety and narrow 
corrugations add strength. Carry- 
home package retails at $3.95. Trio 
Mfg. Co. 


For more data circle No. 67 on postcard, p. 123 


Improved abrasives package 


Dragon-Skin, all steel sand- 
paper, is now packaged in a card- 
board carton that can be used as 
counter display or stock carton plus 
attractive containers for individ- 





ual sheets. Carton is designed so 
that its top flap can be folded up 
and over to expose attention-get- 
ting copy printed underneath. In- 
dividual sheets packed in partially 
open boxes so customers can check 
product feel. Red Devil Tools. 


For more data circle No. 68 on postcard, p. 123 


Matched coverings display 


This space-saver floor display 
unit will show a full selection of 
patterns of Marvalon shelf and 
drawer lining and adhesive veneer. 
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Weather Strip 
installs on 
door bottom 









Shuford’s | 
Garage or Outer Door = 


Weather Stripping 


e 100% VIRGIN VINYL 
e WON'T CRACK OR PEEL 
e EASY TO INSTALL 


SELLS FAST to Home Owners 
in handy DO-IT-YOURSELF Kit! 


Shuford’s ‘“‘Garage or Outer Door’ Weather Stripping takes only 
minutes to install ...seals out weather, protects door bottoms, 
absorbs shock and reduces noise. Lasts longer because it’s 100% 
virgin vinyl! Has many other uses. 

Attractively packaged DO-IT-YOURSELF kit contains 9 con- 
tinuous feet of stripping 1-5/16’’ wide and a quantity of nails and 
complete instructions. Packed 12 kits per carton, 12 cartons per 
shipping container. 

Also packaged 100’ on reel for sales by-the-foot. Packed 1 reel 
to carton, 9 reels to a shipping container. 

Choice of white, grey and brown color. 





Order TODAY from your dealer, or write 





CLOTHES LINES e TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e WEATHER STRIPPING 
COTTON & RAYON YARNS e EXTRUDED PLASTICS 


Shufo,.¢& 
et ore (iin 


Mills, ine 


“'CKORY y 
eel C 








World’s Largest Manufacturer of Cotton Cordage 





TO HELP YOU SELL 








Three-tiered racks have 75-roll ca- 
pacity and can be used at end of an 
island or back to back. Rack is | 
17-in. deep, 38 in. wide, 57 in high. Today’s BEST Lawn Roller... 
























a sd . . it pays to sell your customers a quality 
Kimberly Clark Cor p. DUNHAM Roller. Heavy gauge steel 
For more data circle No. 69 on postcard, p. 123 throughout, rounded drum edges, Oilite 


bearings, self-cleaning, use either 
water or sand. Ask your jobber for 
DUNHAM Rollers. 








Flashlight bulb display Manulectinal te 

This self service flashlight bulb OHIO MACHINE PRODUCTS, INC. 
merchandiser is a hexagonal- COLUMBUS, OHIO 
shaped unit displaying 30 lamps, | Sales Representatives 


each individually packaged in G.E. John H. Graham & Co. Inc. 
plastic bubble pack. Unit has in- 105 Duane St., New York 8, N. Y. 














CHAIR-LOC 


NOT Amazing New Liquid 

S-W-E-L-L-S Wood 

@ Penetrates wood fibre— 
makes them e-x-p-a-n-d 
permanently. 

@® Quickest and easiest way 
to fix loose chair rungs, 


legs, handies, dowels, 
dove-tails, etc. 


A Fast-Selling Impulse item 
Write for Free Samples and 
Literature 
CHAIR-LOC CO. 
Lakehurst 3, N. J. 


























SELL... the High Profit Fast Acting 
side storage space for 100 addi- | ae 
tional lamps. Battery indentifica- | 

BUILT-IN WALL CLOCKS tion on lid helps customer select | ROOT 
By HOWARD MILLER bulb. Each bulb can be priced on | DESTROYER 
ONE OF THE HOTTEST ITEMS TODAY —the new, | | back of pack. General Electric Co. | OPENS CLOGGED SEWERS 
modern clock idea that has become the | For more data circle No. 70 on postcard, p. 123 | without digging 
smartest trend in home accessories. Simple | | Write for Catalog Pages & Prices 
instructions for easy wall installation. Self- | | BOYER CHEMICAL CO. 
: : 1611 Church St., Evanston, Ill. 
starting electric synchronous movement. 





Display this popular built-in line for quick 
sales, — and remember it's the name that 





NEW EQUIPMENT : 















— New cost saving equipment 

oe for the store and warehouse CAR TOP CARRIERS 

$]] -95 For boats, skis, to- 
#4 boggans, luggage 


Interchangeable rollers boxes, etc. Highest 
in quality, conveni- 
ence, service. Nation- 


e ally advertised. 






| Spring -loaded interchangeable 
| rollers in 1.9 in. have been intro- 






Write to . . 
Built-In Division | | Guced in Rapistan roller conveyors. ‘>> For details, write 
HOWARD MILLER CLOCK CO. | The 1.9 series is available for ey 5 fe wee HA-SO 

















Zeeland 1, Michigan heavy-duty use in 12-gage rollers 
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Boost your profits with DzSSTON 


the big-volume line of garden and pruning tools 








YOU’LL HAVE BUMPER SALES all year long when 
you stock the tools that professional gardeners choose. 
Disston garden tools are known for their quality. They 
practically sell themselves. 


PROFIT WITH THESE 
DISSTON SALES MAKERS: 


D-24B SPRING ACTION RAKE is the finest, most 
durable rake on the market. Ram’s horn design gives 
full spring action, saves energy. This is the rake that 
gardeners tell their neighbors about. 


D-27 PRUNING SAW has a reputation for expert 
pruning. Tree men particularly like the big hole in the 
strong wooden handle to permit a firm grip with gloved 
hand. Hardened, tempered steel blade has teeth bevel- 
filed and set for fast cutting...fast as the D-27 sells. 


es RS RR GR PY RY TE GN AST A Ee RD RE OR ER REE ES 


H.K.PORTER COMPANY, INC. 


DISSTON SHARPENS 
YOUR SELLING EFFORT 


With Disston Garden and Pruning Tools, 
you sell known quality in design, mate- 
rials and workmanship. And you can 

. supply the gardeners who keep coming 
back with a complete line of related 
Disston tools. . 


WRITE TODAY 


for Disston’s free booklet illustrating 
the full profitable line of garden and 





o1ssto* 


1968 
cancen TOO? 
ll rent 


“*  ————— 


pruning tools. 









No. 41 HEDGE SHEAR sells at a fast clip because it 
looks as durable as it is. Polished hollow ground steel 
blades look like they mean business. Tubular aluminum 
handles with contoured vinyl grips look easy to use. 
They are. Look at ’em sell! 


Nos. 100-S AND 101-S GRASS SHEARS are profit 
haymakers. They help you bring in the green stuff fast, 
because their handsome, durable appearance helps them 
sell themselves. Hollow ground, heat-treated stainless 
steel blades; comfortable grip; effortless action build 
satisfied repeat customers. 


No. 327 Hand Pruner won't stay long on your shelf 
or counter. Gardeners go for the “fast cut” action of 
the 327. It’s rust resistant; has a replaceable tool steel 
blade. Contoured non-slip handle eliminates wrist 
Strain in use, eliminates sales resistance in your store. 


OIissToOn COIivistoOn 
24 Tacony, Philadelphia 35, Pa. 
Gentlemen: I want to cut myself in for faster profits. Please 


send me, without obligation, the free booklet, “Disston 1958 
Garden Tools.” 


Name 





Store Name 





Address 





City Zone State 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Revolutionary NEW Insect Repellent | 
. PIC, the worst thing that } d 
‘toes * g ever happened to 
osq¥ mosquitoes, is also the best thing that ever 
happened to your customers. Not a spray, not 
anf! a powder, not a lotion, PIC utilizes the 
f Sales aroma of nature’s. own insecticide to provide 
artrracts pleasantly effective, lasting and economical E 
protection against mosquitoes, indoors and out. dy 
PIC is Harmless, Non-Toxiec and sold on. rca 


Money Deck: 4 " 
a Money Bac uarantee. | asf ee HREE 


sales-building 
ace display material 

14 hour supply 25¢ retail Se with 10-gage frames, medium-duty 
70 hour supply 98¢ retail ag “a <a, a in 16-gage rollers and 10-gage 
oy 4 aa ae ~ frames and light-duty, highly-port- 

aN - ¢ : ity | > | able aluminum with .065-in. alumi- 

rock ALD eit 9 Ps he " hee M, ie > num rollers and %-in. aluminum 
$ se\\ : x . : - &B awe frame. Spring-loaded at one end, 
Make friends and money “Gl = ei ee lel - new rollers can be easily installed 


with PIC. Start right now Some or removed. The Rapids-Standard 


by ordering PIC from your jobber. ~ msc” Choice Co., Ine. 


™ €, | aa g@ Territories For more data circle No. 71 on postcard, p. 123 
PIC is nationally advertised in magazines, “fae .. Open For 


newspapers, drive-in theatres, radio and television, aS 5 4 Established 
ae, Representatives 


repels M 








Multi-use platform truck 





This all-purpose platform truck 
has removable handles so truck can 
be used with a single handle, double 
handles or without handles. This 
16 x 30-in. truck comes with dura- 
ble canvas bag especially designed 
so that it can be slipped over two 


$595 retail 


HERE’S A GREAT NEW ITEM to intrigue every 
homeowner—the HAWS Fountainette—a com- 
bination smooth-flow tip and drinking foun- 
tain. Flip the lever, and up spurts a handy 
drinking bubbler stream. Flip it again, and it 
acts as a smooth-flow tip. Screws easily onto 
most standard aerator home faucets.* An at- 
tractive display carton catches the shopper’s 
eye —a short message sells the Fountainette. 
And, best of all, it’s made by HAWS... recog- 
nized leader in drinking facilities since 1909. 


handles. Platform is 16-gage steel 
encircled by heavy-duty, non-mark- 


ing rubber bumper. Colson Corp. 
For more data circle No. 72 on postcard, p. 123 





* by American Standard, Chicago, Crane, . : Bed knife arinder folder 
Price-Pfister, Repcal, etc. Flip the lever... and drink! 9 


Features of the Ideal model 50 
Write for . a. ° ; 
pada DRINKING FAUCET COMPANY bed knife grinder are described in 


, an illustrated folder. Grinder is 
information sheets. 1439 FOURTH STREET * BERKELEY 10, CALIFORNIA nae 
for servicing power mowers, 











146 HARDWARE AGE, APRIL 10, 1958 








greensmowers, fairway units and 
a wide variety of edge tools. High- 
speed grinder has’ tapered-cut 
grinding wheel, revolving steel 
tracks, ball bearing motor and car- 
riage. Special clamping method 
holds any type of bed knife with- 
out distortion, regardless of end 
construction. Unit can be used to 
sharpen ice skates when used with 
model 50 skate grinding attach- 
ment. The Ideal model 77 bench 
grinder is also described in the 
model 50 folder. Fate-Root-Heath 
Co. 


For more data circle No. 73 on postcard, p. 123 


Sharpener for chain saws 


Chain saw users will want the 
Nygran guide vise, a chain saw 
sharpener offered with or without 
adjustable height stand. Dials ad- 





just height, length, depth, level, 
and degree of angle for filing. It is 
used both as sharpening and joint- 
ing tool. Saw chain is held in clamp 
tightened by single-lever lock. Re- 


tails at $23.95. Nygran Industries, 
Ltd. 


For more data circle No. 74 on postcard, p. 123 


Storage area shelving 


Spacemaster slotted uprights and 
shelf brackets can be installed in 
offices or service buildings for 
quick, inexpensive shelving appli- 
cations. Equipment is available for 
use on any type wall or partition. 
It can be used in-back-of or beside 
desks or tables or free-standing. 
Equipment is available in finishes 
to fit any decorative scheme. The 
manufacturer has issued a 12-page 
booklet showing and _ describing 
more than a dozen new, complete 
merchandising units. Reflector- 
Hardware Corp. 


For more data circle No. 75 on postcard, p. 123 


(Resume reading on page 17) 
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LOOK HERE Y ALL! 


WE'RE SPREADIN’ OUT 


. yes sir, we've added LAWN 
SPREADERS in three Popular sizes 16" 
20” ... and 25°. 


This rounds out our full line of 
contractor and home wheel- 
barrows. 












STOCK THE FULL Chattanooga Line, ASK YOUR JOBBER 
CHATTANOOGA WHEELBARROW C0. Chattanooga 2, Tennessee 





NEW AKAY 
DRI-FLOR 


plastic 


| DRIP CATCHER 














@ For modern toilet tanks 
@ in decorator colors and white 


Rust-proof metal hanger strips make behind- 
tank installation simple, easy. No glues... 
no tools needed. Easy does it! Moisture 
drains into plastic cups that twist to empty. 
Packed in ‘“‘talking’’ cartons for shelf or 
counter display. A year-round seller where 
humidity is a problem. Priced to retail at 
$2.99 each. 


NEW AK AY ROTARY POWER MOWER 
BLADE BALANCER 








Protects against crankshaft damage due cone, designed to accommodate shaft 
to unbalanced blades! Light, durable holes from '2” to 12”. Priced to retail 
plastic stand supports flexible balancing at 69 cents each. 


AKAY CORPORATION wacseereooucrs, inc. 


4034 North Kolmar Avenue, Chicago 41, Illinois 
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How's the Hardware Business? 





Paint sales continue strong, show no signs that 
current business downturn is affecting buying 


The current business recession 
is not hurting paint sales. In fact 
sales so far this year are running 
ahead of last year. That’s what 
the Joint Paint Industry Coordi- 
nating Committee reports. 

The committee is made up of 
representatives of the Retail Paint 
& Wallpaper Distributors of Amer- 
ica, the Painting and Decorating 
Contractors of America and the 
National Paint, Varnish & Lacquer 
Assn. 

A recent survey, backed up by 
two personal tours around the 
country, shows that paint sales are 
holding up well. The tours were 
made by Gen. Joseph F. Battley, 
president of the National Paint, 
Varnish & Lacquer Assn., and B. 
M. Belcher, board chairman of the 
association. 

“Everywhere we went, we found 
that paint industry trade sales are 
holding their own or are doing 
better than in the comparative 
period of 1957,” General Battley 
reports. 

“As a matter of fact, in those 
few sections of the country where 


How to stretch your 
promotion dollars 

One way to stretch your ad- 
vertising budget is to make full 
use of manufacturers’ co-op ad- 
vertising programs. 

A Directory of Housewares 
Co-Op Ad programs was _ pub- 
lished in the Jan. 2 issue of 
HARDWARE AGE. This Directory 
tells you which manufacturers 
have co-op programs, demon- 
strators, ete. 

‘You can get a reprint of this 
Directory by sending 15¢ in 
coin or stamps to HA Reader 
Service -Dept., HARDWARE AGE, 
Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


they are experiencing strikes or 
seasonal layoffs, business is even 
better than elsewhere. This is be- 
cause people in these sections are 
using their spare and leisure time 
to improve their homes and proper- 
ties with paint.” 

To back up his contention that 
the paint industry is the last to 
feel a business decline and the first 
to recover, General Battley points 








Spring mailer prepared 

by Steinman Hardware 
Steinman Hardware Co., whole- 

saler in Lancaster, Pa., has pub- 


FESTIVAL OF SPRING FIX-UP MONEY-SAVERS 


*h7 
es 
aalt 


lished its first spring consumer 
mailer for dealer use. 

Theme of the 4-page, 4-color 
mailer is “Big Spring Sale.” 

Featured on the cover, next to 
the space for customer addressing, 
is a coupon worth $1 toward any 
purchase of $10 or more. 


Items featured include hand 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


out that when business started to 
dip in November 1953 and hit a 
low level some eight months later, 
the paint industry index showed 
no slump whatsoever. In March 
1955, paint sales set a new record 
high at a time when general busi- 
ness had just recovered. 


February retail sales 
totaled $13.9 billion 

Retail store sales across the na- 
tion in February totaled $13.9 bil- 
lion, the Commerce Dept. reports. 

This is $2 million, or 1.5 percent, 
below February 1957 retail sales. 

Sales by the hardware, lumber, 
building and farm equipment group 
totaled $759 million during the 
month. This represents a drop of 
$77 million, or 9.2 percent, from 
February 1957 sales. 








tools, lawn and garden tools, two 
window fans, and picnic supplies. 


Frankfurth Hardware has 
spring mailer available 

A spring mailer for dealer use 
is available from  Frankfurth 
Hardware Co., wholesaler in Mil- 
waukee. 

The circular is printed in four 


aa 
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When a guy comes in, it isn’t paint or brushes he’s got on 
his mind. It’s a job an’ how it'll look. So, you help him pick 
out a color an’ start shakin’ his paint. Then you shove a 
Wooster brush in his mitt and start sellin’. 





“No loose bristles, and it cuts in like a knife. It'll look just 
like a painter did it.” He'll buy it an’ do his job. Then 
he’ll brag about how you’ve got the best paint in town. 
First thing you know, everybody thinks this. 


inventory . 
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Wooster Exploded-Tip 


Heres How brushes sell more paint 


If you want maximum brush turnover with a minimum 


Wooster Exploded-Tip Brush Mart, now. 











one m 
6 ort 
jn 


» 
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— 
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“Got some Wooster Exploded-Tip brushes here,” you say. 
“Only kind with ‘Triple-Action’ ... pick up more paint 
(less dippin’) ... release paint evenly ... and they spread 
paint smo-o-oth — with less chance for brush marks.” 











~ 
Be 


Order this display from your distributor. Put it on your 
counter in front of the paint shelves an’ you’ve got a com- 
plete brush department. These brushes sell themselves... 
but more important, Mr. Dealer, they'll sell paint! 





.. and bigger paint sales ... get the new 





©OOSTER % 


BRUSH CO.WOOSTER, OHIO 
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New Wholesalers’ Aids 


(Continued) 





colors. It has four pages. Theme of 
the circular is “Early Bird Sale.” 

Among the 72 items featured in 
the circular are lawn and garden 
tools and supplies, sporting goods, 
hand tools, laundry and cleaning 
supplies. 


The mailer also features a num- 


ber of Hardware Week specials and 
one coupon special. 

Frankfurth is supplying ad mats 
which dealers can use to back up 
the circular. A tie-in store trim 
kit is also available. 

In addition, the company has a 
monthly ad mat program for 
dealers. This program provides 
dealers with an ad mat of four 
featured items, and banners and 
streamers for the dealer to use in 
promoting these items in his store. 





Sells Hundreds of 
|} HARDWARE ITEMS! 


A host of high-profit hardware items 
are being riveted to belts by teen- 
agers ... it's a new fad that’s a 
‘‘natural’’ for promotion by hard- 
ware dealers! Are you taking full 
advantage of this ‘‘once-in-a-life- 
time’’ opportunity? 






































ORDER DOT SPEEDY RIVETS! 











They're the perfect fastener device 
for teen hardware belts .. . fasten 
hardware items fast, easily, securely 

AND, THEY ARE BEING 
PUSHED TO TEENS THROUGH 
SEVENTEEN MAGAZINE! Have 
enough Dot Speedy Rivets on hand, 
They're really moving. 






































ORDER NOW! 
CALL YOUR 
JOBBER 

OR WRITE 























THE 
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Subsidiary UNITED-CARR FASTENER Corporation 





















SPEEDY RIVETS 












2 broadsides available 
from Bostwick-Braun 

Two spring broadsides are avail- 
able for dealer distribution 


from 





Bostwick-Braun Co., wholesaler in 
Toledo, Ohio. 

Each broadside has four pages 
and is printed in four colors. 

Each is built around a 9-day 
sale. Themes of the broadsides are 
“Super Values for Spring” and 
“Target for Spring Values.”’ 

Space for dealer imprint is pro- 
vided at the top of the first page. 

Items featured in the two broad- 
sides include lawn and garden 
tools, housewares, clean-up and fix- 
up supplies and sporting goods. 


Ace distributes 820,000 
Spring Bargain Books 

Ace Hardware Corp., wholesaler 
in Chicago, has distributed 820,000 
copies of its Spring Bargain Book 
to dealers. 

The 32-page catalog has 16 pages 
printed in four colors. Inside pages 
feature Ace Pace Setters as spe- 
cial values. 

Merchandise featured in the 
catalog includes lawn and garden 
equipment, sporting goods, hand 
tools, power tools, paints and sun- 
dries, housewares and plumbing 
fixtures. 

Half of the catalogs featured a 


HARDWARE AGE, APRIL 10, 1958 





New Wholesalers’ Aids 
(Continued) 
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four-page rural merchandise sec- 
tion. 

Price cards and store display 
material were also supplied to deal- 
ers. 


6 wholesalers feature 
spring sale circular 


Six wholesalers are distributing 
a 4-color, 8-page tabloid-size cir- 
cular to dealers to send out to their 
customers. The circular was pro- 
duced by Catalog Alliance, Forest 
Hills, N. Y. 


Theme of the circular is “Spring 
Sale.” Space for dealer imprint is 
provided on the front cover. 


Seventy-seven items are fea- 





THIS SPACE FOR 


DEALER'S 


a 
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tured. These include lawn and 
garden tools, housewares, laundry 
and cleaning needs, paint supplies 
and picnic goods. 

Plant foods, insecticides and 
painting are given an _ editorial 
treatment that urges customers to 
seeks the advice of their hardware 


ware Co., Atlanta; Bigelow & 
Dowse Co., Needham Heights, 
Mass.; Bluefield Hardware Co., 


Bluefield, W. Va.; Phoenix Hard- 
ware Co., Newark, N. J.; Quaker 
Sales Corp., Johnstown, Pa.; and 
Wyoming Hardware, Casper, Wyo. 

Catalog Alliance is also prepar- 


dealer. 

A tie-in display kit is also avail- 
able. 

Wholesalers’ distributing the 
circular are Beck & Gregg Hard- 


ing custom promotions for these 
wholesalers: Janney, Semple, Hill 
& Co., Minneapolis; Masback, Inc., 
New York; and William S. Moore, 
Inc., Newark, Ohio. 


One of a series 
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The''Fixtures that 
Fit’the | Merchandise 


44 standard color combinations are available 
in durable baked enamel finishes. 


With offices in all principal cities and a 
nationwide staff of experienced store 
planners we service all inquiries promptly 
Be right—Be sure—Decide after 

you have M &D quotations 
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M.D supply the fixtures of choice to the 


retail hardware trade at challenge prices. 









TEAR ME OFF AND MAIL ME TODAY 
To Our Neorest Office Please 

MeD Store Fixtures, Inc. HAZ-! 

245 Vineland Avenue, (City of Industry) La Puente, California or 

6 No. Michigan Avenue, Chicago 3, Illinois 


lf you're “Garden Center” conscious 
M & D has the answers to. 


Call in the M & D man now to plan 
for increased volume and 
profits for your store. 


Have your Store Planning Engineer contact me. | am interested in 
Complete Store Installation [) Upgrading or remodeling [) 
Gondolas [) Platforms [) Wall Units [| 
Regional sales offices in other important cities throughout the U.S.A 


NAME 


STREET 


M & D Store Fixtures, Inc. 
>>>>> MODERN DESIGN 
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trees. 








RediMix RediMix Little Giont 
Shrubmaster Lawnmaster Sprayer 









SINCE 
1946 






DESIGNS 
distinctive 
estate signs that egal! 


LAWN STYLES 

A wide variety of motifs, 
sizes, types. 2” Reflec- 
tor Letters and House 
Numbers. 

BRACKET STYLES 
Double faced Lamp Post 
Bracket and Sign Brack- 
et types. 

MAIL BOX STYLES 
Double and Single Faced 
Styles. 



















b 
je DURABLE CAST ALUMINUM ¥& REFLECTING 
3% DISTINCTIVE DESIGNS %e WEATHERPROOF 
Estate Signs * Weathervanes * House Numbers 
Mail Box Posts 
Write for Free Literature — Price Lists 
LUCE REFLEXITE CORPORATION 


Westport, Connecticut 


Why stock 7 


The RediMix 2 in 1 is the only sprayer . . . for all 
garden needs! Sprays lawns, flowers, and trees! 


WORLD’S BEST 
GARDEN HOSE 


No. 243C RediMix 2 in 1 $4.95 complete SPRAYER * 


Ken* Sprayall RediSprinkler 


7 * See page 341 of July 1956 issue of leading consumer research magazine. 








wher J wile do / 





@ Sprays flowers, lawns, and @ Dial-A-Spray control valve, 


Built-in Back Siphonage pro- 


@ Comes with 2 different noz- tection, new Zamak cap, and . 
zles, instantly interchangeable. all brass working parts. 


@ Eye-catching display card. @ 40% discount on case of 3. 


Write for free catalog of all Sprayers & Nozzles fine 
products or contact your local distributor. 





Garden 


Banden 2575—28th Avenue North; St. Petersburg 4, Florida | 






QUALITY PIPE FITTINGS 
FOR OVER 60 YEARS 





Save SPACE*TIME> MONEY 


WITH 


"SURE-LOCK” CARTONS 
"SPACE-SAVER” MASTERS 





DETROIT BRASS & MALLEABLE CO. 


2968 SEVENTH ST., WYANDOTTE, MICH. | 


HARDWARE AGE, APRIL 10, 1958 








Promotions 











Poster campaign is set 
for steel garbage cans 


A promotion to help hardware 
dealers sell more galvanized steel 
garbage cans has been prepared 
by the Galvanized Ware Mfrs. 
Council and the American Zinc In- 
stitute. 

The Zinc Institute has prepared 
a 17 x 22 in. color poster which 
the Galvanized Ware Council will 
distribute to health departments 
across the nation. 

Health officers, in turn, will see 
that the poster is displayed in 
schools, churches, store windows 
and on the sides of municipal ve- 
hicles. 

The poster shows two garbage 


cans and carries the message: 
“Stop disease. Use covered zinc- 
coated galvanized steel garbage 


eans. Don’t feed rats and flies.” 


Otto Bernz extends its 
torch trade-in program 


Otto Bernz Co., Rochester, N. Y., 
has extended its Bernz-O-Matic 
torch trade-in program to take in 
customers who do not have an old 
torch to trade. 

Under the new program, custom- 
ers who do not have a torch to 
trade can use a free coupon worth 
$1 toward the purchase of the TX- 
888 torch kit which regularly re- 
tails for $8.88. Customers can get 
the coupons from Bernz ads in 
national consumer magazines, in 
dealer ads in local newspapers, and 
from pads on_ point-of-purchase 
display cards in dealer stores. 

The new program is part of the 
company’s participation in Hard- 
ware Week. 


Columbia Fasteners Co. 
pushing teen belt fad 


A promotion to sell a number of 
hardware items to fad-conscious 
teen-agers is being conducted by 
Columbia Fastener Co., Div. of 
United Car Fastener Corp., Chi- 
cago. 

The promotion 


ealls for teen- 
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Manufacturers’ New Merchandising Plans 








agers to decorate their wide leather 
or fabric belts with hooks, hinges, 
latches, padlocks, etc. from hard- 
ware stores. These are fastened 
to the belt with Columbia’s Dot 
Speedy Rivets. 

Columbia is advertising the idea 
in Seventeen magazine. 
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A combination lock that is 


Plymouth Cordage has 
rope selling promotion 


A promotion to sell more rope 
for use around the house is being 
conducted by Plymouth Cordage 
Co., North Plymouth, Mass. 

Dealers get 25 copies of each of 
three booklets, “How to Have Fun 
With Rope,” “How to Decorate 
With Rope,” and “How to Use 
Rope,” when they order a Ply- 
mouth rope merchandising unit. 


The booklets give customers 





NEW... MEETS THE NEED FOR 
A FUNCTIONAL YET BEAUTIFUL 
SCREEN and STORM DOOR LOCK 


CAN’T 
BLOW 
OPEN, 
CAN'T BE 
FORCED! 


The harder the lock is pushed 





loaded with features that sell 


This precision-engineered lock gives a ‘‘new look’ to 
doors. Pressure cast Zamac aluminum or brass finish 
that won't rust or corrode. One piece seamless knob 
and universal finger-fitting handle. No mortising; strike 
mounts on surface of door jamb or z-bar. Instantly 
reversible for right or left hand doors. Smooth, silent 


spring action strike assures long life and trouble-free 


operation. 


Can be installed on the narrowest stile metal doors 


SALES REPRESENTATIVES: Choice territories still 
open! Write giving experience and qualifications. 


~ 


ATIONAL HARDWARE 


CORPORATION 


NEW YORK: Ozone Park 16 / CHICAGO: 205 W. Wacker Dr 





against strike, the more rigid 
and secure it becomes. 





2 KNOB DESIGNS 





STANDARD TULIP 
No. 660 Alum. No. 960 Alum. 


No. 66! Brass No. 961 Brass 





EASILY INSTALLED 
ON ALL %” TO 114” THICK 
METAL OR WOOD DOORS 












Bs) |. 
sh 
| | _ 


| | 


Only 2 factory pre-assembled 
units. Just bore 3 small, 5/16” 
holes. 


153 











Manufacturers Promotions 
(Continued ) 





ideas on how to use rope for 
fencing, making room dividers and 
in games, among other uses. 

In addition, dealers receive a 
wall or counter rack to hold the 
booklets, and ad mats and streamer. 


Weller is featuring 3 
power tools in Post ad 


Three products of Weller Electric 
Corp., Easton, Pa., will be featured 
in a two-color ad in the April 20 
issue of Saturday Evening Post as 
Hardware Week specials. 

Featured will be the Model 8100K 
soldering kit, the Model 700 sander 
and polisher and the Model 800 
sabre saw. 


Boyle-Midway schedules 
six ads for Aerowax 
Boyle-Midway Div. of American 
Home Products Corp., New York, 
will run six full-page, four-color 
ads for Aerowax in Life this vear. 











David Linzer & Sons is 
featuring $1 trade-in 


David Linzer & Sons, Inc., New 
York, is promoting sales of a new 
professional-type 4-in. paint brush 
with a special trade-in program. 

Dealers offer a $1 trade-in al- 
lowance to customers for any old 
paint brush if they buy the new 


brush which regularly retails at 
$4.98. 
Dealers will receive window 


streamers and envelope stuffers to 
use with their customer mailings to 
promote the trade-in offer. 


Variety and mail order 
chains’ sales are lower 


Variety and mail order chains 
report sales in February were down 
from the year-ago figure. 

Sales losses for variety chains 
averaged 4.1 percent during Feb- 
ruary. Only one firm, Butler Bros., 
reported a sales increase. All other 


chains reported sales decreases 
ranging from 1.9 percent to 14.2 
percent. 

Mail order chains fared little 


















better. Sears, Roebuck & Co. re- 
ports sales in February down 6.7 
percent. Montgomery, Ward & Co. 
sales were down 0.9 percent. Only 
Spiegel Co. reported a sales gain, 
8.9 percent. 


Toro assumes warranty 
for engines on mowers 


Toro Mfg. Corp., Minneapolis, 
announces that its 2000 master 
dealers will extend complete servic- 
ing and warranty to its 1958 4 
cycle 18 and 20-in. rotary mower 
engines. 

The company thus assumes full 
service warranty. It means custom- 
ers will not have to involve them- 
selves with the servicing facilities 
of the engine manufacturers. 


Devcon using net prices 


Devcon Corp., Danvers, Mass., 
has adopted net pricing on all of 
its distributor price schedules in 
keeping with recommendations of 
the National Industrial Distribu- 
tors’ Assn. and the National Whole- 
sale Hardware Assn. 
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CALPARAL 








10 
HOLE SPACING 8° 
namie 


The #801 Treck and #1801 
Glide offer versatile and 
economical insteliction. Use 
the #200 Upper T Guide 
between the doors or use two 
side by side as shown. diagram on the left. 


See Your Jobber, or write to — 


ENGINEERED PRODUCTS CO. 


P.O. Box 118 


FLINT, MICHIGAN 4 


E-Z GLIDE TRACK FOR~ 
34 BY-PASSING DOORS < 


This superb group of tracks for %” sliding doors offers 
smooth, silent action and simple, inexpensive installation. 
There are no moving parts .. . nothing to corrode, rust or 
wear out... noise and chatter are eliminated . . . sliding 
action is finger-tip easy. Expert designing permits a hand- 
some, clean appearance to the finished job. 





The #821 Track, #1801 Glide 
ond +48A34 Upper Guide pro- 
vide a superior installation. 
The #200 Upper T Guide may 
be substituted as shown in 
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It’s unusually brilliant... 











. the finish on the windowpane, that is. light — his assurance that he is getting window 
[he window is made of sparkling PENNVERNON— glass at its best. 
the window glass with a remarkably smooth, even Pittsburgh Plate has a variety of free merchan- 
surface on both sides of the sheet. PENNVERNON dising aids available to help you spark PENNVERNON 
provides clear, true vision because it is absolutely sales. To get these valuable aids, just contact 
transparent—unmarred by defects and resistant your nearest Pittsburgh branch or distributor. 
to the accumulation of dust and dirt. It’s easy to Pittsburgh Plate Glass Company, Room 8158, 
look at, easy to look through, easy to clean. 632 Fort Duquesne Boulevard, Pittsburgh 22, Pa. 


The next time a customer wants to replace a 


windowpane, sell him only the very best — 


san : Stag PENNVERNON® 
PENNVERNON Window Glass. Point out the eye- 


catching label in the corner of the PENNVERNON ...not just Window Glass 





SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
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IN CANADA: CANADIAN PITTSBURGH INOUSTRIES LIMITED 
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1000 Dealers Attend Three-Day Annual 
Northern Wholesale Hardware Convention 


eae . x 


A few of the dealers who attended the Northern Wholesale Hard- 


ware Co. 36th annual convention 


About a thousand Home 
Town Hardware dealers at- 
tended the 36th annual con- 
vention and merchandise 
show held by Northern 
Wholesale Hardware Co., 
dealer-owned wholesaler of 
Portland, Ore. 


and show. 


The 3-day affair featured 
business meetings, panel dis- 
cussions and merchandise 
clinics. 

In addition, more than 200 
manufacturers displayed 
their wares with representa- 
tives and factory experts on 
hand. 





Cosco Elects Three 
New Vice-Presidents 


Three Cosco executives 
have been elected members 
of the board of directors and 


sos 


THOMAS R. HENDERSON 


vice-presidents of Hamilton 
Mfg. Co., Columbus, Ind. 

Robert L. Wendling, Frank 
Zeigler, and Thomas R. Hen- 
derson are the new vice-pres- 
idents and directors. 
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Mr. Henderson, vice-presi- 
dent in charge of sales, joined 
the sales department in 1946 
and was named general sales 
manager early this year. 

Mr. Wendling is vice-presi- 
dent in charge of purchasing. 
He joined the company in 
1941 and has been director of 
purchases for the past six 
years. 

Mr. Ziegler, vice-president 
in charge of production, 
joined Hamilton in 1942 as a 
stock handler, and has been 
plant manager since 1956. 


New Member of Board 


Pryor Wise, treasurer, 
Stratton & Terstegge Co., 
Louisville wholesaler, has 
been elected a member of the 
company’s board of directors. 
Mr. Wise has been with the 
company for 24 years, and 
treasurer for the last three 
years. 


Top Officers Promoted 
By Red Devil Tools 


Red Devil Tools, Union, 
N. J., manufacturer of hand 
tools and floor conditioning 
equipment, has elected three 
top officers to higher posi- 
tions in the company. 

George L. Lee, Sr., former 


JOHN L. LEE 


president, is chairman of the 
board. 

George L. Lee, Jr., trea- 
surer, has been elected presi- 
dent and will continue to 
serve in the former capacity. 
He has been with the com- 
pany for 10 years. 

John L. Lee, formerly vice- 
president in charge of sales, 
has been elected executive 
vice-president. He will con- 
tinue to direct sales. He 
joined the company in 1945. 

The new president and ex- 
ecutive vice-president are 
grandsons of Landon P. 
Smith, who founded the com- 
pany in 1872. 


W. F. Symonds Elected 
Allen Vice-President 


William F. Symonds, secre- 
tary, W. D. Allen Mfg. Co., 
Chicago, has been elected 
vice-president in charge of 
the manufactured products 
division. He continues as sec- 
retary. He has directed 
household products sales 
since 1942. 

Mr. Symonds will also di- 
rect marketing of the fire 
equipment division, previ- 
ously supervised by his 
brother, Allen D. Symonds, 
who has been elected execu- 
tive vice-president of the cor- 
poration. 





DEALER BRIEFS: 





Snohomish Hardware Celebrates Diamond 
Anniversary Of Service In Washington 


Snohomish, Wash. Sno- 
homish Hardware Co., a 
Home Town Hardware store 
here, celebrated its 60th an- 
niversary April 5. Owner 
Neil M. Cochran kept the 
doors open until 9 p.m. to 
permit all of his friends to 
drop in for the _ birthday 
party. 


Windber, Pa.—Donald C. 


Dimond and George Zborov- 
ancik have purchased the 
Marinelli Hardware store. 
Mr. Zborovancik will manage 
the business. 

Prophetstown, Ill. — J. 
Dudley Drummet has pur- 
chased the Ace Hardware 
store formerly owned by Mr. 
and Mrs. J. K. Urick. 

(Continued on page 166) 
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J. J. Greene Assists 
Fitler Sales Manager 

The Edwin H. Fitler Co., 
Philadelphia, has named 
James J. Greene assistant 
sales manager. During World 
War II he was in charge of 





government contracts in 
plastic and aluminum gaso- 
line tanks and aluminum 
bomb doors. 

Later he worked in sales 
capacities for Columbian 
Rope Co., Auburn, N. Y. and 
in Cleveland. 


Mindell Purchases 
Sechtman Hardware 


Mindell Hardware Co., 
Hartford, Conn., wholesaler, 
has purchased Sechtman 
Hardware Co., Inc., also a 
Hartford wholesaler. 

New officers have been 
elected. Jack Mindell is pres- 
ident. Alexander J. Sikora is 
vice-president. Benjamin 
Sacartoff is treasurer. Rob- 
ert Mindell is secretary. 





United Hardware Sales Up 12 Percent For 
1957; Group Elects Officers, Directors 


United Hardware Distrib- 
uting Co., dealer-owned Min- 
neapolis wholesaler, reported 
a 12 percent increase in sales 
in 1957. 

The first two months of 
1958 showed a 5 percent in- 
crease, according to reports 


given to the organization’s 
annual meeting. 

Officers elected for the 
coming year are: J. A. 


Beaver, Kasson, Minn., presi- 
dent; J. Rouzie, Bowman, 
N. D., vice-president; R. S. 
Evans, Strawberry Point, 
Iowa, secretary; W. J. Cer- 
mak, re-elected treasurer and 
assistant secretary. 

Directors: H. G. Clayton, 
St. Croix Falls, Wis.; R. F. 
Howe, Spencer, lowa; J. J. 
Kranz, Dell Rapids, S. D.; 
E. A. Renner, West Concord, 
Minn. 

N. W. Diehl has been ap- 
pointed general manager of 
United. For the past nine 
years, Mr. Diehl has been an 
executive in the home office 
of Marshall-Wells Co., Du- 
luth wholesaler. 
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N. W. DIEHL 


Southern Convention To Consider Warehouse 
Economies; Role of Wholesalers’ Salesmen 


Panel discussions on whole- 
saler salesmen and stream- 
lining of warehouse opera- 
tions, plus addresses on the 
immediate problems of the 
hardware wholesale industry 
and on the general economic 
situation will be features of 
the Southern Convention. 

This is the annual meeting 
of the Southern Wholesale 
Hardware Assn. and _ the 
semi-annual meeting of the 
American Hardware Mfr’s. 
Assn. April 13 to 17 in New 
Orleans at the Roosevelt 
Hotel. 

The convention opens Sun- 
day, April 13, with a recep- 
tion. 

April 14, in the morning, 
there will be a contact ses- 
sion for visiting among mem- 
bers of the associations. In 
the evening Dr. Geo. Heaton, 
of Charlotte, N. C., will 
speak. 

April 15 there will be an 
open session. 

The Old Guard will be 
honored with presentation of 
roll of honor pins. A. C. Ran- 
kin, Teague Hardware Co., 


Montgomery, Ala., will speak 
on what the Old Guard has 
meant to the industry. M. J. 
Lipscomb, manufacturers’ 
agent, Nashville, will re- 
spond. S. D. May, Bluefield 
(W. Va.) Hardware Co., and 
Southern Association presi- 
dent will present the pins. 
This is the 50th anniversary 
of the Old Guard. 

The panel discussion will 
be on wholesalers’ salesmen. 
Members are R. Lee Water- 
man, Corning Glass Works, 
Corning, N. Y., for manufac- 
turing; W. C. Dieruf, Jr., 
Jefferson Town, Ky., for 
dealers; and A. J. Carson, 
Stratton-Terstegge Co., 
Louisville, for wholesalers. 

Joe W. Pitts, Brown-Rob- 
erts Hardware Co., Alexan- 
dria, La., will speak on “The 
Wholesaler’s Place in the 
Picture.” 

April 16 there will be ad- 
dresses on the general eco- 
nomic situation by Harrison 
Salisbury, of the New York 
Times, and Dr. Arthur A. 


(Continued on page 168) 
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Hardware Dealer Buys Paint Guide Reprints 
To Help Sales Clerks Sell More Paint, Sundries 


Here is a way to use the Guides published in 
HARDWARE AGE to increase sales. The idea is in a 
letter from a hardware dealer on the West Coast: 

“Your paint issue (March 13) was great. 

“I’m going to do more with my paint section be- 
ginning right away and use your idea that the 
paint department can ‘Beat the Profit Squeeze.’ 

“One thing I want to do is get this paint issue in 
the hands of everyone in my store. Do you have 


reprints?” 


Reprints of the Paint Guide, exactly as printed 
in the March 13 issue, are on the way to this dealer. 
These reprints are available from the H. A. Reader 
Service Department, HARDWARE AGE, Chestnut & 
56th Sts., Philadelphia 39, Pa. The price, postpaid, 
is: 1 to 10 copies, 25¢ each; 10 to 100 copies, 20¢ 
each; 100 copies and more, 15¢ each. 









_——_—_—- 


News of the Trade———_— 


ula has the Wisconsin Retailers Elect Moe President 








New officers of Wisconsin Retail Hardware Assn. elected at the 

recent annual convention in Milwaukee are (left to right): Alvin 

Moe, Moe Hardware, Black River Falls, president; J. B. Eagan, 

J. B. Eagan & Sons, Avoca, director; D. |. Pierce, Pierce Hardware, 

Brodhead, vice-president; and H. A. Lewis, Stevens Point, secretary- 

| treasurer. Holdover directors are A. C. Johnson, Robertson Hard- 

: eae Nee ware, Wauwatosa; A. E. Westlund, Westlund Hardware, Superior; 
Brill Hardware, Paramus, New Jersey W. K. Smith, Smith Hardware, West Bend; C. A. Mielke, Mielke 
Hardware, Markesan; Adolph Asleson, Asleson Co., Stoughton; and 

that mean NIORE BUSINESS Richard Schaus, Schaus Hardware, Manitowoc. Advisory board 
| members are R. L. Lendved, Lendved Hardware, Clintonville; E. J. 

| Rathsack, Rathsack Hardware, Manitowoc; and R. E. Gasser, 


Whether or not your store sells gifts, Bulman | Gasser Hardware, Boscobel. 


has the ideas that will make MORE money 3 i 
for you. Bulman store engineers analyze | Florida & Georgia Dealers Elect Officers 
your operation . . . make individualized rec- 
ommendations. For Brill Hardware, Paramus, 
New Jersey, Bulman enlarged and glamor- 
ized the gift department. Higher mark-up in 
this department helps increase the net profit 
of the operation. 





Bulman costs you less, 
gives you more through 
greater volume & know-how 


High volume production cuts the cost of 
Bulman steel equipment without sacrificing 
quality. Bulman’s merchandising know-how 
will increase your profits. You get Bulman’s 
ideas (proved in 30,000 stores) for store lay- 
out, lighting, color coordination, stocking and 
displays at no additional cost. 





Members of the Florida & Georgia Retail Hardware Assns. elected 
these officers at their recent annual joint convention in Jacksonville, 
Fla. They are (left to right) seated, Florida Assn. officers: J. F. 
Proctor, Proctor Hardware, Jacksonville Beach, director; L. M. 
George, George Bros. Hardware, Miami, director; M. F. Stuck, 
THE () CORPORATION New Smyrna Builders Supply, New Smyrna, director; Charles Hartley, 
Hartley Hardware, St. Cloud, director; Paul Franklin, Franklin Hard- 
: ao ware, Ft. Myers, vice-president; and T. R. Hodges, Hodges Hardware 
Grand Rapids 2, Michigan & Implement, Monticello, president; standing, W. W. Howell, Way- 
:' ae ies cross, Ga., secretary of both associations, and Georgia Assn. officers: 
Canadian Subsidiary: | E. D. Pennington, Pennington Hardware, Lafayette, director; Virgil 
Bulm f Canada (Sto t) Ltd. | Poss, Poss Hardware, Washington, vice-president; and Clarence 
ulman of Canada (Store Equipment) Ltd | Johnson, South Georgia Hardware, Albany, president. Other officers. 
28 Taber Road, Toronto, Ontario | elected, but not shown, are Robert McCann, McCann Hardware, 
| Ft. Lauderdale, Fla., Florida Advisory Committee chairman: C. C. 
_ Giddens, Jr., Adel Trading, Adel, Ga., Georgia Advisory Committee 
World Leader in Steel Self-Selection Equipment | chairman and W. T. Avery, Avery-Johnson Hardware, Macon, Ga.; 
_ E. R. Bates, Bates Hardware, Atlanta, Ga.; and Dale Greene, Dales. 

——— Hardware, Columbus, Ga., Georgia directors. 
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Now—you get these beautiful contemporary mail boxes from 
SIDNEY, OHIO. Griswold Manufacturing Company has moved to 
larger, modernized facilities, making possible even higher quality 
workmanship and design than ever before. 

Every homeowner is a prospect for a Griswold Mail Box, for 
every home entrance can be enhanced by one of these finely designed 
boxes. What’s more they’re practical—large enough to handle lots 
of letters and the largest magazines. The wise thing to do is to stock 
the entire line—and watch the profitable results. Order from your 


jobber now. 


available in Black or White. 
Matte Black is standard... 
““W”’ indicates White. 





SINCE 1865 


GRISWOLD MANUFACTURING CO., Dept. 748, Sidney, Ohio 









All Contemporary Mail Boxes are 


Cat. No. 704 and 704W 
Overall Dimensions: 
Length 17%"; Height 71/2"; Depth 67/," 

Packed 1 in a carton; Shipping Wt. 35/5 Ibs. 

LIST $8.95 


7 


Cat. No. 703 and 703W 

Overall Dimensions: 

Length, 1614"; Height, 57/,"; 

Depth, 4%," ; Packed 1 in a carton; 
Shipping Wt. 33% Ibs. 

LIST $5.95 


Cat. No. 705 and 705W 


Overall! Dimensions: 


Packed | in a carton 
Shipping Wt. 31% Ibs. 
LIST $4.95 













Cat. No. 706 and 706W 

Overall Dimensions 
Width, 92"; Height, 1712"; 
Depth, 5% Packed 1 in a carton 
Shipping Wt. 5%, Ibs. 



















































CAST IRON COOKING UTENSILS © HOUSEWARES © DAMPERS LIST $6.95 
dware trade KN 
The whole harawe -, HARDWARE AGE 
, hen you advertise ! | 
i) vg —~a™ SSS es “i —_— 
Le 
FAST SELLING SMALL TOOL SET LINE MACHINE PRODUCTS CO. INC. 


‘ ; LWdledy Ki THE VERSATILE 






Assorted Moody Kits small tool sets. En- 
able you to discover best sellers for your 
store. 5 Kits on this display. All display 
pieces, prices and order combination details 
in catalog. 
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Write today for NEW tell-all catalog. 





Tiny Drill and Awl Tool Set — only one of 
many in Moody line — all are attractively 
merchandised top quality, fast selling tiny 
tools. Get them in stock now. 





Buy complete line from your Jobber. 








2 CULVER STREET, PROVIDENCE 5, R. I. 


— & 


Old Fashioned Cork Screw. Aluminum 
handle. Merchandised in two ways: CS-, 
individually carded 12 to a carton, CS-12 
12 to a hang-up impulse selling card. 


TF ost popular 


lig and coping saw blades 
in this TROJAN Assortment 
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¢ Individually 
packed 


¢ Individually 
labeled 


¢ All pre-priced 


From this brilliant yellow and blue display box 
designed for counter or hanging on pegboard 
wall, you can fill, or the customer can select 
in seconds, any order for jig and coping saw 
blades, for hand or power saws. 

Unequalled in quality, world famous Trojan 
blades are hardened and oil tempered with teeth 


individually filed and precision set. 
Manufacturers of World-Famous Trojan Saw Blades and Frames 
Cr 
PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S.A. 
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News of the Trade 


orief reports of 


MANUFACTURERS’ SALESMEN 


@ Yale & Towne Mfg. Co., Yale Lock and Hardware Div., 
White Plains, N. Y.—Thomas K. Wemyss, previously with 
bank lock division, to New England district manager; Wil- 
liam L. MacLeod from sales organization to west central 
district manager; Jack E. Krahl, former dealer specialty 
representative, to West Coast representative; Robert A. 
Ohlsen, formerly of Craftsmen Inc., to New England rep- 
resentative; Thomas J. Knox, former Florida representative, 
to southeastern representative; William R. Snyder, pre- 
viously with Jewel Tea Co., to west central representative; 
Richard V. Oehmsen, formerly with A. G. Spalding & 
Brothers, to west central representative; Paul C. Pone, 
previously with Union Pacific Railroad to south eastern 
representative. 


@ Raybestos-Manhattan, Inc., Passaic, N. J.—Edward E. 
Steinbauer to manager of the new Minneapolis district; 
William R. Houston and Hilton N. Schuchman to Minne- 
apolis district representative; Stewart Monroe, former 
northeast district manager, to special representative, na- 
tional accounts; John McKinley, previously assistant Pack- 
ing Div. manager, to northeast district manager. 


@ Portable Electric Tools, Inc., Chicago—Joseph T. Ram- 
sey to Pacific Coast regional manager covering California, 
Arizona, Nevada, Utah, Colorado, New Mexico, Wyoming, 
Idaho, Washington, Oregon and Montana. 


@ Diamond Expansion Bolt Co., 
Charles W. Fuhrer, former 
assistant sales manager, 


Inc., Garwood, N. J.— 
New Jersey representative and 
to eastern zone sales manager. 


@ Bissell Carpet Sweeper Co., Grand Rapids, 
ven J. Reibert, previously of Lewyt Corp., 
in Chicago. 


Mich.—Mel- 
to representative 


@ Reflector Hardware Corp., Melrose Park, I|l.—Celus 
Baxter, formerly with the executive sales staff, to south- 
west and central division representative. 


@ Enterprise Mfg. Co., Akron, Ohio—Paul Sears, former 
northeastern representative, to representative in-Ohio, In- 
diana, Illinois and Michigan; Frank R. Smith, previously 
with American Tackle & Equipment Co., to northeastern 
representative. 


@ Corning Glass Works, Corning, N. Y.—G. Douglas Hillier, 
former Los Angeles representative to western district 
sales manager for Consumer Products Div.; M. R. Crockett, 
former Denver representative, to Los Angeles representative 
for Consumer Products Div. 


@ Burgess Cellulose Co., Sponge Div., Freeport, Ill. John 
B. Pursley, formerly of Mystic Adhesive Products, Inc., to 
midwestern territory sales manager. 


@ Moore Push-Pin Co., Philadelphia—Charles C. McDaniel 
to representative in Texas, Louisiana, Oklahoma and Ar- 
kansas. 


@ Stanley Works, New Britain, 
former assistant factory manager, 
the Dallas regional warehouse. 


Conn.—Paul E. Good, 
to branch manager of 
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“ALERT: 
Tank Ball and Guide 


BRINGS BIGGER PROFITS! 


Stops running toilets 
Saves money 


Nationally advertised 


Easy to install (no special tools) 
Everybody needs one 


3 year money-back guarantee 


Completely corrosion resistant 

















lift wires . . 





MORE THAN 7,000,000 SATISFIED USERS 


Any home keeper who has been a “bathroom 
jiggler" is a customer for "Alert" because it 
eliminates worrisome old type tank balls and 
. ends water waste and annoying 


gurgles once and for all. Put “Alert” on your 
counter and profit. 


CALL YCUR 
WHOLESALER NOW 
Packed in colorful, 
individual display 
box that sells on 
sight. 12 boxes to a 

carton. 


REPLACEMENT 


RUBBER BALL — | 


Round ball, chain 
and attachment hook 
are available. Packed 
6 to a box, 6 boxes 
to a carton. 


ARDMORE PRODUCTS CO. 
CONSHOHOCKEN, PA. 





e all-purpose 
ewon't kink 
ewon't mildew « 

or rot 





ANOTHER Rugg 


N 


“Ready-Pak"’ 


| NYLON, 


Pr 


shipper-display carton with 


HUGG-ED 






powerful three-color banners that attract and sell 


customers on superior-quality RUGG Nylon Rope. Pre- 


measured connected coils make sales quick and easy, at 
a profit. Order RUGG nylon, manila or sisal rope in 


READY-PAK display cartons. 














| Nylon I Manila and Sisal 
Size I Per Coil Per Display I Per Coil Per Display 
4a" 50 ft. 350 ft. 75 ft. 450 ft. 
Yq" 50 ft. 200 ft. 50 ft. 300 ft. 
Oe 25 ft. 100 ft. 50 ft. 300 ft. 














AT YOUR JOBBERS...OR WRITE 


The E. T. RUGG CO. 
51 MILLER ST., NEWARK, OHIO 
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no more bulk handling of cotter pins! 


fora GENEROUS 


fF PROFIT 
sell the PACK 





CUT YOUR 
SELLING TIME TO SECONDS 
ON THESE STOCK ITEMS... 


Western Wire’s modern “packaging” puts a gener- 
ous profit percentage into your pocket. 


Now, sell cotter pins, single sizes or assorted . . . in 
packages you never have to “break.” Eye-catching 
3-color display cartons...for counter or shelf. 
Order today from WESTERN WIRE PRODUCTS 
COMPANY. Special packaging to your speci- 
fications. 






























#15 FULL VALUE PACKAGE 
... order any one of 39 single sizes 


Each package of 12 boxes contains just one size. (To maintain a 
SINGLE PURCHASE PRICE for all 39 sizes, content count is reduced 
as cotter size increases.) No matter what 
popular size you order, price per pack- 
age of 12 boxes remains the same. An 
easier way to sell and inventory! 

List $3.00 per package of 12 boxes; 
all one size. 


“IDEAL” ASSORTMENT 


Ve x VY" to 4 x 12” sizes. 100 pins 
per box. 

List $1.60 per display carton of 12 
tuck-end boxes. $1.85 per carton of 
12 screw-top fibre cans. 


#38 #“BEST QUALITY" assortment of 
smaller sizes lists at $1.45 per carton. 





#50 TOOL BOX ASSORTMENT 
...in clear vue plastic tubes 


Each tube contains 50 assorted cotters 
from “sxe” to Vexlr”. The best 
assortment for any tool box. 

List $2.90 per display carton of 24 
tubes, plain steel... $3.25, cadmium 
plated. 





No “breaking” of packages or boxes when you buy from Western Wire 
WRITE FOR CATAOG No. 141 


es LOoOvuIS 4. 





CcCOMPAN Y 
MISSOURI 


Ww JG Saw 
gnc 54 ) 
: .* \) 10 t 24 " t 








MOTOR SELECTOR GUIDE! 


The Most Effective Motor Sales Aid Ever Devised! | 


This unique “silent salesman” tells customer instantly 
the motor he needs...eliminates indecision, stimu- 
lates customer to buy now. 


Makes It Easy For You To Sell | 
P a =) 






MOTORS 


Here’s Why!... 


@ Exclusive Design Features ® Motor Tags, Highlighting 


© Complete Line Motor Features 
@ Self-Selling Motor Display @ National Advertising 


USE THIS CONVENIENT COUPON TO ORDER YOUR FREE MOTOR 


SELECTOR GUIDE TODAY 
~ Does Be Ee Es SS a ae SS A ee Pes mee 
THE EMERSON ELECTRIC MFG. CO., Dept. M-I68 

ST. LOUIS 21, MO. 


Send me a Free Motor Selector Guide. 











EN 





TEA Se Oe a Te 


eS 


a A ae 





City 











EmMERSON-ELECTRIC 


of St. Louis 
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News of the Trade 











news in brief of 


MANUFACTURERS AGENTS 


@ Hoeynck Sales Agency, recently formed St. Louis rep- 
resentative, is comprised of H. A. Hoeynck, Sr., J. W. 
Hoeynck, R. E. Hoeynck and J. J. Barada. The new agency 
at 6432 Hampton Ave. covers Missouri, Kansas, Iowa, 
Nebraska and southern Illinois. H. H. Hoeynck, Sr. re- 
tired recently as vice-president in charge of buying for 
Shapleigh Hardware Co., St. Louis wholesaler. At that 
time he celebrated 52 years in the hardware business. (See 
HA Jan. 30 p. 81.) 


@ James H. Perry & Co., 
Chicago representative, has 
purchased the former Lou A. 
Delaney Co., Chicago repre- 
sentative. The Delaney com- 
pany was started in 1947 by 
Lou A. Delaney, who died 
last September. James H. 
Perry, president of the Perry 
firm, purchased the business 
from Mr. Delaney’s widow. 
Mrs. Delaney will remain ™— 
with the firm. Lou A. De- es. 
laney Co. covered 13 states, : 
but the new firm will cover 
six: Minnesota, Wisconsin, 
Indiana, Illinois, Iowa and 
Missouri, plus Omaha, Lincoln and Louisville. 





JAMES H. PERRY 


@ Eagle Rule Mfg. Corp., New York—FEastern Pennsyl- 
vania, southern New Jersey, Maryland, Delaware and Wash- 
ington, D. C., area to Alcon Co., Merchantville, N. J.; Cali- 
fornia to J. O. Furby Co., Los Angeles; Oregon and Wash- 
ington to Deb Taylor, Portland, Ore.; Colorado, New 
Mexico, Utah, Wyoming and El Paso to John A. Archibald, 
Boulder, Colo.; New York, excluding metropolitan New 
York, to Nelson-Heintz Associates, Buffalo. 


@ Tipon Corp., New York—Florida area to Jules Slade Co., 
Hialeah, Fla.; Kansas, Nebraska, Missouri and Iowa ter- 
ritory to William Meskill; and George Sweeney, Kansas 
City. 


@ Heil-Quaker Corp., Lewisburg, Tenn.—Texas to H. L. 
Nawry, Houston; northwestern Illinois to Johnson Enter- 
prises, Rockford, Ill.; Kansas and western Missouri to 
M. A. Foster, Kansas City. 


@ Markel Electric Products, Inc., and LaSalle Products, 
Inc., Buffalo, N. Y.—Kansas and Missouri area except 
St. Louis and eastern Missouri to Schooler-Gorman Co., 
Kansas City. 


@ Duo-Dellay Products, Baltimore, Md.—Oregon, Washing- 
ton, Montana and Idaho territory to Jack Chittenden, Bre- 
merton, Wash.; Texas and Oklahoma area to Walter Todd 
Co., Dallas. 


@ Boyt Co., Des Moines, Iowa—Michigan area to Clayton 
P. Ropp, Lansing, Mich. 


@ Continental Copper & Steel Industries, Inc., Hanover 
Wire Cloth Div., Hanover, Pa.—Long Island, New York 
area for the Hanover Star line to R. Lawrence Dagna, New 
York. 


@ Dominion Electric Co., Mansfield, Ohio—Oklahoma and 
Texas excluding El Paso to Rutherford & Perdue, Inc., 
Dallas. 


@ Titan Sales Corp., Buffalo, N. Y.—Mississippi and Louis- 
iana territory to Al Levin & Associates, New Orleans. 
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Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 
VisiPak. 

ee GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 









































a ail : a 
eer eet. | ene ne ce 
WONDER *"° 


Lightweight | 30” Cut 
Perfectly 


Balanced 


Underwriter 
Laboratories Approved 
Canadian Standards Approved 





New Portable Power Plant 
= 1250 Watt Continuous Duty 
nerator. Lightweight—Compact 


Write tor LITTLE WONDER, INC. 


4 literature Div. of Schiller-Pfeiffer, Inc. | 
and prices 


Southampton, Pa. 
4 4 if —— Us=: , 
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Brand Masking Tape with every paint sale!’ 
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~News of the Trade 


| Leichtung Sales Mgr. 
® | For Dinnerware Firm 





backs you with 
powerful advertising in 











GtOssy | No wonder KRYLON is 


Ist in SALES— 1st in PROFITS 


Me. 1501. 


SPRAY ENAME 


A 
~ 


—— 
— 
—_ 
om 
— 
— 


e Fast turnover on a40% profit 
line 
@ Sales-stimulating displays 


© Eye-catching label... winner 
of C.S.M.A. aerosol award 


© Top quality ... the pioneer 
is still the pace setter 


© Best-seller colors, Crystal- 
Clear and Varnish Sprays 


Call your jobber or write 


KRYLON, INC. 
NORRISTOWN, PA. 





M. E. Leichtung has been 
named to the newly-created 


M. E. LEICHTUNG 


post of sales manager of 
Consumer Dinnerware Div., 
International Molded Plas- 
tics, Inc., Cleveland. 

Mr. Leichtung joined the 
firm last July as manager of 
Brookpark sales. He _ will 
continue to supervise this 
line as well as other con- 
sumer lines. 


Reflector Hardware 
Names Pacific Manager 


Reflector Hardware Corp., 
Melrose Park, IIl., fixture and 
has 


ROLAND LIPTON 


appointed Roland Lipton to 
manage its Pacific Coast sub- 
sidiary, Reflector Hardware 
Corp. of California, in Los 
Angeles. 

Mr. Lipton had been a 
member of the parent com- 
pany’s sales executive staff. 


Roy J. Sund Elected 
Can Company Vice-Pres. 


Roy J. Sund, executive 
vice-president of Marathon 
Corp., before its merger 
with American Can Co., New 
York City, has been elected 
a vice-president of the can 
company. 

He will continue to direct 
operations of the Marathon 
division. 


- TUCKER display manufacturer, 
STURDY, 
COMFORTABLE 


CAMP COTS 








FOLDING 


Phillips Heads West Virginia Hardwaremen 
FURNITURE , : 


Tucker cots available in five sizes. Hardwood frames, paint- 
ed hardware and extra heavy canvas covering, white or 
Olive Drab covers. Legs reinforced with ‘’S”’ iron braces. 


LAWN CHAIRS 


Hardwood frames finished in natural 
varnish or colored lacquer, covered 
with vinyl-coated canvas in solid or | 
striped colors. Many popular styles. ‘ : 


K. O. Phillips (left), of A. G. Shannon Hardware, Buckhannon, was 
elected president of West Virginia Hardware Assn. at its recent 
annual convention in Charleston. Also in the picture are R. O. 
Conant (center), Ralph Triplett Hardware and Furniture, Sisters- 
ville, Ist vice-president; and Howard Boltz Jr., Boltz's Hardware, 
Martinsburg, 2nd vice-president. Others elected were J. C. Fielding, 
Charleston, managing director; George Zipf, Zipf Hardware, St. 
Marys, director; J. B. Heflin, Drane Hardware, West Union, director; 
and D. T. Farley, Farmers Hardware & Seed, Charleston, executive 
committee member. Holdover directors are George Alder, Alder, 
Hardware & Furniture Co., East Rainelle; J. E. Bradford, Chancellor 
Hardware, Parkersburg; and Herbert Rhodes, Home Hardware & 
Supply, Bridgeport. 


CAMP STOOLS 


Hardwood frame. Canvas color, plain or 
striped. Write for catalog and prices. 


Tucker Duck & RusBsBer Co. 


Ft. Smith, Ark. 
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News of the Trade 
Jack Wild Is Alabama Hardware President 











Officers and directors of Alabama Retail Hardware Assn. elected 
at the recent convention in Montgomery are (left to right): seated, | 
Silas Martin, Martin Hardware, Wetumpka, Ist vice-president; Jack | 
Wild, Wild Bros. Hardware, Evergreen, president; George Bailey, | 


Parker-Sledge Hardware, Montgomery, director; John Sandlin, 
Sandlin Hardware, Decatur, director; standing, Clarence White, 


Jackson Hardware & Supply, Jackson, director; G. R. Coplin, Coplin | 
Hardware, Guntersville, past president and director; C. F. Giles, | 
Birmingham, managing director; Frank Ledbetter, Southern Hard- | 


ware, Attala, 2nd vice-president; Bill Wittmeier, Wittmeier Supply, 
Oneonta, director; J. O. Bowers, J. Oviatt Bowers Co., Tuscaloosa; 
director; D. W. Moody, Moody Hardware, Montgomery, director; 
and Otis Benson, Benson Hardware, Birmingham, director. 





County Center in Yonkers, 
N. Y. More than 50 factory 
representatives showed hard- 
ware dealers and their wives 
1958 lines of nationally ad- 
vertised home and garden 
supply products. 


American Hardware 
Appoints John Aprea 


American Hardware Corp., 
New Britain, Conn., has ap- 
pointed John Aprea to its 
merchandising and advertis- 
ing staff. Formerly a staff 
member of New York and 
Hartford advertising agen- 
cies he will be assigned to 
American’s intensified sales 
promotion for all divisions 
under direction of C. William 


Chicago Show Dates 


The Independent House- 
wares, Variety & Novelty 
Merchandise Exhibit will be 
held Aug. 3-7 at the Morri- 


Bostrom, advertising direc- .,, Hotel, Chicago. Exhibits | 
tor. will be in booths in the 3rd 
floor ballroom and in private 

Wholesaler Holds Show pecan en Ge Si, oe 
Whitlock Corp., Yonkers, 6th floors. All exhibit space | 
N. Y., wholesaler, recently will be air conditioned. The 


held a one-day Kollege of 
Knowledge garden supplies 
show at the Westchester 


exhibit is sponsored by In- 
dependent Housewares Ex- 
hibit, Inc., Chicago. 


Frank Appleton Heads New England Dealers 








SS 


recent annual convention in Boston are (left to right): Armen Far- 
manian, Armen's Hardware, Providence, R. |., vice-president; W. M. 
Lunt, Lunt & Kelly, Newburyport, Mass., clerk; C. C. Putney, Boston, 
secretary-treasurer; Frank Appleton, Appleton Hardware, Dennisport, 
Mass., president; and Mario Infanti County Stores, Inc., Milford, 


N. H., director. Not shown is L. W. Lyford, Thompson & Lyford, | 


Brewer, Me., newly-elected director. 
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New officers of New England Hardware Dealers Assn. elected at the | 


THE OPEN DOOR 
to more hardware $ale$ 










NEW 


estus ra 
BACK PLATE 


to accent the beauty 
of V-shape pulis 
No. 143 — Adds untold richness to 
cabinet decor at very small added 
cost. For drawers as well as right 
or left hand doors. Available in 
all popular finishes. 





Se ace 


Se 


BUSSE 


AMERICA’S FOREMOST 
CABINET HARDWARE 


The Complete Line 
Priced Right 


* FUTURA hardware of tomorrow 
* FORGECRAFT early American 
* MIRRO-CHROME cabinet hardware 


PENN -AKRON 
CORPORATION 


(HARDWARE DIVISION) 
WOODSIDE 77. NEW YORK 
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La Porte Flexible Steel 
- Door and Floor Mats 


These steady profit makers keep snow, mud and dirt 
outside. Lie perfectly flat. Prevent slipping. Easily 
rolled up leaving dirt to be swept away. Besides, they 
are sanitary, rust resistant, durable, indestructible, 
reversible and economical, too. Will not scratch floors. 


ONE at Your Door 
Will Sell Many More 


Sizes Carried in Stock (List Prices) 

#1 18x30". ..$3.30 33 24x48’'...$7.04 #5 36x60’’. .$13.20 
#2 24x36"... 5.28 #4 30x48"’... 8.80 #6 48x72"... 21.12 
OTHER SIZES TO ORDER 
Used everywhere — residences, apartments, churches, 





office building, theatres, factories, schools, soda fountains. 


Write at once for literature and 
name of Jobber nearest you. 


LA PORTE MAT & MFG. CO. 


BOX +124 LA PORTE, INDIANA 












ADDED STRENGTH 
RIGIDITY and 
UNIFORMITY 


WRIGHTWELD HARDWARE CLOTH 
Added strength, rigidity, 
uniformity. Flat wire sel- 
vage permanently welded 
to each filler wire. Sizes 


282 3 &a ors. 


HEXAGONAL NETTING © INDUSTRIAL WIRE CLOTH 
INSECT CLOTH © WELDED WIRE FABRIC 
WIRE STRAND © WOVEN WIRE LATH 
G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER, MASSACHUSETTS 








| 
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- News of the Trade 








ARTHUR DOLE, JR. 


Hooker Glass Elects 
Arthur Dole President 
Arthur Dole, III, has been 


elected president of Hooker 


Glass & Paint Mfg. Co., 
Chicago. 
| Mr. Dole, III, has been 





vice-president in charge of 
branch operations since 1952. 











ARTHUR DOLE, Ill 


He joined the firm in 1947 in 
the Kalamazoo branch. 

Arthur Dole, Jr., former 
president, is now chairman 
of the board and chief ex- 
ecutive officer. 

In another move, Hooker 
elected David Thomas secre- 
tary. He was an assistant 
vice-president. 





Cycle Veteran Retires 


From Westfield Mfg. 


Wilmer (Bill) Reichert, 
who has traveled for West- 
field Mfg. Co., Westfield, 
Mass., for nearly 22 years re- 
tired recently after 49 years 
of activity in the cycle in- 
dustry. 

He was a traveling sales- 
man for Westfield in mid- 
western states. 

Prior to his association 
with Westfield he had been 
with Indian Motorcycle Co. 


Housewares Association 
Changes Name, Officers 


The Western Housewares 


| Assn. has changed its name 
| to 


Western Gift & House- 


' wares Assn. and will include 





| gift buyers and sellers in its 


membership. 

The group has headquar- 
ters at the Western Mer- 
chandise Mart, 1355 Market 
St., San Francisco, and plans 
a monthly luncheon and mart 
visitation day for buyers in 
the San Francisco Bay area. 
Don Wagener of Wagener & 
Swanson, manufacturers’ 
agents, will coordinate these 
activities. 

The association will hold 
its Gift and Housewares 


| Show Aug. 3-6. 











Bob McCarty, Cal-Dak Co., 
is president. Howard H. Fas- 
sett, Ekco Products Co., is 
vice-president. J. L. Kings- 
ley, J. L. Kingsley Co., is 
secretary. Bob Huxtable, 


Hamilton Mfg. Corp., is trea- 
surer. 

Members of the board are: 
D. J. Bartelme, Bart-Kin- 
nison Co.; Walter A. Stone, 
W & B Stone Co.; Charles G. 
Putnam, Charles G. Putnam 
Co.; Dick Grannis, Grandco 
Sales, Inc., and Henry A. 
Adams, general manager, 
Western Merchandise Mart. 


Western Tool Co. Buys 
Champion Motors Line 


Western Tool & Stamping 
Co., Des Moines, power lawn 
mower manufacturer, has 
purchased Champion Motors 
of Minneapolis, second oldest 
outboard motor manufac- 
turer in the industry. 

Champion will operate asa 
division of Western Tool & 
Stamping Co. 

Plans are being made to 
modernize, restyle, and im- 
prove the Champion line. 


DEALER BRIEFS: 





(Continued from page 156) 


Adams Center, N. Y.— 
Paul Hamilton has purchased 
Fredenburg’s Hardware from 
Robert L. Fredenburg and 
will add a complete line of 
furniture. 


Washington, D. C.—Meene- 
han’s Hardware will open a 
fifth branch store at 2113 
14th St., N. W., which will 
specialize in marine hard- 
ware. 
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_* Bright New Stars of the 
Summer Selling Season X 


Emkay ‘Bug-Chaser’ Candies® 


1 With 


Americans spending more time outdoors 





BL G-GO.- 
and its other insect-deterrent candles has 
UP! For Emkay 


flattering candlelight for porches, 


each summer. the demand for Eimkay 
LITES, 


gone up... 


+ 
x 
a 
* 
* 


~ er “Bug-Chasers’ 


prov ide soft. 


patios, gardens and indoors, and aid in repelling 


mosquitoes within 4 ft. And deep-well construction 


keeps flame burning even in strong summer winds. 


For extra sales this sum- 
mer stock, display, sell 
kmkay Candles. Order 
through vour jobber now, 
or write direct for sum- 
mer folder. 


ati 'a etd 





Po. gee eI ne yee 
ff Jegnortts ees 






No. 260 Bug-Go-Lite 
candles come packed 24 





packages to the 
minimum. 


Candler 


SYRACUSE 1, N.Y 
A Division of 


MUENCH-KREUZER 
CANDLE CO., INC. 


New York Chicago 
Boston New Orleans Los Angeles 








& . 
mo mies 
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LIST PRICE 
ANTI-SYPHON CHECK VALVE $450 


Full water-way.No restriction, 34" pipe 
360 


UNION VALVE (Non-Union $2.60) ¢ 
$100 





Swivel seat for long life, 34°’ pipe 





POP-UP SPRINKLER HEAD 


Pops up 1'2” above grass 





REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 





HOSE TO PIPE FITTINGS 


Various sizes available 





HOSE Y 


Ideal for Siamese connections 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


1460 NAUD ST. © LOS ANGELES 12, CALIF. © CApitol 1-2108 
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NEW! 
s yy VISI-DOME 


= Meat Chel 


Suggested THERMOMETER 


Retail 
$350 . can be read from any angel 
The only meat thermometer that can be 
used anywhere — oven, rotisserie, out- 
door grill — read from any angle with- 
out removing meat from oven. The 
Visi-Dome Meat Chef is a quality 
thermometer, too . . . rust resistant 
construction, heatproof porcelain 
enamel dial, stainless steel stem .. . 
and it is WARRANTED by Cooper 
Enjoy big profits! Order now! 







’ 
Cc. 



















MEAT THERMOMETER > T No. 101 
. use anywhere . 
guaranteed accuracy! [ 
An excellent, moderately priced oa 
meat thermometer. Rustless metal “ee 
stem and frame, easy-to-read alu- $198 
minum dial protected by extra : 1 
heavy glass. 
Suggested a 
Reta! 


No. 205 
$198 


Suggested 
Retail 


$169 





No. 215 iv 
Aztec Santa Fe 
WALL THERMOMETER WALL THERMOMETER 
Outstanding in sales. Gleam- 
ing all brass finish. 


Will beautify any home. Lus- 
trous black and brass finish. 





a fio» grace 
Suggested $] 38 ic by 
Reta! 207 
$100 30 
‘Look . : 
Thru” 
| Me. 216 Skillet OUTDOOR ~ 
WALL THERMOMETER THERMOMETER dle 


| 








Sensational sellers! Attractive 
copper finish. 


Big in sales, big in value, 
big in size. Easily read. 


Fenwick 
OUTDOOR THERMOMETER 
Remarkably accurate, weather 
resistant, easily read. 


S ted 
Real 9298 





THE COOPER THERMOMETER COMPANY 


cle ltleloltla am Grelal 





News of the Trade 


Findlater Hardware Entertains 125 Dealers 


Dealers talk with manufacturers’ men at the Findlater hardware, 


At Recent First Spring Merchandise Market 


a. ks ea. 


housewares and sporting goods show. 


Findlater Hardware Co., 
San Angelo, Tex., wholesaler, 
entertained 125 dealers at its 
recent first Spring Merchan- 
dise Market. 

Thirty-five manufacturers’ 
representatives and salesmen 
showed 50 lines of merchan- 
dise at the show. 


The company was host for 
a buffet luncheon and dinner 
for the dealers, their families 
and factory representatives. 

J. Mart Findlater, presi- 
dent and Ben G. Cox, sales 
manager, are_ tentatively 
planning another market to 
be held in the fall. 









Arch Warden Elected 
Official of Xcelite 

Xcelite, Inc., Orchard Park, 
N. Y.. hand too] manufactur- 
er, has elected Arch Warden 





ARCH WARDEN 





A. J. HOLMES 
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vice-president. He will con- 
tinue his duties as sales man- 
ager. 

The company has elected 
Clarence Schwabel secretary- 
treasurer. 

A. J. Holmes, who joined 
the company last year, has 
been appointed assistant sales 
manager. 


Temco Announces Two 
Staff Appointments 


Temco, Inc., Nashville, gas 
heating equipment manufac- 
turer, has announced two ex- 
ecutive appointments. 

W. M. Hollingsworth is 
now manager of special prod- 
ucts and services. Formerly 
with George E. Roper Corp., 
Rockford, I[ll., as director of 
purchases, he will direct 
Temco purchasing, quality 
control, contract sales, de- 
fense contracts and special 
assignments. 

T. R. Brock has been 
named assistant sales man- 
ager. He joined Temco in 
1948, and has been a sales 
representative since 1955. 
His new duties will include 
managing the company’s new 
wholesale division in the mid- 
dle Tennessee area. 





Southern Convention 
Has Panel Sessions 


(Continued from page 157) 


Smith, First National Bank, 
Dallas. 

April 17 R. C. Neely, Jr., 
Amarillo (Texas) Hardware 
Co., will speak on “Where 
Do We Go From Here.” 

Members of a panel on 
streamlining of warehouse 
operations will be J. C. Er- 
win, Allison-Erwin Co., Char- 
lotte, N. C.; Joseph Orgill, 
Jr., Orgill Bros. & Co., Mem- 
phis; W. D. Stuart, Jr., Rich- 
mond (Va.) Hardware Co.; 
John W. Sheffield, Jr., Shef- 
field Hardware Co., Ameri- 
cus, Ga. 

Frank M. Cooper, III, 
Knight & Wall Co., Tampa, 
will speak on employee re- 
tirement programs. 

John W. Sheffield, Sr., 
Sheffield Hardware Co., 
Americus, Ga., will speak on 
Experiences With Our New 
Cardatype System.” 


Autoyre Appoints New 
Sales Vice-President 


Daniel F. O’Connell, Jr., 
general sales manager of The 
Autoyre Co. of Chicago, has 
been elected vice-president in 
charge of sales. 

Mr. O’Connell has been 





D. F. O'CONNELL, JR. 


sales manager of the firm, a 
division of Ekco Products 
Co., since April 1956. He had 
been district sales manager 
for the parent company’s 
housewares line in New York 
state and New England. 


PMX Buys Fishing Rods 


PMX Mfg. Corp., Buffalo, 
has purchased the fishing rod 
operation of Premax Prod- 
ucts Division of Chisholm- 
Ryder Co., Inc., Niagara 
Falls, N. Y. PMX will manu- 
facture and sell fishing rods 
under the name Premax. 

Chisholm-Ryder will con- 
tinue to manufacture and 
distribute Premax house and 
boat numbers, pole markers, 
tent equipment and antennas 
and accessories. 





OBITUARIES 





John C. Oakford 


John C. Oakford, 77, a 
member of the sales depart- 
ment of the Supplee-Biddle- 
Steltz Co., Philadelphia, 
wholesaler, died March 10 
after an illness of about 
seven months. He had been 
with the company for more 
than 58 years. 


Charles W. Harrison 


Charles W. Harrison, 78, 
co-founder and president of 
Harrison & Gould Inc., Mil- 
ford, Conn., died March 17 
in Grace-New Haven Hos- 
pital. Mr. Harrison and the 
late Alfred E. Gould founded 
their firm in 1907. 


Dudley W. Leavitt 


Dudley W. Leavitt, founder 
and president of Cap Screw 
& Nut Co. of America, Inc., 
New York City, died March 


13. He was also founder and 
president of Remington 
Screw & Bolt Mfg. Co., Cold 
Spring-on-Hudson, N. Y. 


Samuel U. Streeter 


Samuel U. Streeter, 69, 
treasurer, Rugg Mfg. Co., 
Greenfield, Mass., died re- 
cently. He had been sales 
manager for nearly 40 years, 
and was treasurer for the 
past nine years. 


E. H. McKendree 


E. H. McKendree, 8&6, a 
hardware dealer in Ada, 
Okla., from 1902 until retire- 
ment in 1941, died March 4 
at his home in that town. 


Howard Havington 


Howard Havington, 46, 
owner of a hardware store in 
Dryden, N. Y., died March 2 
at his home after a heart at- 
tack. 
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: A report in pictures of events in the trade 
HA Photo Angles ; 





Robert Chapman, Snyder Hardware, Battle Creek, Mich., won first . : ie 
prize in the R-V-Lite Div., Arvey Corp., Chicago, contest. A duplicate ' 7 2-V-UTE.. = 
prize went to wholesaler salesman, Jack Fausenaugh, Battle Creek Bee Bs : 
Supply Co. They get a trip for two to Mexico. Left to right: Mrs. a 
Chapman, Mr. Fausenaugh, Mrs. Fausenaugh, Peter Gettings of 
Arvey, Mr. Chapman and A. J. Weiss, Arvey. Other winners: 
Sterling Koch, Stockerton, Pa.; Mickey Thomas, Osceola, lowa; Ken 

’ t Hudson, Des Moines; W. D. Beck, Allentown; R. J. Rickbeil, New 
London, Wis.; Bob Van Sistine, Green Bay; W. R. Dawes and Billie 
Williams, Jacksonville. 





Division managers and represen- 
tatives from across the country 
were on hand at the Reardon Co. 
sales meeting recently in St. Louis. 
David H. Moran, president, speaks 
of a new tinting system and new 
products for 1958 which is the 
firm's 75th anniversary. From 
left: Karl McKenzie, advertising 
manager; H. B. Davis, Jr. execu- 
tive vice-president; Mr. Moran; 
J. E. Cody, vice-president and 
general sales manager; Ben 
Zmuda, research director. 





_ “Peels FF 


nnn Nile 


Details of 1958 Stratoflite-designed bicycles were discussed at this recent Consumer Div. sales meeting of representatives at the Evans 
Products Co. offices in Plymouth, Mich. Among the speakers at the two-day event were George Faurie, Consumer Div. general manager, 
and John Huggins, wheel goods sales manager. 

















Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum 50 words........... $5.00 

Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 


50 words ; 
Each additional word........... 05 
Aliow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not acce 

Address your correspondence and replies te 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, litercture, 
catalogs, etc., will not be forwarded te box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified ms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency of 
stamps. 











Representatives Wanted 


Representatives Wanted 





Representatives Wanted 











Exclusive Protected Territories Open 


te representatives calling on hardware trade, job- 
bers, etc. Complete and new line of tep quality screw 
and nut drivers, socket sets, kits, nail sets, etc. 
Hopper, Inc., 1935 Union Rd., West Seneca 24, Wi. Y. 


WANTED: MFR'S REP & DISTRIBUTORS 


for nationally advertised new product. Proven public 
acceptance and demand by large number of retail in- 
quiries from news realeases. Write EASTERN L & B 
SUPPLY, INC., MFG., 630 Mountain Drive, South 
Orange, N. J. For full information submit resume 
and your operational area. 





Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 

Address Box A-23, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 38, Pa. 














YOU WILL BE GLAD IF 
YOU ANSWER THIS AD 


Virect importer of baskets and housewares 
wants representatives calling on Hardware 
and Housewares stores, looking for an 
easy selling, high commission paying line. 
State territory and lines carried. Write 
Global Gifts & Gadgets, 8 Henshaw Street, 
New York 34, N. Y. 











Manufacturers Representatives Wanted 


To sell quality competitive Sliding Door Hard- 
ware and accessories to Hardware, Lumber, 
Building Supply and Sash and Door Jobbers. 
Choice territories open including many of the 
largest cities in U. S. 


Address Box B-40, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 














REPRESENTATIVES WANTED. Manufac- 
turer of Aluminum Lawn Edging wants agents 
in all territories to the Hardware and Garden 
Supply trade. List lines carried and Territory 
covered, number of salesmen and type of trade 
actively calling on at present time. Address: Box 
D-23, care of Harpware Acer, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


REPRESENTATIVES WANTED calling on 
furniture manufacturers in Pennsylvania, Vir- 
inia, North Carolina and New England states. 

e manufacture custom turned to cus- 
tomer specifications in brass and aluminum. 
Please mention lines now handled and trade now 
covered. Write Burd Manufacturing Co., 1897 
Columbus Ave., Springfield 3, Mass. 





SALESMAN PLUMBING SPECIALTIES 
to sel] for established national distributors exclu- 
sive territory, 10% commission. Write full de- 
tails with references. Replies confidential. Akron 
Supply Co., Inc., 216 Grand Street, Brooklyn, 





BUILDERS HARDWARE MANUFACTUR. 
ER’S REPRESENTATIVE for State of Ohio. 
Long line of Key-in-knob, Mortise, Rimsets, and 
Shelf Hardware. Well established in Ohio, with 
many, active customers. Must concentrate on 
working —— Supply Dealers, Wholesale 
Hardware and Wholesale Locksmith Trade. Give 
full details in first letter, which will be held in 
strict confidence. Address: Box D-21, care of 
Harpware Ace, Chestnut & 56th Sts.. Philadel- 
phia 39, Pa. 


_ADD TO YOUR INCOME. Sell a complete 
line of plumbing and heating supplies. Priced 
right, for well known, long established reliable 
house. Protected territories. Side line or full 
time Comm., etc. Many territories still open. 
Write full details first letter. Address: Box D-24, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


CLOTHESLINE PULLEY AND HARD- 
WARE REPRESENTATIVES wanted by well 
established manufacturer of complete line Ball 
Bearing, Plastic and Rustless Clothesline Pulleys, 
Line Tighteners, and Line Spreaders calling on 
Houseware and Hardware Jobbers, Variety Chains 
and Rack Jebbers. Several Good territories still 
open. Commissions. Reply in detail. Address: 
Box D-19, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


REPRESENTATIVES WANTED bv Manu- 
facturer of completely NEW lawn and Garden 
Supply item. Nothing else like it on the market. 
Consumer tests prove this item will sell very 
well if put on the Dealer’s counter. We need a 
hard-hitting organization who can REALLY 
SELL this to the Garden Supply and Hardware 
Wholesalers. All territories open except N. E. 
N. Y. State, Phila.-Balt.-Wash. area.. Mich., 
Wisc., Minn. and Northern Illinois. Write Stan. 
Deno. Sales Mer.. Rol-Aerator Co., 17 Spruce 
.. Framingham, Mass. 
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SALES REPRESENTATIVE WANTED. If 
you are a qualified sales representative calling 
directly on the hardware dealer, lumber and 
building supply companies, exclusive territories 
are open in New York, western Pennsylvania, 
Ohio, Maryland, Delaware, Virginia and New 
England states to represent several excellent 
products that possess sales appeal and demand 
that add up to a “‘volume repeat business.”” Fully 
merchandised, these items are already established 
in other states by sales representatives who are 
enjoying a liberal commission on their sales 
activity. Please give full particulars in first 
letter. Address: Box C-29, care of HARDWARE 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 


EXCLUSIVE TERRITORIES (except West 
Coast) open to Agents covering Mill Supply and 
Welding Supply Wholesalers. Our patented prod- 
uct is mew and has received immediate accept- 
ance whenever shown. Nothing on the market 
like it. Requires no technical knowledge. Sold 
on product merit alone. Write full details. Ad- 
dress: Box D-13, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 


EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22. care 
of Harpware Acer, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


LOOKING FOR A PROFITABLE PAINT- 
BRUSH LINE? We are well known national 
manufacturers of high quality competitively 
priced paint brushes of every description; pure 
bristle and nylon. Several lucrative territories 
are now available. Very high commission, pro- 
tected territories, all shipments prepaid. State 
full particulars in first letter. All replies con- 
fidential. Address: Box 1128, care of Harpware 
Acz, Chestnut & 56th Sts., Philadelphia 39, Pa. 























SALES REPRESENTATIVES WANTED 
by manufacturer of lambswool floor applicators, 
refill pads, polishing bonnets and discs, wash 
mitts of all types, imported chamois, compound. 
ing pads and related items. This is a top qual- 
ity line, strongly merchandised and competitively 
priced. The man selected must have some know!- 
edge of our field, and must give us full coverage 
in the hardware, automotive and sanitary supply 
fields. Open in Virginia, Kentucky, Tennessee, 
Wisconsin, Minnesota, and the Dakotas. Beverly 
pong ama Co., 10 Roland St., Boston 29. 

ass. 





WANTED: Salesmen calling on small tool 
and electronic concerns to carry standard line 
of “Mailing Boxes.” For details write Douglas 
Young, Inc., 110 Kenyon Ave., Pawtucket, R. I. 


MANUFACTURERS’ REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 
calling on Hardware distributors and jobbers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
field men working, number of wholesale ac- 
counts being sold. Most territories epen. Reply: 
CONSOLIDATED PIPE COMPANY OF 
AMERICA, 1066 Home Avenue, Akron, Ohio. 


SALES REPRESENTATIVE WANTED for 
the territories in the vicinity of Chicago, De- 
troit, Philadelphia, Boston, and Hartford calling 
on Wholesale Hardware, Lumber, Paint and Glass 
trade. We are established manufacturer of Win- 
dow Sash Chain in 100 ft. Bags with fixtures. 

commission. Write us full details. Address: 
Box D-11, care of Harpware Acez, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


REPRESENTATIVES WANTED. Manufac- 
turer, now selling direct, desires commission rep- 
resentatives who sell direct. Territories open— 
Virginia, Maryland, Louisiana, Ohio, Pennsyl- 
vania and West Coast States. Ours is a com- 
plete line of Plumbing Cast and Tubular Brass 
Goods and Brass Accessories, competitively priced. 
To be sold through rated Plumbing and Heat- 
ing Contractors, large Hardware Stores, Lumber 
Yards, Farm and Home Stores. Portion of 
traveling car expense allowed. State actual ter- 
ritory covered actively and all details. Confiden- 
tial. Address: Box D-22, care of Harpware 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 


MANUFACTURERS REPRESENTATIVE 
WANTED. We have some good territory open. 
Selling Wholesale Hardware, Electrical Circuit 
Tester, Retails only $1.98. It is NEW—Thovw- 
sands have been sold to Electricians, Automobile 
owners. radio and television repair men, hobbyists. 
Attractive counter display sign sells on sight. 
Burnworth Tester Company, 815 Pomona Ave- 
nue, El Cerrito 8, Calif. 


SALESMEN OR FACTORY REPRESEN- 
TATIVES who have a good following with the 
hardware or housewares jobbing trade. We have 
a few territories open. Our line is nationally 

. We pay high commissions. Excellent 
year ‘round sellers. Protected territory. Write 
General Sales Manager, Ohio Products Company, 
North Madison 1, Ohio. 
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Accounts Wanted 


Accounts Wanted 





Business Opportunities 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 














ACCOUNTS WANTED: MANUFACTUR- 
ERS, ARE YOU INTERESTED IN HAYV- 
ING YOUR PRODUCTS INTRODUCED, 
DISPLAYED, DEMONSTRATED AND SOLD 
DIRECTLY TO THE DEALER IN STATES 
OF PENNSYLVANIA, NEW JERSEY, DELA- 
WARE AND MARYLAND? Calling on the 
hardware dealer, lumber and building supply 
companies, department stores and garden centers, 
our company is interested in acquiring one or 
two additional products to add to the present 
four exclusive lines we now represent. Servic- 
ing only a limited number of products our sales- 
men are able to devote the time and effort neces- 
sary to merchandise and establish new products 
in the territory and build a volume distribution 
for the manufacturer. Our services also include 
professional] advertising, promotion and mer- 
chandising assistance. Maintain warehouse, office 
and billing facilities. Birkbeck Brothers, Inc., 
70 North York Road, Willow Grove, Pa. 





EXPERIENCED MANUFACTURER'S REP- 
RESENTATIVE, 35 years of age, located in 
Suburban Chicago, desires Builders Hardware 
Line. Have background in contract hardware 
sales and able to write hardware specifications for 
architects. Would be asset to any firm needing 
representation for their line of residential, com- 
mercial or industrial hardware. Address: Box 
D-25, care of Harpware Acer, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





MANUFACTURER’S REPRESENTATIVE 
COVERING the New England States wants qual- 
ity volume Hardware or Houseware line. Good 
following, highest references. Address: Box D-18, 
care of Harnpware Acer, Chestnut & S6th Sts., 
Philadelphia 39, Pa. 





ACCOUNTS WANTED: Builder’s Hardware 
Representative, with single line, desires a non- 
conflicting, quality line to sell Hardware Dis- 
tributors and Contract Hardware Outlets in: 
Eastern Pennsylvania, Southern New Jersey and 
Delaware. For details and references, Address: 
Box D-17, care of Harpware Ace, Chestnut & 
S6th Sts., Philadelphia 39, Pa. 





AGENCY COVERING Pa., Va., W. Va., 
Del., Md., D. C. and S. Jersey is desirous of 
adding a line suitable for Hardware Jobber and 
large dealers as well as building supply trade. 
Twenty years’ experience in the area. Address: 
Box D-20, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





ACCOUNTS WANTED: Cutlery — full line, 
pocket knives and/or kitchen cutlery. Commis- 
sion for states of Alabama and Georgia direct. 
All types of outlets covered. Exclusive protective 
basis. Territory covered each 12 to 16 weeks. 
Fifteen years’ cutlery experience. Best of refer- 
ences. If you have either of the above write 
full details. Address: Box D-14, care of Harp- 
= Acs, Chestnut & 56th Sts., Philadelphia 

._ ae 





MANUFACTURERS AGENT COVERING 
NEW ENGLAND desires additional quality, re- 
peat line for retail and wholesale dealers on a 
commission basis. Can give intensive coverage. 
Address: Box D-12, care of Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





OHIO AND WESTERN PENNSYLVANIA 
given six-year coverage by Manufacturers Repre- 
sentatives as to wholesale hardware and 
lumber trade. ill represent A-1 Company. Ad- 
dress: Box C-34, care of Harpware Acr, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





ACCOUNTS WANTED: Gloves, full line on 
commission in Alabama, Georgia. Direct to all 
types of outlets. Covering territory each 12 to 
16 weeks. Exclusive protected territory. Also 
want one other well-rated volume line. Fifteen 
years’ selling experience. Best of references. Ad- 
dress: Box D-10, care of Harpware Acer, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
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Consistent, Conscientious, Concentrated 


coverage of metropolitan 
New York and New Jersey 
BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 
(We get results) 

















WELL ESTABLISHED MANUFACTUR- 
ERS AGENT, traveling five men in the U 
Midwest. Want key line to develop to w - 
sale hardware, industria] supply and wholesale 
plumbing tr Address: Box C-1l care of 
Harpware Acg, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


NEW ENGLAN D—4-man organization special- 
izing in tools and related items and selling di- 
rect to key hardware dealers, lumber yards, 
chain stores, industrial supply houses and auto- 
motive accounts, desires an additional line for 
the 6 New England States. Please reply to: 
The Comstock Sales Co., Box 369, West Hart- 
ford 7, Conn. 


NORTHWESTERN STATES MANUFAC- 
TURERS REPRESENTATIVES covering six 
states. Two direct dealers’ lines and four jobber 
lines well established. Best of references. 
one additional line that has potential volume in 
hardware or housewares item. John M. Lansinger 
Co., 2000 N. E. Sandy Bivd., Portland 12, Ore. 











Help Wanted 


MANAGERS AND ASSISTANT MAN- 
AGERS for large retail hardware in the San 
Fernando Valley—20 miles from Los Angeles. 
Experienced intelligent people, ages 30-40 wanted 
to manage hardware, paint, housewares, electrical 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year around Summer. Write full 
details to Box 830, care of HarpDware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


BUYER—for a wholesale distributor. Experi- 
enced on tools, heavy hardware, shelf and builders 
hardware—accustomed to working with inventory 
control. Young progressive distributor. Good op- 
portunity for advancement. Location Middle 
Atlantic Coast area. Reply with full particulars. 
Address: Box C-38, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SALES MANAGER—For a wholesale distrib- 
utor working with a dealer franchise agreement. 
Position requires considerable road work—ability 
to conduct dealer meeting plus a good hardware 
merchandising experience. Excellent opportunity 
—young growing company. Reply in confidence 
with full details to Address: Box C-37, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 














Business Opportunities 





FLORIDA 


Hardware, Houseware, Paint and Sporting 
Goods Store for Sale with or without Real 
Estate. Located in heart of the fastest grow- 
ing city on Florida's South East Gold Coast. 
Exceptionally clean inventory of approximately 
$75,000.00, grossing over $175,000.00 which can 
be substantially increased with additional! capi- 
tal. Outstanding location, thriving business, 
established 20 years, always operated profit- 
ably. Excellent return on either business or 


For further information. 


Address Box 8-32, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39. Pa 








TENANTS WANTED— 
WILL BUILD 


supply a bankable lease, we are interested in putting 
up 2 building for you. Location—anext to grocery 
super-market doing 20% of grocery business in the 
town—1,000 feet outside city limits—1,000 feet 
from city limits of next suburb. Interested in secur- 
ing drug store, hardware store, furniture store, 
department store, beauty operator, and others. Size 
of city—18,000—in central Wisconsin. for in- 


| 
: 
i 
: 








if you want a sale, reduction, money raising 
removal or closeout, get America's most re- 
liable and productive sale plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 

















JOBBER AND DISTRIBUTORS WANTED 
selling to hardware stores and locksmiths. Com- 
plete line of brass key blanks, top quality, low 
price. Address: Box D-15, care HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


HARDWARE, TOOLS, STORES, Inven- 
tories, Drills, Screws, Bolts. Need quality mer- 
chandise at once. What have you? Offerings 
confidential. Cash only. J. J. Korn, 155 Cham- 
bers St., New York 7, N. Y., BE 3-7745. 


FOR SALE: Small hardware store in Mon- 
mouth County, N. J. Near Fort Monmouth. 
Established 30 years. Selling on account of death 
in family. Six-room a t above store. Rea- 
sonable. Address: Box D-16, care of Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


3, 














A-Z HARDWARE CO. 
Limited Quantity! 





GALVANIZED SCREEN WIRE CLOTH 


Jobber's overstock of factory packed 2 pc. rolls 


3.5¢/sq. ft. (500 rolls or more) 
PRICE ONLY 3.75¢/sq. ft. (any quantity—minimum order 25 rolls). 
QUALITY goods woven by top rate mill. All standard widths from 24” up to 48”, 18x14 mesh, 100 
Commeree COMMERCIAL 


lin, ft. rolls in original factory cartons. Conforms with irements of U. 8. Dept. of 
STANDARDS CS-138-55. Bach roll, as usual for 2 on a contains 


27 North 2nd Street, Philadelphia 6, Pa. 
Prices F. O. B. Phila., Pa. 


2 or 3 ““bonus” lineal feet. 











ESTABLISHED RETAIL BUILDING MA- 
TERIAL and Hardware store for sale in El 
Paso, Texas. Recently remodeled. Outstandi 
displays. Excellent yy ogee Low overhead. 
Approximately $50,000.00 to handle, clean inven- 
tory. No receivables or estate. Excellent 
lease. Reason for selling is expansion of whole. 
sale and construction business and New retail 
outlet elsewhere. Address: Box C-14, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





FREE! Your name embossed in beautiful 
raised yo on sty different key oes. oo 
manent adv or at no cost. rite for 
latest ballin Mazer TON CHAIN CO., 81 


Kemble St., Roxbury 19, Mass. 








Positions Wanted 





WHARTON SCHOOL GRAD., 37. Have 
traveled E. Penna., Del., N. J., Md. and 
Wash. for 2 years ing on Hardware Jobbers. 
Would like to contact manufacturing Hardware 
line to be a direct salesman. e mailed 
upon request. Address: Box C-43, care of Harp 
——. Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 
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the most 
successfully promoted 


products 
in the world.... 


MOULI 


KITCHEN 
HELPERS 


THE KING SIZE 
SALAD MAKER 


slices! chops! shreds! 


grates! shaves ice! 


Non-slip pepe: «0s fold- 
away | . won't scratch, 
saves space. Individually pack- 
aged in multi-color display 
carton. Let folks know you 
have Mouli...DISPLAY ‘em 
and watch ’em go! 


MOULI Manufacturing Corporation 
91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 


















Grea king 
tbl Sates 
Zecards / 


‘Ae 








UNDERWATER 
VACUUM CLEANER 


Total 
Weight 
13 OZ. 


e Mfg. Div. 


1-31 127th ST. COLLEGE POINT 56, N.Y. 








NOW Ger-.yme se aey tt, 
THERE’S MORE PROFIT WITH TREWAX! 
EASIER TO SELL 


>, FUE 


PROTECTED 
24elan! 
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Emerson Electric Mfg. Cai ae 
Emkay Candles ........... 167 
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Fuller Tool Co., Inc. ....... 112 
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Gardner Wire Co. ........ 134 
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Outboard Marine Corp... 3 
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Store Front Div. ........ 53 Lock & Hardware Div..... 12] | MY¥-KO PRODUCTS CO., Cleveland 3, Ohio 
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oe ALWAYS SELL GENUINE 


A _A@aMOLLY © 


eds SCREW ANCHORS 
Suar-C GUTTER GUARD 


ADAPTABLE TO ALL TYPE GUTTERS 


























KEEPS OUT Leaves, branches, & 
birds nests, balls. (After rain 
leaves dry up and blow 
away.) 

PREVENTS Clogged gutters, 
downspouts, sewers. J 
ALUMINUM MOULDING A._ 
dapts to all types of gutters. | 


EXTRA PROFIT 


Easily Installed as a do-it- 
yourself item. 











Builders’ Hardware of Proved Performance 


Over 50 years of specialization in design- 
ing and manufacturing hardware for the 
builidng trade. Fine basic materials, pre- 
cision construction and operation are but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 


‘ MANUFACTURING 
WIVETIA COMPANY {{ feline 


Survives Accidental Falls 






















Order from your favorite job- 
ber or write us for full details. 


NATIONALLY ADVERTISED Muela ab Sa Lacmmelel Lo 
6352 E. DAVISON e DETROIT 12, MICH. 




























“SECRET SERVICE” PADLOCK .. . No. 1 























Here is the —_ ne craftsmen 
i” P ‘esist. First real improvement made in levels in 36 year 
1%" laminated steel case. Shackle | | ies EMPIRE CRYSTAL Vision with Steresetle + Leases 
diameter 5/16", clearance 13/16". | | Ane Emsir National (Advertising brings customers to 
Precision-cut nickel-silver keys, changes | our store. Steck and dlepley Empire Crystal 
-- practically unlimited. Wt. doz. 7 Ibs. | 
ae ; a) 5 oz. MAGNESIUM 
a) ie | Order from your wholesaler | wen ~ cases 
$1.75 Retail 24"°—$ 5.00 





Master Jock Company, Milwaukee 45, Wis. 


Worlds Largest Padlock TWManulacturers ‘CT TODAY! Send tor Literstere sad Discounts 


EMPIRE LEVEL MFG. CO. Teels fer the Nation's Cra 


ftemes 
10926 W. Potter Road. Milwaukee. Wis. 
















one set of 4 = oh Be 






Extra case hardened. Excellent mirror finigh, 
plus a heavy nickel picte. 


FURNITURE LEVELER~ 






7 sizes for every need 






















































Adjustable Combina- = i | Bet 
bettie (Fa etaariggsos gee FEE RUBBER-CUSHIONED! 
be 358 4 | steady Furniture. zs WE G L | D fa 
SIZES—I" base, 4 on [ae 


















SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 

SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE. 


Ask your jobber or w ROBERT E. MILLER & CO... INC. 35 Pearl St., New York 4, N. Y. 


One set of 4 in a 
3-coler box. [2 boxes 
in @ 3-coler display carton. 

SIZES: y%,", i", %", %", 5%", ¥,", xy". 


card; 14", 2 on card; 
/,"", 2 on card. Drive 
into universal socket 
or 5/16" hole. 


ite 
\\ 
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75¢ TOOL Ce 


Peon D> ikkin 
STEEL SANDPAPER 


PAT. NO. 282028! 














Here, at impulse-buy price, is a new and 


better way to shape and smooth hard and . pitti, til Reece 
soft woods, plastics, and soft metals. Cuts | Here’s the Secret! Here’s the Sell! 
far more rapidly and easily than abra- = 150 holes per square inch @ For extra sales, remove several units 
: . ‘ form thousands of tiny steel from display box, stand them on coun- 
sive paper of equivalent grit, scratches cutters that c-a-r-v-e their @ ter or in window, hang them on peg- | 
less, and absolutely will not clog. Snap- way into surfaces. board, or sell them from bins. 
in replacement sheets sell for 25¢, and 2 es - 
can also be used wrapped around dowel, | Here’s the Payoff! Three Assortments Your 
on wood block, or in bare hands. Your Selling 
Cost Price 
. A21 Counter Merchandiser— 42 doz. Red $3.60 $6.00 
4 It’s the Devil 9S Holders each with 1 sheet of 
! ‘ ‘ » Dragon-Skin plus ¥2 doz. individually 
; hottest turnover item in years. boxed sheets Dragon-Skin—No. DS1. 
¥ Don’t miss a single sale. a 
No. 9S— Display box of 1 dozen Red $5.40 
Phone your jobber now! Devil 9S Holders each with 1 sheet 


Dragon-Skin. Weight: 5 Ibs., 13 oz. 


DS1— Display box of 1 dozen individu- $1.80 
ally boxed sheets Dragon-Skin — No. 
DS1. Weight: 1 Ib., 6 oz. 


Red Devil Tools. 


UNION, N. J., U. Ss. A. 
World’s largest manufacturer of painters’ and glaziers’ tools—Since 1872. 















YOU GET MORE TO SELL: 


strength... satisfaction... profit 


In the same time it takes to sell a cheap shovel, you can 
sell a RAZOR-BACK for more profit. The customer bene- 
fits, too. He gets the strongest standard’ shovel on the 
market—roll-forged with an extra thick (13-gauge) back- 
bone full length, tapered sides, and heat treated all the way. 
You need only 4 patterns to do 90% of your business, 
reduce inventory, increase turnover 2 to 3 times. Order 


from your wholesaler. 


RAZOR-BACK SHOVELS 


The Union Fork & Hoe Company, Columbus 15, Ohio 
Makers of Green Thumb lawn, garden and farm tools 
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Ash handle, not cut down at socket, retains 
100% original strength. It's guaranteed 


2 inches longer (11-inch) 
tabbed socket supports handle 
and distributes strain. 


Extra thickness (13-ga.) 
at frog, where shovels 
need extra strength. 


<4 Tapered sides for lightness 


A Blade extra thick (13-ga.) in center all the way to the 
cutting edge, where other shovels wear out fastest. 











